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@ CARBON PAPER sonmenies 
MultiKopy Carbon Paper is famous for The high quality of Star Brand Type- 


writer Ribbons has been proved through 


its fine quality and value. Because there 
business offices 


is a wide variety of weights and finishes, fifty years of use in 
throughout the world. This consumer 
it 


you can alw avs supply your customers 
with a carbon sheet which fully meets confidence means more than ever . . 


their requirements. pays to push Star Brar d. 














MICROMETRIC 
@ CARBON PAPER 


Because it's different, because it has five 
extra sales features, Micrometric Carbon 
Paper gives Webster dealers a constant 
opportunity to get more mew business, 
thus enjoving a distinct advantage over 


C TM pr tition 








ie 


, | ‘HESE are the three great names you can use to speed a 
Ml up your carbon paper and typewriter ribbon sales. 
Why? Because they are preferred by leading business offices 


the country over . . . because they are of the finest quality 
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Fiftieth Anniversary 


. .. because they are backed by fifty years of experience. . . 
because they are nationally advertised . . . because they are 
repeat items .. . and because you are protected by the Web- e & 


ster dealer franchise. Talk up and display these and other 
products in the Webster line. It will bring you steady sales 


and profits, nou and for years to come. 


COMPANY 


13 Amherst Street, Cambridge, Massachusetts 


——_—— 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 





Office Appliances 


(To the World's Principal Market Places) 
e 
Published on the first of every month by The Office Appliance 


Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 
& 
ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


Evan Johnson, President; John A. Gilbert, Secretary and Business Manager; 
C. F. Malatesta, Treasurer; W. S. Lennartson, Associate Editor; Nevin Gage, 
Associate Editor; H. E. Meason, Assistant Editor; B. C. Wallsten, Copy 
Department Manager; Otto Kney, Service Bureau Manager; MW. W. Martin, 
Special Representative for Southern California at Manhattan Beach. 


NEW YORK OFFICE: 


_ 418 Pershing Square Bldg., 100 E. 42nd St. Phone Ashland 4-8319. 
C. H. Everly, Eastern Manager; G. C. Wheeler, Assistant Eastern Manager. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IL, 
under Act of March 3, 1879. 
{|“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


{COPYRIGHT. Centents 
covered by Copyright, 1939, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 

Acco Products, Inc 138 
Ace Fastener Corp. 86 
Acme Card System Co. 72 
Acme Visible Records, Inc 72 
Adams, Henry T., Mfg. Co...95, 157 
Aigner, G. J., Co 152 
Allen Calculators, Inc. 91 
Allen & Co. 151 
Allen-Wales Add. Mach. Corp...153 
Alma Desk Co. 123 
Amer. Autmtc. Electric Sales 

Co. 136 
American Can Co. 84 
Amer. Number. Machine Co 155 
American Photo Laboratories..134 
Amer. Writing Machine Co. 66 
Ames Supply Company 63 
Anderson-Hickey Co., Inc 158 
Art Metal Construction Co 81 
Art Steel Co., Inc. 119 
Automatic File & Index Co. 124 
Autmtc. Pencil Sharpener Div...118 

B 
Bankers Box Co 64 
Barkley, C. L., & Co 121 
Bassick Company 112 
Bates Mfg. Co. 99 
Beach Publishing Co 152 
Bentson Mfg. Co. 126 
Bickett, L. M., Co 156 
Bright Chair Co. 12 
Bristow, Stanley R. 157 
British Stationer 159 
Brown, L. L., Paper C 103 
Browne-Morse Co. 152 
Bushnell, Alvah, Co. 129 
c 

Canvas Products Corp. 154 
Carter's Ink Co., The R0 
Cel-U-Dex Corp 154 
Clarotype Co., The 154 
Cloyes Gear Works 154 
Codo Mfg. Corp 155 
Collier-Keyworth Co. 140 
Columbia Rib. & Car. Mfg. 

Co, 115 
Columbia Steel Equipment Co 77 
Cook, The H. C., Co 147 
Cooke & Cobb Co., The 113 
Corona Typewriter 55 
Corry-Jamestown Mfg. Corp 111 
Cramer Air-Flow Chairs 157 
Crown Ribbon & Carbon Co. 156 
Cushman & Denison Mfg. Co...153 

dD 
Darnell Corp. 15 
Dawn Mfg. Corp., The 155 
Dick, A. B., Co. 53 
Dictaphone Corp 71 
Domore Chair Co 94 
Doppelt, Charles, & Co. 149 
Downey, C. L., Co. 151 
Duplicator Corp., The 120 

E 
Eaton Paper Cor, 145 
Efficiency Equipment Co 139 
Elliott Address. Mach. Co 156 
Elliott-Fisher Back Cover 


Esterbrook Steel Pen Co. 


0) 
db2 


which 


offer their services in resolving any disagreements 
through the journal. 
k K 
Faber, A. W., Inc 132 Kilian Mfg. Corp. 
Fastener Corporation 147 
Faultless Caster Corp 157 I 
Free Hand Binder Co 156 . 
i " ss pa 8 Leopold Co., The 
Fritz-Cross Co., The 13 ; ; tM oi 14 
Fulton Specialty Co. 1 er Se See See 
M 
G 
M: old Supplies Co bs 
Gaylo Mtg. Co 137 Aanit sd Line’ ie cs 
. . . : . Marble, The B. L., Chair Co 146 
General Fireproofing Co Markilo C 156 
~L o. yt 
Globe-Wernicke Co. 79 seca : a wd C 14 
Goes Lithographing Co 154 oii. 2 ~ a I 157 
silicke Systems 
Graff, Geo. B., Co 142 aan: : e ia : “4 = 
Me steel Sate » ‘ 
Guide System & Supply Co 106 — Ke : : . - * ig 
. a , : Metal Office Furniture Co 101 
Gunn Furniture Co 124 A 
Methodes 158 
Meyer & Wenthe 148 
H en " 
Mimeograph, The * 
‘ - = Minnesota Mining & Mfg. Co S 
H. A. Ink Eradicator Co 157 . ' ‘ " 
Hall-Wel ( 1BE Mitchell Binder Co 155 
all-Welter , 55 2 
— on - ~ Mitchell Mfg. Co. 78 
anson Scale ). 38 t 
4 : a . . am Mittag & Volger, Ine 135 
Harding, Milo, Co. 145 i ae 
: : Moore Push-Pin Co 157 
Harriman-Welts Products Co...15( : ; * 
: : Mite Munson Supply Co 14 
Harter Corporation, The 98 i 2 
: Sic a Murphy Chair Co. 148 
Hevenor Map Co., The 155 a 
. : < : Mutschler Bros. Co 128 
Heyer Corporation, The 161 
Higgins, Chas. M., & Co., Inc...13 
High Point Bd. & Chair Co. 123 N 
Hilco Corp. 104 
, Nat'l Brief Case Mfx. Cx 147 
Hotchkiss Sales Co 9) _ ~ sige . : . ; 
. Nat’! Office Cushion Co. 15 
Hunt, C. Howard, Pen Co 121 rage . , a . 
Nat’l Vulcanized Fibre ¢ l 
, Neva-Clog Products, In¢ 
New Indiana Chair Co. 139 
Imperial Desk Co 13 0 
Imperial Mfg. Co. 96 
Imperial Methods Co. 110 Oakville Co. Div Scovill RQ 
Indiana Cash Drawer Co 68 Gil Sen lition i ‘Custion 
Indiana Desk Co, 13: Cn. & 
Ink Specialties Co. 152 Oxford Filing Supply Co 
Interstate Metal Products Co....12 
Invincible Metal Furniture Co. 11¢ P 
J Pacific Cb. & Ribbon Mfg. Co. 1) 
Parrot Speed Fastener Corp. l 
Jasper Chair Co. 6 Peerless Key-Imperial Mfg. Co. 96 
Jasper Office Furniture Co 137 Peerless Steel Equip. Co 128 
Jasper Seating Co 151 Pelouze Mfg. Co I 





| THE SERVICE BUREAU 

| of Office Appliances is maintained for the exclusive 

| use of subscribers and advertisers. In the execution 

of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 

| personal letters all inquiries upon matters germane to 

the field, it furnishes special reports upon articles of 

office equipment, supplies names of manufacturers of 

any article wanted, puts man and job together, pre- 

pares advertising copy, furnishes list of desirable 

agents and dealers in nearly every country, aids for- 

eign dealers in securing U. S. A. lines, and in many 

other ways performs useful service, all without charge. 

| Subscribers in every land have made, and are making, 

| good use of this bureau; manufacturers in every sec- 

| tion of the field have evidence of its proved value 


Subscribers’ requests for catalogues to bring their files 
| up to date, or to replace the file in case of fire or 
| other form of destruction, are broadcasted in a bull 
| tin which is mailed frequently to leading manufac 
| turers 


” 











result 


from relations established 


Perfect Rubber Seat Cushion 
Co. 155 
Phillips Process Co 158 
Polar Mfg. Co 130 
Postindex Co. 83 
Pruitt Co., The 156 
Q 
Quality Park Envelope Co §2 
R 
Raphael Shops, Inc. 130 
Reliable Tw. & A. M. Corp. 154 
Remington Rand, Ince. 88 
Rishel, J. K., Furniture Co. 153 
Rite-Line Corp. 141 
Rivet-O Mfg. Co 159 
Roberts, Weldon, Rubber Co...153 
Rockwell-Barnes Co. 87 
Royal Metal Mfg. Co 107 
toyal Typewriter Co 160 
Ss 
St. Johns Table Co 146 
Sanymetal Products Co., Ine., 
The 133 
Shaw-Walker Co. 67 
Sheaffer, W. A., Pen ( 74, 75 
Shelbyville Desk Co. 142 
Sheppard, C. E., Co. 114 
Sherman-Manson Mfg. Co 92 
Shipman-Ward Mfg. Co. 90 
Sikes Co., Ine. 13! 
Smith, L. C., & Corona 
Typewriters Ine. 55 
Speed Key Mfg. Co 156 
Speed-O-Print Corp. 143, 144 
Spencerian Pen Co. 141 
Stationers Loose Leaf Co. 134 
Stein Bros. Mfg. Co., Ine. 122 
Storms, H. M., Co. 136 
Sturgis Posture Chair Co. 129 
Sundstrand Back Cover 
1 
Technygraph, The 156 
Tell City Desk Co. 140 
Thornburgh, H. T., & Co 154 
Toledo Metal Furniture Co 102 
rriner Scale & Mfg. Co. 159 
Troy Sunshade Co 157 
russell Mfg. Co. 152 
Tubular Specialty Mfg. Co. 125 
I 
Underwd. Elliott-Fishe 
Back Cover 
U. S. Tw. Ribbon Mfg. Co 149 
\ 
Vail Manufacturing Co 100 
Varat, Murray, Co. 153 
Victor Safe & Equipment Co 108 
WwW 
Wagemaker Co 
Warshaw Mfg. Co 140 
Webster Electric Cx 93 


Webster, F. S., Co 
Weis Mfg. Co 59, 60, 61, 6 


Wholesale Typewriter Co 12 


Wiggins, John B., Co 154 
Wolber Mfg. Co 1°¢ 
Y 
Yawman and Erbe Mfe. Co U 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


American Writing Machine ¢ 
Ames Supply Cc 

loyes Gear Works 
Shipman-Ward Mfg. ¢ 


Adding Machine Rolls & Paper 


Rockwe Sarnes (< 
Adding Machines 
Allen Calculators, Inc 
Allen-Wales Add. Mach. Corp 
Sundstrand Back ({ 


Adding Machines (Stylus) 
Reliable Typwr. & A. M. Corp 


Adding Machines, Rebuilt & Used 


Pruitt Co The 156 

Reliable Typewr. & A. M. Corp ] 
Adding Typewriters 

Underwood Elliott Fisher 

Co Back ¢ 

Addressing Machines 

El tt Address Mac ( 
Addressing Machines, Used 

Pruitt Co The 
Adhesives 


See Inks, Adhesives, et« 
Arch and Clip Board Files 
Amer.-Automatic Electric 
Cushman & Denison Mfg. Co 
Free Hand 
Globe-Wernicke Co 
Rockwell 
Walker ( 
& Erbe 


Sales ¢ 


shaw 
Yawman 


Ball Bearings for Drawer Slides, ete 
Kiliar Mfg Corp 12 


Mfg. Cc 


Banker's Note Cases 
Art Steel Co 
General Fireproofing Co 
Globe-Wernicke Co 
Victor Safe & Equipment Co 10 


Billing Machines 
Underwood Elliott Fisher 
Co Back ¢ 


Binders, Catalogue and Periodical 
Acco Products, Ine 
Aigner, G I. Co l 
Mitchell Binder Ce 


Binders, Permanent Storage 
tankers Box Cc 


Spring Bound 
Cobb Co I 


Binders, 
Cooke & 


Binders, 
Bankers 


Blank Books 
Rockwell-Barnes Co % 


String 
Box { 


Blueprint and Plan File Cabinets 
Anderson-Hickey Co 


(rt-Metal Construction Co 8 
Art Steel Co 1 
Browne-Morse Co 
Columbia Steel Equip. ¢ 7 
Corry-Jamestown Mfg. ( 
General Fireproofing (o 
Globe-Wernicke Co. 
Peerless Stee Equip. (¢ 
Shaw-Walker Co 
Yawma and Erbe M ( 

Bond Boxes 
Art Steel Co 
(seneral Fireproofing 
(ilobe-Wernicke Co 

Book Cases 
Alma Desk ¢ 
Art Metal Construction ¢ & 
Browne-Morse (C<« 
Corry-Jamestown Mfg. ¢ 
General Fireproofing « 
Globe-Wernicke Co 
Peerless Steel Equip. ( 
Shaw-Walker Co 
Weis Mfg. ¢ ) 


Yawman and Erbe Mfg. ¢ 


Book Rings 
Adams, Henry T Mf ( 


Bookkeeping Machines 


I nderwood fk tt Fisher 
< 4 + ‘ 
Box Letter Files 
Art Steel Co 
Globe-Wernicke Co 
Rockwell-Barnes ¢ 


Wels Mfg. ¢ 


Brief and Zipper Cases 


Doppelt, Charles, & ( 
National Brief Case Mfg. ¢ 
Stein Bros. Mfg. ¢ I 
Varat, Murray, ¢ 


Binder Co Lit 


Barnes (< 97 











obligation. 
Calculating Devices Checks, Stamped Metal 
Meilicke Systems, Ir l Meyer & Wenthe 
Reliable Typewr. & A. M. Corp. 154 : 
Coin Bags. Trays and Wrappers 
Calculating Machines Art Steel Co 
Allen Calculators, Ine ) Downey, ¢ L ( 
llen-Wales ( ach. Co l 
a Pests , — Back Cover Copyholders 
Acco Products Ir 
Caleulating Machines, Used Amer. Autmte. Electric Sales Co 
Pruitt Co The 15¢ Dawn Mfg Cory The 
Reliable Typewr. & A. M. Corp 154 Rite-Line Corp 
Carbon Papers Costumers 
See Ribbons and Carbons Peerless Steel Equipment Co 
oO ots f Co 
Card Index Boxes and Trays ee ‘ Pans 
Art Metal Construction Co Si Troy Sunshade Co 
Art Steel Co 119 
Bentson Mfg. Co 12¢ Cushions and Pads, Chair 
Columbia Steel Equip. Co 77 Bickett i. Map GO 
Corry-Jamestown Mfg. Corp 111 Nat'l Office Cushion Co 
General Fireproofing Co 57 Perfect Rubber Seat Cushion Co 
Globe-Wernicke Co 79 Polar Mfg. Co 
Guide System & Supply Co 10¢ Shipman-Ward Mfg. ¢ 
Imperial Methods Co 110 . 
Invincible Metal Furn. Co 11 Cuspidor Mats 
Metal Office Furn. Co 101 Polar Mfg. ¢ 
Peerless Steel Equipment Co 128 Shipman-Ward Mfg. ¢ 
Shaw-W alker ) 67 Cuspidors 
Wagemaker Co 150 Art Steel Co 
Warshaw Mfg. Co 140 
Weis Mfg. Co 59, 60, 61, 62 Dating Stamps 
Yawman and Erbe Mfg. Co 70 Amer Number Machine (« 
Cards, Business (Book Form) a a Ward — 
wissen, Ja &., Co aa Rivet-O-Mfg. ¢ 
_— yoo Co 119 Desk Bumpers 
Genera I irepr ofr & cX 7 Polar Mfg . 
. Desk Lamps 
Cash Tills : Mitchell Mfg. ¢ 
liana Cash Drawer Co 68 
Casters, Caster Bearings, Slides = Hyg fs —s . Gel ( 
, ® me d } lectric ale < 
Toenail, Cavs i Polar Mfg. (« 
Faultless Caster Corp 157 Wagemaker ( 
Kilian Mfg. Corp 125 Desk Pending-Letters Holders 
Celluloid Envelopes Acco Products, In¢ 
Markilo Co 156 Desk Pen & Ink Sets 
Chair trons Sheaffer, W ‘ me ‘ 
Bassick 112 Desk Trays 
( er-Keyworth Co 140 Aigner, G. J. ¢ 
Chair Mats Art Metal Construction Co 
Aigner, G. J. Co 152 See > oe 
Amer.-Automatic Electric Sales Co,_13¢ Automat. File & Index Cx 
Bicke LM Co 156 Corry Jamest wn Mfg. Corp 
Globe-Wernicke Co 79 General Fireproofing Co 
“ ‘ Globe-Wernicke ¢ 
Polar Mfg. (C« 130 ; 
Shipman-Ward Mfg. Co * Imperial Meth is Co 
Peerless Steel Equipment ¢ 
Chairs, Office Shaw-Walker Co 
Bright Ct Ce 122 Weis Mfg. Co 59, 60, 61, 
Cramer A Flow Chairs 157 Yawman and Erbe Mfg. Co 
Domore Chair Co 94 
Fritz-Cross Co The 13 Desk Work Distributors 
Gaylo Mfg. Co 1 Art Steel Co Ine 
General Fireproofing Co tristow, Stanley R 
Harter Corp Qs Globe-Wernicke Co 
High Point Bd. & Chair Co 2 Polar Mfg. ¢ 
Jasper Chair Co Te Victor Safe & Equipment Co 
Jasper Seating Co 151 Weis Mfg. ¢ ), 6f 
Marble, The B. L., Chair ¢ 14 
Murphy Chair Co 148 Desks 
New Indiana Chair Co 139 Alma Desk Co 
Raphael Shops In 130 Art Metal Constru m 
Royal Metal Mfg. (Ce 107 Autmtce. File & Index Co 
Shaw-Walker Co. 67 Bentson Mfg. ¢ 
Sikes (C« « Browne-Morse ¢ 
St is re Chair Co 24 Columbia Steel |} I ( 
Toled Me Furr ‘ 10 Corry-Jamestown Mf Cory 
lr Sunshade (¢ General Fireproofir ( 
Globe-Wernicke ¢ 
Chairs, Folding Gunn Furniture ¢ 
Gaylo Mfg. Co Impe Desk ¢ 
Royal Metal Mfg. ¢ 107 Indiana Desk ¢ 
Invincit Meta I Ce 
Chairs (Posture) Jasper Office | ( 
Amer, Autmtc. Elec Sa ( Leopold ¢ T? 
Bright Chair ( 22 Metal Office Fur ( 
Cr r A Flow Cha Peerle Steel } € Ce 
Yomore Chair ¢ tishel, J. K., Furniture ( 
I ( Co.. TI Royal Metal M ‘ 
‘ M Co Shaw-Walker ¢ 
‘ Fireproofing ¢ She D ‘ 
Corp : Tell City Desk ¢ 
H I Bd. & Chair ¢ rr Sunsha 
J r Chair Co 7 Viet Safe & Eq ri 
r ¢ ( Wage iker ¢ 
Ma The B. I Chair ¢ Yawman and Ert Mfg ¢ 
M Chair ( is 
Royal Metal Mfg. ¢ 07 Dictating Machines, Used 
Shaw-Walker Co ( Pruitt Co The 
Sikes ( I 
Sturgis Posture Chair ¢ Dictation Machines 
I jo Metal Furn. (¢ Dictaphone Cort 


Cheek Protectors & Writers 
H Welter Co 


& Writers, Used 


Check Protectors 
Pruitt ¢ T 


& A. M. Corp 





Display Hook 
Oakville Co. D 


Duplicating Machines 
Amer. Writing M ne ¢ 
Dick, A. B ( 

Dur Corp I 


1] 
130 
l 


0 


108 


Elliott Address. Machine Co 
Harding, Milo, Co 
Heyer Corporation, 
Hileo Corp. 
Mimeograph, The 
Rivet-O-Mfg. Co 
Shipman-Ward Mfg. Co.... 
Smith, L. C., & Corona Type 
Speed-O-Print Corp 

Wolber Mfg. Co 


Duplicating Machines, Used 
Pruitt Co., The 


Duplicating Machine Supplies 
Columbia Rib. & Carb. Co 
Dick, A. B., Co 
Duplicator Corp., The 
Harding, Milo, Co 
Heyer Corp., The 
Hileo Corp 
Ink Specialties Co. 

Manifold Supplies Ca. 
Mimeograph, The 

Mittag & Volger, Inc 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Type 
Speed-O-Print 
Technygraph, The 
Thornburgh, Ht. T., & Co 
Victor Safe & Equipment Co 
Wolber Mfg. Ceo 


The 


Envelope Openers 
Oakville Co. Div 


Envelope Sealers 


Elliott Address, Machine Co 
Envelope Sealers, Used 

Pruitt Co., The 
Envelopes 

Bushnell, Alvah, Co 


Globe-Wernicke Co 
Quality Park Envelope Co 


Envelopes, Celluloid 
Markilo Co. 


Eradicators, Ink 


H. A. Ink Eradicator (Co 
Heyer Corp., The 

Erasers, Rubber 
Autmte. Pencil Sharpener Co 


Faber, A. W., Ine 
Roberts, Weldon, Rubber Co 


Expense Books 
Beach Publishing Co 


Eyelets & Eyelet Fasteners 
Bates Mfg Co 
Markwell Mfg. Co 
Oakville Co. Div 
Rivet-O-Mfg. Co. 


143, 


Corp 143, 


File Boxes, Collapsible Corrugated 


tankers Box Co 
Barkley, C. L., Co 
Globe-Wernicke Co. 


Guide System & Supply Co 
Oxford Filing Supply Co 
Weis Mfg. Co 59, 60, 


File Boxes, Metal 
Art Metal Construction C« 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
Peerless Steel Equipment Co 
Rockwell-Barnes Co 
Victor Safe & Equipment C 


) 


Filing Cab. Ball & Roller Bearings 


Kilian Mfg. Corp 


Filing Cabinets, Insulated 
Shaw-Walker Co. 
Victor Safe & Equipment Co 


Filing Cabinets, Metal 
Anderson-Hickey Co 


Art Metal Construction Co 
Art Steel Co 

Autmte. File & Index Co 
Bentson Mfg. Co 


trowne-Morse Co 

Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Wernicke Co 
Invincible Metal Furn. Co 
Metal Office Furn. Co 
Peerless Steel Equip. Co 
Shaw-Walker Co 

Victor Safe & Equipment Co 
Yawman and Erbe Mfg Co 


(lobe 


Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Wagemaker Co 
Weis Mfg. Co 59, 60, 
Yawman and Erbe Mfg. Co 


THE CLASSIFICATIONS 
Continued on page 6) 


61, 


61 


156 


145 
161 
104 

59 


90 


115 
120 
145 
161 
104 


58 
135 

90 
55 
144 
156 
154 
108 


126 


8y 


129 


gy 


106 
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THE CLASSIFICATIONS Mail Bags 
(Continued from page Canvas Products Cory 
Mail Distributors 


Ir Kristow Stanle K 


Filing Supplies 
Acco Product 


Aigner, G J Co Globe-Wernicke 
Art Metal Const t ( . Victor Safe & ba 
Barkley, ©. Sn, & 1. Map Tacks 

Rrowne-Morse Co | +g ee ' 
Bushnell Alval ( 7 secs on a ; 
Corry-Jamestown Mfg. 

(ieneral Fireproofing ¢ Maps 

Globe-Wernicke ¢ ’ Hevenor Map ¢ I 
(juide System & Supt ( ' 

Imperial Methods ¢ Matched Office Suites 
Metal Office Furr e ( LU Art Metal Constru ( 
Oxford Filing Sut ( f General Fireproofing ¢ 
Quality Park Envelope ¢ RZ Globe-Wernicke ¢ 
Rockwell - Barne Co x Leopo ( The 
Shaw-Walker Co KR Metal Mfg. ¢ 
Victor Safe 


fe & Equipment ‘ 8 Troy Sunshade ¢ 
Warshaw Mfg. C« , 
Weis Mfg. ¢ 1 60 


Yawmea at 


Memorandum Books 
Rockwe Barnes ¢ s 
lrusse Mfg. ¢ 


Finger Pads 
Memorandum Devices 


Parrot Speed Fa ‘ ‘ 
tristow, Stanley RK 
Folders (See Fills Supt 
Mending Tape 

Fountain Pens Minnesota Mi & Mf ‘ . 

Carter's Ink ¢ mr st Warst Mfg ( 

Esterbrook Stee Pen ¢ ) 

Sheaffer, W A Pen ¢ Moisteners 

Spencerian Pe ( 14 tivet-O-Mfg { 
Gummed Cellulose Tape Numbering Machines 7 

Amer. Numbering sh. 


Minnesota Mining & Mf ‘ 8 
Bates Mfg. ( The 

Gummed Cloth Rings 
Graff, Geo. B ( 42 


Warshaw Mfg. ¢ 


Office Partitions and Railings 


Globe-Wernicke ¢ 


Pads, Figuring 
index Card Signals Rockwe Bart ( g 
(ook, H. ¢ Co Ir 
Graff. Geo. B ( 142 Paper 
Victor Safe & Equipt. ¢ US Browr L. I Paper ¢ 
I Cory 





index Tabs 


Ve ty J ‘ 





tarkley, C. I & li Paper Clamps 

Cel-U-Dex Corp ‘ Acco Product Ir 
CGlobe-Wernicke ts 4 Autmt Pencil Sharr er ¢ 
(juide Syster & Supp { Aut (ooke & Cobb Ce The 
Markilo Co Cushman & Denison Mf ‘ 
Parrot Speed Fastene ( | oy Esterbrook Stee Pen Mfg¢ ( 
Shaw-Walker Co ‘ Ouk e Co. Di 


Victor Safe & Equipt. ¢ 
Paper Clips 








inks, Adhesives, Ete Acco Prod ‘ Ir 
Carter's Ink Co Ihe st Cook H ( Co 
Harriman-We Prod. ¢ ( Cooke & Cobb ¢ The 
Higgins, Cha M ‘ Cusht & Denison Mfg. ¢ 
Ink Specialtic Co I ltor Specialty Co 
Rivet-O-Mfg ( Graff, Georg B ‘ 
Sheaffer, W 4 P ‘ i Oak e Co Div 
\ Manufacturing (¢ 
inkstands 
Cushman & De 0 Mf ( Paper Fastening Machines 
Higgins, Chas. M Co l Ace Fastener Cory 
\ Autmt Kele s ( 
Intercommunicating Systems \ ry il Sha ‘ R 
Webster Electric ¢ Rates Mfc. Co.. Ti 
Leads for Mechanical Pencils Paster Corp 
Faber, A. W I Hotchk Sales ¢ 
Sheaffer, W. A. Pen ¢ Mark Mfg. ¢ 
Neva-( P Ir 
Leather Goods Pa Speed I ener ‘ 
Doppelt, Charles, & ¢ { ’ Safe & Eq ( 
National Brief Case Mfg. ¢ 1 Paste (See Ink Adl , 
Stein Bros. Mfg. C« -- 
Varat, Murray ¢ l Pencil Sharpeners 
Autmte. Pencil Sharpener ( . 
Leather Upholstered Furniture Graff. George B Cr 
Bright Chair ¢ 4 Hunt, ¢ Howard, Pen ¢ 
Jasper Chair Co 
New Indiana Chair ( 129 Pencils, Wood Cased 
Raphael Shops, I 1 Faber A W Ir 
Letter Teens {Gee Dect —_ Pencils, Mechanical 
Carter's Ink Co he Rg 
Letterheads Esterbrook Steel P p 
Goes Lithographing ¢ i e Pans . 
Wiggins, John B., ( es Ae Pe 
Pen and Pencil Clips 
Library Equipment Oak le Co. I . 
Art Metal Constru , ( S 
Art Steel ¢ Pens 
Corry-Jamestown Mfs ‘ { l Piste ok Ste Pe ( 
General Fireproofing ¢ H ( How Pe { 
Globe-Wernicke ¢ ’ Spencerian Pen ¢ 
Peerles Stee Equipr ‘ 8 p 
Sinem etmer Ca , icture Hooks 
Yawman and Erbe Mfg. ¢ Moore Push-Pin ¢ 
Pins and Pin Containers 
Lockers and Storage Cabinets Oakvi ( D Q 
Anderson Hickey 158 \ Mfg. Co 
Art Metal Constri ' ( 8 
Art Steel ¢ ) Platens, Typewriter 
Browne- Morse Ce 152 Amer. Writing Ma ! ‘ 
Corry-Jamestown Mf ‘ Ames Supply ¢ 
General Fireproofing (< Shiy an-War Mfg ( 
Globe-Wernicke ( 
Interstate Metal Products ¢ 1 Postal Scales 
Invincible Metal Fu Co lif Hanson Scales ¢ 
Metal Office Furniture ¢ in Pelouze Mfg r . 
Shaw-Walker Co 67 Shipman-Ward Mfr . 
Yawman and Erbe Mf ‘ Prit Scale & Mf ‘ 
Loose Leaf Books & Systems Price Card Holders 
Adams, Henry T Mfg. ¢ Oakville Co. Dir R 


Sheppard, The ¢ } ( 114 


Ss i s Oo € f 
tationers I Ie . Publications 


Trussell Mfg. Co l Rrit Stat 
Methodes 
Loose Leaf Envelopes, Celluloid 
Markilo Co 15¢ 
Punches 
Loose Leaf Metals and Devices A Products, Ir 
Adams, Henry T., Mfg. Co 157 Bates Mfg. ¢ T 
Loose Leaf Metals Co Globe-Wernicke ¢ 


w= 
se OO 


Mitchell Binder ¢ 


Stationers Loose Leaf Ce 


Push Pins 
Moore Push-Pin ¢ 
Oakville Cr D 


Ribbons and Carbons 


Aller & Co 
Amer. Writing M 





4 Sur ‘ 
‘ er Ink ¢ 1 x 
(od Mf ( 

‘ R. & ¢ M ( 
R r e * ‘ 
I Mf ( 
M S ( 
M & \ I 
o I n R ( & ¢ ( 
Carbon & Ribbon M ( 
I Ke I eT 1 M ‘ 
I t Pr ( 
R ype zi I 
Shipman-Wa M ( 
s L. ¢ ( a 7 
w riar ren ¢ 
s H. M (* 
» } tt Ft € 
i B k ( 
S. Type RK Mf ( 
Wet er i; Ss ( 

Rubber Bands 
I er \ W Ir 
Robert, Weld R t ( 
Shipman-Ward Mf r 

Rubber Stamps 
M & Went 

Rubber Type Outfits 
} . Spe altw ¢ 

Safes 
\ Metal Cor m 
Gener Firepr ( 

( Wernicke ¢ 
M nk Steel Safe ¢ 
Ss Walke ( 
r Safe & Equipr ( 
‘ 1 | Mf ( 


Scrapbooks 
G Wert ke y 
We Mfg ‘ 


Secretary Desks 
\ Meta Constru or ( . 
Ger Fireproofing ¢ 
Globe-Wernicke Ce 
Peerle Steel Equi ‘ S 
Shelving 
Art Metal Constru ( . 
\ Ste | ‘ ’ 
I Morse ¢ 
‘ Jame M ( 
Genet Fireproof ( 
( e-Wernicke ¢ 
Smoking Stands, Office 
ie Metal Mf ( 
Stamp Pads 
Bates Mfg. ¢ Mhe 
Fult Specialty ¢ 
M & Went s 
I | Pro« ( ® 
Rivet-O-Mfg. ¢ 
Rock |-Barnes ¢ x 
\ Safe & 1 ( 


Stands for Office Machines 


Ar s Supply ‘ 
Anderson -Hicke ( 8 
Art Steel to 
( v-Jan Mi ( l 
Gaylo Mf ‘ T 
G 1 Fireproofir ( 
G We ke ¢ 7 
Har Cory rT 
Peerle Stee Equit ( s 
I Ce The 
Sherman-Manson Mfg ( 
Ss man-Ward Mfg ( 

jo Metal Furnit ( 

ilar Spe 1 ‘lf r 


Staple Extractors 
A Fastener Cort 
Markwell Mfg. ( 


Staples and Stapling Machines 
Ace astener (ory 
Rate Mfg. ¢ The 
Fastener Cort 
Hotchkis Sales ({ 


Markwell Mfg. Ce {8 
Neva-Clog Products, Ir 

Oakville Ce Dis 8 
Par Speed Faster ( 

\ Manuf r i 


Stenographers’ Note Books 
Rockwell-Barnes ¢ ‘ 
Trussel Mfg ‘ 


Storage and Transfer Cases 


Adams, Henr | Mfg. ¢ 

Art Meta Constr tion ¢ s 
Art Stee ( 8) 
Bankers Box ¢{ ; 
tarkley, ¢ I & | 2 
Bents Mfg. ¢ 12¢ 
Browne-Morse ({ 152 
Columbia Steel F p. ¢ 7 
Corry-James Mfg. ( 

Eff y Equ ( 

G 4 Firepro ( 
Glohe-Wernicke ¢ 

G e Syster & Supr ( 

I i Me i ( 





OFFICE APPLIANCES 


Invincible Metal Furn. Co 116 
Metal Office Furn. Co 10 
Oxford Filing Supply Co 6" 
Peerless Steel Equipment ¢ 28 
Rockwell-Barnes ¢ 5 


Shaw-Walker ¢ 
Wagemaker ‘{ 

We Mfg. ¢ 
' n and Ert wr ‘ 


Swinging Typewriter Stands 


Ame Wr ng M ne ¢ 

( e-Wert ke (% 

We Mfg. ¢ 
Tables 

Ar Mi ‘ mn ¢ ‘ 
4 Stee ‘ 

Br ne-Morse 

‘ Jame Mi { I 

( i Fire t ( 

G e Wer ke (% 

Gu Furniture ‘ 2 
Interstate Metal P r ‘ 2 
Mu hk : ( 

iM t Steel Equit ‘ x 

Johr Tabl ( 

Shaw-Walker Co ' 
\ r Safe & Equipme ( ‘ 


Telephone Accessorie 
Victor Safe & Equipt. ¢ Os 


Telephone Stands 





Art Metal Constru n ¢ . 
Art is J 
Ge ra 1 epr fing ¢ 

Globe-Wernicke Co 

Peerless Steel Equipment ¢ 28 
Shaw-Walker (Ce ¢ 


Yawman and Erbe Mf ‘ 


Thumb Tacks 


(jraff (Georg B ( 14 
Moore Pust Pin ¢ 
Oakville Co Div Scoville s 
Vail Manufacturing Co 

Ticket Holders 
Obak lle ‘ Div Scoville s 


Trimming Board 
American PI 


Type. Typewriter 
Amer. Writing Machine ¢ 
Ames Supply Co ‘ 
Shipman-Ward Mfg. ¢ ' 


Typewriter Cleaning Material 
Amer Writing Machine ¢ 
Ames Supply Ce 
( irotype Ce 
Mittag & Volger I 
Rivet-O-Mfg Co 
Shipman-Ward Mfg. (« 


Typewriter Cushion Keys 


Amer. Writing Machine ¢ t 
Ames Supply ¢ t 
M ot Supply ( { 
Peer s Key-Imperial Mfg. ¢ vf 
Shipr Ward Mfg ‘ 4 
Spee Key Mf Co 

Typewriter Cushion Knobs and Bases 
Amer. Writing Machine Co 
Ames Supply C« 
Bickett, L. M., ¢ 15t 
Peerless Key-Imperial Mfg. ¢ a 


Shipr Ward Mfg. ¢ 

Typewriter Parts and Tools 
Amer Writing Machine Ce 
Ames Supply Co 


in-Ward Mfg. ¢ ’ 


Shipr 


Typewriters, Mfrs. of 


Corona ypewriter 
Remington Rand, Ine mS 
Royal Typewriter ( ¢ 
Smith, L. ¢ & Corona Tws g 
Underwood Elliott Fisher 

Co Back ¢ 


Typewriters Rebuilt and Used 
Amer. Writing Machine Co 





P ‘ The 

Reliable T S a. mm. t 
Kemington Rand, Ine 

Shipman-Ward Mfg. ¢ vt 
WwW esale Typewriter ¢ 


Visible Systems Equipment 





Acme 
Acme 

Art ) 8 
Aut ( 124 
(lobe ‘ 
Post S 
Shaw 

= ppa ( } Co { 
\ w Safe & Equip ( os 
Yawman a Erbe Mfg. ¢ 7 

Waste Baskets 

American Can ¢ 84 
Art Steel Co 119 


Corry-Jamestown Mfg. Corp 


General Fireproofing ¢ § 
Globe-Wernicke Co 79 
Metal Office Furniture ¢ 10 
National Vuleanized Fibre Co 15! 
Peerless Steel Equipment Co 28 
Shaw-Walker Co 67 





[WANTS AND LOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 





reliable manufacturer of 
Maryland, District of 
Address E-307, 


EXPERIENCED SALESMAN desires represent 
office equipment Long, successful 
Columbia, Virginia and Carolinas 
care Office Appliances, Chicago 


record in 


Available June Ist. 


MECHANIC—An all around man, 15 years’ experience on all makes, 
selling, servicing. Capable of managing, opening shop Age 56. Em- 
ployed but desires change for better future. Address E-308, care Office 


Appliances, Chicago 


SALESMEN WANTED 


SELL QUALITY—here’s the 
filing and mailing supplies direc 
countants, offices, ete. Liberal commission 
representatives chosen carefully—send full 
Ames Safety Envelope Co., 


IF YOU 


most profitable sideline in the 
field Ames ot 


to banks, lawyers, ac 
territory. Our 
about yourself. 


exclusive 
particulars 
Boston, Mass 


COMMISSION SALESMEN on bank forms and 
envelope line. Exclusive territory Smith 
Williamsport, Penna 


supplies, also good 


Printing Company, 


assigned 


WISCONSIN DEALER in stationery and office machines has an open- 
ing for one salesman to sell office supplies and equipment and another 
a third to sell addi Send complete in- 
i t S-211, care Office 


to sell typewrite rs, machines 
formation including record of pas 


Appliances, Chicago 


experience to 


WANTED, stationery and office furniture salesman for smal] but lively 
city in New England. Must be well grounded in systems applications. 
Give complete information including previous experience, age, ete. All 
replies confidential. Address S-199, care Office Appliances, Chicago 


WANTED AT ONCE—two 
thorough knowledge office supplies and office 
Reynolds Company, Box 613, Miami, Fla 


experienced outside salesmen with cars 
furniture. The Foster & 


SALESMEN for all territories to se 
to office furniture outlets only. State 
S-200, care Office Appliances, 


priced line knee hole desks 


Addre &s 


erritory and experience 





Chicago 


NEW! PROFITABLE! Non-competitive! Manufacturer of needed new 





office device with almost unlimited application is currently establish- 
ng exclusive specialty sales agencies throughout south Inquiries wel- 
comed from active intelligent salesmen with direct selling office spe- 
cialty backgrounds in Virginia, Carolinas, Georgia, Florida, Alabama 
and Tennessee. Not a side-line. Full details required before interview 
arranged Address S-201, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION, excellent worldwide dealer distribution, seeks 
one additional meritorious specialty, office equipment line Address E-309, 


care Office Appliances, Chicag 


REPRESENTATIVES WANTED 
ONE IN A TERRITORY—Men selling direct to 
with ir typewriter product that pays $2.00 on a single unit sale Every 
office is a prospect repeat orders. Write 


offices can do we 


Large companies bring many 


for details Address S-202, care Office Appliances, Chicago 

MANUFACTURER high grade office appliance nationally used seeks 
sales agents selling similar non-competitive pecialty to users in large 
cities Valuable exclusive franch Opportunity add steady sub- 
stantial earnings to present income References. Address S-203, care 


Office Appliances, Chicago 


fashioned 


OUR RUBBER COMPOSITION desk pad eliminates the old 


nk-stained, unsightly, frayed blotter pad. Every office a prospect. Fast 
eller. Big profits. Some territory st pen fi men selling direct to 
ffices. Write for details Ace Rubber Company, 412 South Wells Street, 
Chi ago, Il] 

REPRESENTATIVES WANTED various open territories coast 





) 
turer unique line fast-moving office 








by manufac appliances that sell daily 
t big unit profits; thousands of nationally known corporations and 
maller firms aiready our customers. Prefer fir ly responsible estab- 
ished specialty men alers now selling milar article direct to con- 
umer. Write for resting details and ease present sales setuy 
Address S-204, car A ian Chicage 
A PROFITABLE SIDE LINE ymplete line competitively priced 
ponge rubber office cushions— is ailable to manufacturers’ representa- 
Ives on a commission bas Give full information on the territory you 
over, please Address S-21 care Office Ay nees, Chicago 
MANUFACTURER of a new ced stencil duplicating machine and 
mplete line of supplic is territuries available for reliable represen 
tatives selling the office equipment ade tt ighout the intry Ad 
lress S-205, care Office Appliance Chicagi 
NEW RUBBER COVERED K O-Matic! Only rubber covered device 
hat actually coils telephons d electric cords out of the way Works 
utomatically. Fast sell Dand de line Sell users or dealers. Large 
profit or commission. Mention territory and class of trade you sell to 
Neverknot Company, Dept. 5-SK, 4525 Ravenswood, Chicago 


eight cents a word, minimum charge, $1.60. 


SALES EXECUTIVE WANTED 








EASTERN MANUFACTURER of Loose Leaf Equipment requires 
capable man to head Dealer Division. Must be thoroughly experienced 
in this or a kindred line and able to handle correspondence from the 
office as well as spend part time on road. Address S-209, care Office 
Appliances, Chicago 


FOUNTAIN PEN REPAIRING 


WELTY’'S REPAIR ALL MAKES Fountain Pens, “Vaku-um” Pens, 
Desk Pens, Pencils, ete., repaired at standard prices. We feature Sheaf 
fer, Parker, Waterman, Wahl, Welty, Conklin, ete., but can repair all 


other makes Names engraved in 22K gold. We feature Gold Pen 
Points and Repairing. Mail all makes to ONE place for better service. 
(Est. 1904.) Welty Pen and Repair Co., 38 S. State St., Chicago. 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data for 
new letters, or unsuccessful letters for reshaping. Particulars on re 


quest Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex 

ADDING MACHINES PARTS, TYPE, ETC. 
NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours The Pioneer Adding Machine Parts Man 
I. A. Dehn, Jr., 1643 101st Avenue, Oakland, Calif. 


DICTATING MACHINE PARTS 
When you 
N. Western Ave., 


No order too small. 
Service, 2632 


VARIED STOCK 
Dictating 
Koep 


COMPLETE 
need part 
Chicago 


AND 
write Central 
Management G 


MECHANICS WANTED 


mechanic, also adding machine 
North LaSalle Street, Chicago. 


MECHANICS WANTED 


Pruitt Corporation, 425 


typewriter 


mechanic 


WANTED, MECHANIC who is thoroughly familiar with Dictaphones 

and typewriters and wants to live in South Florida permanently. Good 

salary. Give age, height, weight, nationality, photograph, references. 

Real opportunity for good man who can stay sober. Address E-310, 

eare Office Appliances, Chicago. 

onal _ : . NSS am 
BUSINESS FOR SALE 


LIVE WIRE COMBINATION BUSINESS can be had without extra pre- 
mium. in office equipment on larger scale in 
metropolitan city. Estab. 29 years, unusual success. Located Sunny Cali- 
fornia: all year ideal climate near scenic wonders. Diversified depend- 
able support, sunshine, flowers, industries, tourists, water, agriculture. 
fruits, ve grain, cattle, dairying. Consists of general 
office equipment and supplies, social and business stationery, typewrit- 


Owner intends to engage 


lumber, 


etables 


ers, cameras, gifts, leather, framing, has 40 by 4 feet greeting card 
display and other major departments. Banking support for proper 
person. Owner 1 ushed, will remain to acquaint purchaser, Address 


S-206, care Office Appliances, Chicago 


$200,000. 
Appliances, 


Must sel! 
Chicago 


MAIL ORDER WI 


S1/ ,900 tic profit 


Business Worth 


Retail 
Address S-207, care Office 


PROFITABLE OFFICE FURNITURE and equipment business in large 
southern California city Established 10 years. Excellent location. Nets 
owner approximately $5,000 to $7,500 per year including salary and 


profit. Owner wishes to retire Communications solicited. Address 
S-208, care Office Appliance Chicago 
. — —E 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES—Burroughs—-Moon Hopkins—Adding 
Machines—Calculating Machines—bought and sold. Chicago Office Ap- 


pliance C« S. Dearborn, Chicago 
EHLLIOTT-FISHER Machines, Adding Machines, 


roughs and Monrve Caleulators, Typewriters and all 
bought and sold leeter-Warsh Co., 849 N. 3rd St., 


Comptometers, Bur- 
office machines 
Milwaukee, Wis 


Bookkeeping Machines, Kar 
sold. Fort Pitt Typewriter 


BURROUGHS 
} 


Duplexes, Moon Hopkins, 
dex A types office machines bought and 
Co., 644 Liberty Avenue, Pittsburgh, Pa 


WANTS AND FOR SALE—Continued on page 8. 








WANTS AND FOR SALE—Continued from page 7 


aE a mez 


ES | Se 





FOR SALE AND WANTED TO BUY 


BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Accou 
Machines, and everything in the office machinery line. 





number and we will quote highest cash prices. International Office 
plainces, Inc., 326 Broadway, New York City. 

ELLIOTT-FISHER machines, calculating machines, adding machines 
all office equipment, bought and sold Crowley Company, 4 
Caswell Bldg., Milwaukee, Wis 

WE BUY AND SELL Dictaphones, Ediphones, Typewriters Addins 
Machines. Write us regarding what you have to sell and at you 
needs are Prompt action. Mid-City Office Machines, 415 N. State 
Chicago. 

DICTAPHON ES—-EDIPHONES— established 1923. Largest ck 
models. Write for prices of machines and our Cleartone Cylinder Ar 
ican Dictating Machine Co., 6 Fifth Ave New York, N. Y 


State model 


ting 


Ay 


OFFICE APPLIANCES 


headquarters — machines 


SUPPLIES 
Chicago Dictating Machine 


DICTAPHONES, EDIPHONES, 
Write us 


bought, sold—-Whokle Retail 
te A i 
KARDEX, ACMB, POSTINDEX, etc., visible filing equipment of all 
We specailize in this field and offer full coopera- 
Card System, 395 Broadway, New York 


sale, 


types bought and sold 
tion te dealers. Commercial 
City. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers. 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
riter ribbons Established over ten years. Write us, save money 
Lewis Co., 413 W. State St., Milwaukee, Wis 





Postir < visible cabinets, book units and pane! 
Largest stock in the world. Universal! Office 


KARDEX, ACME, Rand 
1 
Broadway, New York, N. Y. 


equipment bought and sold 


Equipment Company, In 61 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports 
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OFFICE APPLIANCES 





NEW TRADE LITERATURE 





pamphlets, broadsides, folders and other publicity 
material recently released) 


(Catalogues, 


Leathercraft Furniture Manufacturing Company. 
form with flexible new catalogue of its 
household furniture has been issued by the 


, +t 


lines of office 
Leather 


covers, a 


recently 


ture Manufacturing Company, 3045 East Eleventh street, Los Angele 
Calif. The catalogue shows desk chairs, posture chairs and other iten 
and carries 107 lines as of the price list of February 6. The bookle 
attractive and useful piece of work 

Standard Mailing Machines Company.—The Duplicating Machine Di 
vision of the Standard Mailing Machines Company, Everett, Ma ha 





recently published a 1939 edition of its booklet entitled “How Standar 
Fluid Process Lowers Copy Costs.’’ The booklet, of msiderable value 
to coneerns where rut of duplicated copy range between two and 200 


gives a complete description of the operation and advantages of the 
fluid process of making copies as incorporated in the Standard Full 
Process Duplicator Its twenty-two, well-illustrated pages are bound 
Im ar ittractively colored cover of pocket size Copies will be maile 
free to business firms having duplicating requirements 





MISSING MACHINES 





The following companies ask dealers everywhere to be on the lookout for 
office (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 


machines 








Remington Rand, Inc., branch, Oklahoma City.—Two Remington Noiss 
less models, Nos. 10B X457471 ind 10A X443188; two 17A n Is N 
3100778, and J100742; one portable Remette, N« CR 178947. " branct 


is located at 26 Northwest First street.—EVH 

Salt Lake Typewriter Company, 333 South Main street, Salt Lake City 
Underwood Universal portable, No. F-1911186E Corona std. portab! 
No. 2-199046.E, Underwood Universal portable No. | 
portable No. G-2-N1-02787 


f 


865207, and ¢ 
ind 


Commerce Department Trade Opportunities 


Equipment, office; especially duplicating machines; Paris, Frat 
chase and agency contemplated 

Supplies, office; ask for No. 1282; Pari France 

Furniture, metal, for offices and homes; ask for N« 1282 


contemplated 


Machines, calculating, typewriters and cash registers; purcl 


agency contemplated; Cairo, Egypt 

Machinery, addressing, and rotary stencil duplicators; ask for N l 
The Hague, Netherlands, purchase contemplated 

Furniture, metal, tubular; ask for No, 1439; Lima, Peru; purchase I 


templated. 
Books, memorandum; ask for No. 1427 
plated 


purchase and agency conte 


Air conditioning units, small; ask for No. 1341; Singapore, Straits Sett 
ments; purchase and agency contemplated 

Air conditioners; ask for No. 1367; Angleur, Belgiun 

Air conditioners; ask for No. 1405; Manila, P. I agency contemp 


9 — 


A. M. A. Conference Emphasizes Importance of Cost 
Accounting 














Necessity for comprehensive cost methods to properly measure elling 
ind distribution efforts in order to prevent unwise price cutting ar 
extract maximum profits from sales was among the points of interest t 
all types of industrial marketers emphasized at the recent tw lay k 
ing conference of the American Management Association whict 
April 18 at the Hotel Commodore, New York City 

One of the speakers stressing the importance of close analysis of es 
costs was W. J. Donald, managing director of the National Elect 1 
Manufacturers’ Association, who addressed the conference's industria 
session, presided over by Thomas J. Harte, vice-president of North A i 
can Cement Corp. and vice-president of the association's industr 
keting division Several other sessions also were held, each featuring 
comprehensive discussions of various sales and distribution problet 

In too many businesses, which sell their products to other i 
far less attention is given to sales costs than to productior sts. it w 
stated by Mr. Donald. There is too little critical analysis of 


he said, and frequently executives obstruct a program of contre ng 








‘osts by beclouding the is with intangibles, which a neitl 
nor proven 

Four selling points to be considered in all selling and distributi were 
suggested bv I A. Beer vice-president f the Institute Carpet M 
facturers, In is follows A comprehensive and analytical cost etl 
to measure properly selling and distribution effort i variab } g 
which ties in with the e¢ ral } ducti and administrat get t 
enable a company to plan for profits well ahead of time re gnit f 
price niches in dealing with cost and pri relationshiy I I g 
market research to include data whicl 1 enab exec ive | 
decisions 

Importance of creating sales through the dis verv of new ny 
was emphasized by E. O. Shreve, vice-president f General } ( 
pany, in discussing sales problems requiring appl ti eng g 
One of the important value f the nte ¢g t f g 
technical selling, he tid j t reductior f price 
this medium 

Mr. Shreve further stressed the 1 nt t} 

msumer goods 1 t be planned in terms peog 
for technical or industrial goods 

Referring t the nstant hange 

1 firmly believe w ist expect t ‘ ‘ 
time, effort and money in techwica 
to do a reasonable job We spen v Fy 
general and engineering researct I be e the p 
technical sales resear ire eq I t t } 


returns. 


Made in | e leaf 





BUSINESS OPPORTUNITIES 





Wanted Here at Home 


New Catalogues Requested by Chicago Firm.—Pritchard Stationery Cor 
poration, formerly located at 216 Jackson boulevard and now at 412 South 





Wells street, Chicago, asks nufacturers to send six copies each of their 
latest catalogues marked for the attention of Mr. Joe Pritchard. The 
ympany is revising its catalogue files and desires to have the latest 
information on hand in its new store, which will occupy the entire sixth 


floor address mentioned. 


it’ the 


Dealer Representation Offered.__Burtis Press & Office Supplies is the 
name of a new dealer enterprise to be opened officially on or about Friday, 


May 12 at 621 Friseo avenue, Clinton, Okla. Buff B. Burtis, owner of the 

new business, was formerly part owner and manager of the Clinton Daily 

News. He will welcome correspondence from manufacturers seeking a dealer 
itlet in Western Oklahoma 


Johnson Brothers, a commercial printing 
idding a line of office supplies and is 
and other lines which would be 


Printer Has Turned Stationer. 
establishment at Chickasha, Okla., is 
interested in stationery, office 


, an office supply business 


logical for 


furniture 


Wanted Abroad 


Stationery Svecialty Wanted for British Honduras... A company manufac 
turing stapling machines reports that its agent in British Honduras is in a 
position to handle another stationery line or two The name, address 


credit standing and facilities of the company seeking the additional line 
will be mailed promptly to those who are interested and will address their 
letters to Mes. 83, care Office Appliances, Chicago 


Henry Germark, managing director, 
Stockholm 1, desires to 


Office Specialty Sought for Sweden. 
{/B Chr. Olsen Skrivmaterial, Kungsgatan 60, 
represent an American manufacturer of mechanical specialties such as 
typewriters, adding machines or other office equipment. His company for 
many years has represented several well known stationery manufacturers 
ind is equipped to handle the heavier mechanical lines as well for all of 
Sweden. The company has br in Denmark, Norway and Finland and 
is in a position to handle an additional line for Sweden or for all the 
Scandinavian countries. Corresp: should be directed to Mr. Germark 


anches 


madence 


Current Corporation Reports 


With foreign shipment howing an increase of 444 per cent and do 


estic business a decrease of 22.21 per cent in 1938, Addressograph 
Multigraph Corp., Cleveland office appliance company, in its annual state 
ent today reported the purchase late last year for about $77,000 of the 





business, 
f Addit 


ogaud of Paris, manufacturers 
ichines, attachments and = supplies 


patents and g ill of Pierre ¢ 
Address and embossing n 





Company’ consolidated shipments for the year were 16.35 per cent 
inder those for 1937 while the domestic replacements supply business 
was 16 per cent above that for 1937, On sales of $12,140,754, the com- 
pany reported 1938 net profits of $906,693, or $1.20 per share, compared 
with $1,950,802, or $2.58 per share the year fore. Current assets at the 
ear end totaled $8,408,091, including $2,601,315 cash, compared with 
urrent liabilities of $1 2 Working capital increased $313,534 dur 


the year. (Cleveland New March 27, 1939.) 


While complete figures are not 
graph-Multigraph Corporatior 


A ddresso- 
1939 were 


that 
quarter of 


indications are 
the first 


ay iilable, 
earnings in 


ilmost large enough to cover the 35-cent dividend paid April 10, for that 
period, Charles R. Battin, vice-president, said at the recent annual meet 
ing of stockholders Earnings of 35 cents a share would be equivalent 
» $263.8 which would compare with net profit of $309,813 or 41 cents a 
mon share reported for the first quarter of 1938 Stockholders re 
ected all members of the board of directors A record total of 531,000 
hares of stock out of 753,81 vutstanding was represented by either 
tockholders or proxie (Cleveland (Ohio) News, April 11, 1939.) 


Common and preferred stockholders of the General Fireproofing Com- 


pany received more than $75,000 in dividend payments April 1, when 
directors declared 20 cents a share dividend on the 820,000 shares of 
mmon stock, the same as paid for the last quarter of 19388, and five 
ents more than was paid for the third quarter. They also declared a 


gular dividend of $1.7 1 share n the 7,521 shares of pre ferred stock 

AK 

International Business Machines earnings in the first two months of 
t} vear were ab 7 p nt above the parallel 19388 months, Thomas 
1. Watson, president, told k}I ers in New York Sales were about 

per cent above last vear, he said. Watson als isserted he does not 

ok for a war in Europe Chicago Tribune. April 5, 1939.) 

In a vear when profits were generally lower than the vear previous, the 
W. A. Sheaffer Pen Compar Fort Madison, Towa, reported an increase to 
$691,111.54. according t the annual statement mailed to stockholders last 
month. The statement covers the fiscal year ending February 28, 1939. This 
shows a gain over the net profit for the previous vear, which was $678,106.27 


Earnings were $4.30 per share mpared to $4.19 per share the previous 





vear. Dividend payments t stockholders during the fiscal vear 
amounted to 82.00 per hare 4 dividend of 75¢e was paid on October 15, 
8 and a further lend of $1.25 was paid on February 25, 1939. Assets 
f $3.86 4.52 ¢ pare vith 7 ious year of $3,644,524.39 show an in 
ise of $251,800 ( t asset fter all reserves and charges are 
$2.973.118.9 Cas} a} yy, 764.78. The ratio of current assets to 
ient liabiliti 9 f It to 5 to 1 the previous year 
( it et e of L. C. Smith & ( a Typewriters Inc, for 
he first quarter of this vear was reported today at $117,664 or 35 cents 
ml ¢ ’ t $118,597 uy x ately the same per 
earnings f 1938 
H. W. Smith, président eported sales f the quarter of $3,219.702 
nest $8048 4 ind i that f ] b,.'4 Smith divi 
Maret ve per t higher than at the end of 1938, and 27.t 
ent the M i 
I r f the ¢ } id t it e of 
{ r cent D . \ he ver the rrespond 
Q § 

( rent ets att Mi h we ~ agains ent liabili 

f 31.258. 5é ( ig D New 139.) 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





John T. Quigley, 
1937, Se- 


Vertical File Folder. 
Aplication February 23, 
Granted March 28, 1939. 
Joseph MeNulty, oer 
Pencil Company, 

1938. 


2,151,717. 
Eagle Rock, Calif. 
rial Ne. 127,024. 

2,151,824. Pencil Eraser Tip. 
genfield, N. J., assignor to Eagle 
corporation SA Delaware. Application April 23, 
Sate No. 203,762. Granted March 28, 1939. 

2,152,075. Paper Clip. John D. Melehes, Chicago, 
itt. Application May 26, 1937, Serial No. (44,933. 
Renewed December 3!, 1938. Granted March 28, 1939 

2,152,179. Addressing Machine. Harmon P. Elliott. 
Watertown, Mass., assignor to The Elliott Addressing 
Machine Company, a corporation of Massachusetts. Ap- 
plication August 26, 1937, Serial No. 160,985. Granted 
March 28, 1939. 

2,152,199. Caleulating Machine. Anthony B. Ma- 
chado, Alameda, Calif., assignor to Marchant Calculat- 
ing Machine Company, a corporation of California. Ap- 


plication January 23, 1933, Serial No. 653,085. Re- 
newed May 29, 1937. Granted March 28, 1939. 
2,152,304. Index. Geerge H. Dawson, Chicago, Ill., 


Company, Chicago, Ill., a 
corporation of Massachusetts. Application April 24, 
1936, Serial No. 76,106. Granted March 28, 1939. 

2,152,320. Adding and Caleulating Machine. Louis 
M. Liorens, New York, N. Y., assignor, by mesne 
assignments, to George Moore, Hastings on Hudson, 
N. Y. Application February 3, {93!, Serial No. 
Renewed September 3, 1937. Granted March 


Pencil Pointer. Clifford G 

Application February 24, 
Granted March 28, 1939 
Fountain Pen. Richard H. Koos, Glou- 
, assignor to Leon H. Ashmore, Collings- 
wood, N. J. Application November 26, 1937, Serial No 
176,404. Granted March 28, 1939. 

2,152,585. Dictating Machine. William F. Feyrer, 
Norwalk, Conn., assignor to Dictaphone Corporation, 
New York, N. Y., a corporation of New York. Applica- 
tion March 25, 1931, Serial No. 525,172. Renewed 
ay 3, 1938. Granted March 28, 1939. 

2,152,606. Card Index. Benjamin G. Rand, Glien- 
dale, Cait, assignor to Remington Rand, Ine., Buffalo, 
JF Application October 12, 1937, Serial No. 168,631 
Granted March 28, 1939. 

2,152,817. Multiple Lead Pencil. Hans Reusch. 
Pforzheim, Germany. Application May {8 1938, Serial 
No. 208,572. In Germany June 10, 1937. Granted 
April 4, 1939. 

2,152,841. Writing Machine. Guy W. Edmunds, St. 
Louis, Mo., assignor to Underwood Elliott Fisher Com- 
pany, New York, N. Y., a corporation of Delaware. 
Application June 13, 1936, Serial No. 85,020. Granted 
April 4, 1939. 


assignor to Wilson-Jones 


White, 
1936, 


Cedar 
Serial 


Dormont, 
87,546 


Copy Holder 
Pa. Application June 26, 
Granted April 4, 1939. 

2,153,123. Sway Divider for Vertical Filing Recepta- 
eles. George Ruck, Philadelphia, Pa., assignor to 
Columbia Steel Equipment Company, Philadelphia, Pa., 
a corporation of Pennsylvania. Application January 26, 
1937, Serial No. 122,450. Granted April 4, 1939. 

2,153,324. Duplicating Pad or Roll and Method for 
its Use. Johan Bjorksten, Chicago, I1!., assignor to 
Ditto, Incorporated, Chicago, III., a corporation of West 
Virginia. Application May 23, 1938, Serial No. 209,498. 
Granted April 4, 1939. 


Hayes C. Stevens, 
1936, Serial No. 


2,153,327. Posture Chair. Walter F. Herold, Bridge- 
port, Conn., assignor to The Bassick Company, Bridge- 
port, Conn., a corporation of Connecticut. Application 
September 7, 1935. Serial No. 39,542. Renewed De- 
cember 273. 1938. Granted April 4, 1939. 

2.153.575. Book with Exchangeable Leaves and Bind- 


Kramer, Bronx, 
to Fay Kramer, 
1935, Serial No 


ing Element Therefor Irving V. 
N. Y., assignor, by mene assignments, 
New York, N. Y. Application May 9, 
20.543. Granted April {1, 1939 
2,153,631. Removable Attachment for Typewriters. 
James F. Koca, Woodstock, II!., assignor to Woodstock 
Typewriter Company, Woodstock. IIl.. a corporation of 
IHinois. Application May 6, 1936, Serial No. 78,083. 
Granted April tt, 1939. 
2.153.651. Fountain Pen 
eago, til. Application June 3, 
Renewed September 12, 1938 
2,153,661. Loose Leaf Binder. John 0. Davis and 
Frank M. Martin. Minneapolis, Minn., assignor to 
Miller-Davis Co., Minneapolis, Minn., a corporation of 
Minneseta. Application July 13, 1938, Serial No 
219,013. Granted April tf, 1939. 
2.153.720. Noiseless Typewriter. Riceardo Levi, To- 
rino, Italy, assiqnor to the Firm Ing. GC. Olivetti & C., 


Albert H. Stenersen, Chi- 
1935, Serial No. 24,663 
Granted April t!, 1939 


Ivrea, Italy. Application July 14, 1936, Serial No 
eo In Italy July 16, 1935. Granted April If, 
2,153,724. Closed Spiral Paper Clip Howard D 
Randall, Cincinnati, Ohio. Application August (0, 1936, 
Serial No. 95,076. Granted April !!, 1939. 

2,153,855. Desk Memorandum Calendar John P. 
Wege. St. Paul, Minn., assignor to Brown & Bigelow, 
St. Paul, Minn., a corporation of Minnesota. Applica- 
tion February 8, 1937, Serial No. 124,597. Granted 
April tf, 1939. 

2.154.058. Attachment for Typewriters Frederick 


W. Vollans, Orillia, Ontario, Canada, assignor to Frank 
F. Barber, Toronto. Ontario, Canada. Application Sep- 
tember 9, 1936, Serial No. 99,970. Granted April I', 
1939 

2,154,604. Rotary Duplicator Charles H. Bradt, 
Groton, N. Y., assignor to L C Smith & Corona Type- 
writers Ine. Syracuse, N. Y a corporation of New 
York. Application May 7, 1937. Serial No. 141,264. 
— April 18 1939 


2,154,718. Duplieafing Machine. Thomas W. Ban- 
non, ‘Chiense. 1il., assignor, by mesne assignments, to 
Edmund L. Wall, Detroit, Mich. Application December 


14. 1936, Serial No. 115,732. Granted April 18, 1939 
2.154.755. Stapling Machine. Edward Krantz, Chi- 
cago, Ill., assignor to Fastener Corporation. Chicago 
Application November |9 
1939 
Rapids 


l., a corporation of Ilinois 
1936. Serial No 
2,155,048 


111,630 
Desk Elmer H 


Granted April 18, 
Hupp. Grand 
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i te G Furnit Company, Grand 2,155,293. Tpyewriter Desk. Bernhard Bargen, 
Rapids, ‘aia. 2 pan —- “ot ‘Michigan Application Bethel College, Kans. Application February !0, (938, 
December 29, 1938, Serial No. 248,170. Granted April Serial No. 189,873. Granted April 18, 1939. 
18. 1939. 
2,155,085. Fastener Attaching Apparatus Walter DESIGN PATENTS 
Faas, South Orange, N. J., assignor te The Bates Man 


ufacturing Company, West Orange, N. J., a corporation 


of New Jersey. Application June 5, (936, Serial No 
83,680. Granted April 18, 1939. 

2.155.246. Copy Holder. Lewis W. Shafer, Bridge- 
port, Conn., assignor to Remington Rand Inc., Buffalo, 
N. Y., a corporation of Delaware. Application Novem- 
ber 22, 1937, Serial No. 175,802. Granted April 18, 


1939 


113,977. Design for a Combined Eraser and Pencil 
Tip. David B. Shannon, Allendale, N. J., assignor to 
Eagle Pencil Company, New York, N. Y., a corporation 
of Delaware. Application January 21, 1939, Serial No. 
82,501. Granted March 28, 1939. 

114,090. Design for a Name Finder. 
Meier, Kirkwood, Mo. Appiication September |1, 
Serial No. 71,574. Granted April 4, 1939. 


Albert J 
1937, 











MOON COURT, GOLDEN GATE EXPOSITION 


By day or by night, the Court of the Moon presents one of the loveliest vistas 
at the Golden Gate International Exposition on Treasure Island, San Francisco 
Bay. At the base of the four hundred foot tower of the Sun, rises Ettore Ca- 
derinis statue, “The Evening Star.” At night, the exposition’s million dollar 
illumination program invests the scene with a rare charm. (See page 17.) 
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Selective Selling 


UW 10 doesn’t need more sales? 
We did—and we still do. For years 
we looked at our business in terms 
of orders, volume or accounts. 
Frankly, little or no thought was 
given to the matter except the 
total amount of profit which our 
business made. This, of course, we 
expected to keep increasing from 
year to year because that seems 
to be the trend of thought with 
every business man. Increase vol- 
ume, it is said, and profits will 
follow. Drive for either, and you 
get both. Tragic has been the 
results from such efforts. 

The source of our orders we 
classified under the one title of 
buyers, and although we gave to 
them the best of service, and our 
business has grown slowly and 
steadily—in the net, we must ad- 
mit (and you will admit it about 
your business) that our salesmen 
go around “calling on the trade” 
and “asking for orders.” Our ob- 
jective, as far as selling is con- 
cerned, reaches its limitations 
when the salesman has made his 
calls in the proper order and let 
the old law of averages get in its 
best work. 

This plan is far from the worst 
that could be used—because it has 
built a substantial business for us. 
However, at best, the method is 
uncertain, as it is the same as 
most others are also using, creat- 
ing a price competition which does 
no good to anyone. So to create 
and develop more substantial ac- 
counts that are more permanent, 
we decided upon a definite pro- 


Concentrating Upon Sales De- 

partment Needs Permits Di- 

rect, Creative, Profitable Sales 

Effort. Extension of Approach 

to Other Departments Follows 
Naturally 


By A. J. MARKELZ 


President 
The Book Shop, Joliet, Ill. 


gram that we believe will achieve 
both those desired ends. We feel 
that we can expand our business 
and stimulate our progress, or our 
method of doing business, without 
interfering with present activities. 
In other words, the plan we have 
adopted is not revolutionary. It is 
an addition to what we are doing 
and lays a better and firmer 
foundation beneath that which we 
already have in use. Actually it is 
a “plus” type of selling which is 
governed by a planned direction, 
and helps overcome price compe- 
tition. 


Some Searching Questions 


Five paramount questions en- 
tered into our minds when we em- 
barked upon this program: 

1. Why do our customers buy 

from us? 


2. Why should they continue to 
buy from us? 

3. What can we do to continue 
this relationship? 

4. How can we sell our present 
customers additional busi- 
ness? 

5. What can we do to attract 
and hold new customers? 


The answers to these five ques- 
tions did not represent unusual 
difficulties. In fact, they were sim- 
plicity themselves, summing up 
into one big issue, GIVE THE 
BUYER A REASON TO BUY 
FROM US. We merely confirmed 
what we believed we knew, and 
that is—the buyer will always 
trade with the concern providing 
the best reasons for deserving the 
dollar spent. This not only satis- 
fies him that he is spending his 
money in the right direction, but 
leads him to call on us when in 
need of advice and service in con- 
nection with future purchases. 

As a direction finder for the 
adoption of a plan, we considered 
the two basic approaches of selec- 
tive selling that can be used in the 
stationery and office equipment 
field. First there is the horizontal 
method of selling, which embraces 
an approach to the prospect with 
an item or an idea that leaves to 
his own choice or selection, where, 
in any of several departments or 
possible uses, the offering would 
fit. Just as the word implies, the 
horizontal form of selling is the 
broad form with the wide ap- 
proach. The call and follow-up 
method many times creates false 
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notions concerning prospects in 
the mind of the salesman while he 
waits for the buyer to consult the 
proper department in the business 
before making a decision. While 
this utilizes the term of servicing 
a customer or prospect by creating 
an idea for the company, we felt 
that the selection was not suffi- 
ciently specific to obtain the ob- 
jective in the quickest manner. 
This form of horizontal selling 
necessitates the placing of too 
much confidence in a buyer who 
must first consult another before 
he can make a purchase. While 
the method is a good one, and 
should not be abandoned by any 
who are using it, it can be greatly 
enhanced and made more profit- 
able when the vertical type of 
selling is used in conjunction with 
it. 


Vertical Sales Methods Interpreted 


The vertical method of selling, 
as its name reveals, is narrowed 
down to a straight line of selling 
along a specific path that is bound 
to broaden with time and service. 
While it begins with but one de- 
partment, as service expands it 
can include all departments. By 
this method the salesman is able 
to sell the individual department 
head or the actual user. He can 
skip over the routine of price quo- 
tation and bidding through the 
purchasing agent, because he has 
a creative and direct message to 
an individual department head, 
or the actual user. This individual 
usually has the direct power or 
influence to purchase if he has 
been sold on the idea. This also 
gives the salesman the motivating 
force that can be generated and 
put behind a specific idea which 
offers the opportunity of creating 
the need and then filling the want 
that the need has created. CRE- 
ATIVE SELLING—BY A SELEC- 
TIVE METHOD—AND IT WORKS. 


In other words by focusing his 
attention on one department, the 


SALES STIMULATING WINDOW.—The 
Book Shop not only presents merchan- 
dise appealingly, but evokes the prac- 
tical interest of the business man by 
such signs as, “Profits result from 
newer and better methods,” and “A 
Salesman’s Job Is To—Create New 
business, restore old business, pre- 
serve present business, revive dull 
business, rescue lost business, save 
failing business.” 


salesman has the advantage of 
knowing where he stands with an 
order, because he either gets it at 
the time he calls, knows when he 
is going to get it, or frankly knows 
that it cannot be had. He is, in 
this type of selling, talking the 
specific instead of the general, 
both serving and selling at the 
one time—with the all important 











A. J. MARKELZ 
factor of visualizing action right 
at his elbow rather than by proxy. 

It is our opinion that proper 
functioning along these vertical 
lines will, (a) produce new busi- 
ness for us because we are creating 
it and deserve the business, (b) 
develop a strong and ever widen- 
ing contact with our customers as 
a result of profitable service to 
them, (c) encourage our salesmen 
to do a better selling job because 
their efforts are concentrated and 
not scattered, and (d) because 
this concentration of effort by the 
salesman enables the management 
to maintain a better organized 
control of the men in the field. We 
enjoy a firmer grip on our sales 
destination. 

We must not, however, confuse 
this vertical type of selling, with 
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the “one-line” salesman who finds 
one particular item in the line 
which he likes and pushes that in 
preference to other items until he 
has hypnotized himself into be- 
lieving that there is nothing else 
in the catalogue he can sell. Men 
who follow such methods can be 
weaned away from this “one-line”’ 
method by the vertical method, 
because they must then handle 
every other departmental item 
that is related to that one line 
which they push. 

Actually, we know that to do 
business successfully in our indus- 
try requires that our institution 
must be sold—but we must also 
agree that our salesmen, as a 
whole, in the past have failed in 
selling “the house,” because they 
have done little more than try to 
sell our firm name, instead of sell- 
ing what that name represents. 
However, by selling an idea, on an 
item to fit into an idea, the sales- 
man is selling the name of our 
institution as a creation and does 
the double-barrelled duty of sell- 
ing both merchandise and the in- 
stitution. By this method he is 
exposing both the facilities and 
the capacity of the institution to 
the view of the purchaser and ex- 
posing them in the finest light of 
trading. The salesman then has 
the possibility of becoming a rep- 
resentative of service to a cus- 
tomer rather than merely making 
calls and asking for orders. While 
we all appreciate salesmen making 
these calls, where they get orders, 
after all we are in business to sell 
as well as supply. Yet merely 


taking orders, without some form 
of selling as part of the daily diet, 
tends to put the salesman in a rut 
or a groove—and the only differ- 
ence between a Sales groove and a 
sales grave is six feet. 

(Turn to page 23, please) 











Crailer Exhibit Produces Wider Piversity 


of Sales 


Barnard Puts a Store on Wheels 


and Takes It to Customers 


By HOWARD BARMAN 


T HE trailer exhibit of the George 
D. Barnard Stationery Company 
of St. Louis in the first sixteen 
months of operation has produced 
a larger diversity of sales in the 


territory covered than was for- < 


merly secured. 

A relatively new venture in the 
stationery and printing business, 
this trailer displays practically 
everything from office cuspidors 
to counters that can be used in a 
court house, from door mats to 
deposit tickets that can be used in 
a bank and from cash books to 
credit statements that can be used 
in commercial houses. 

This traveling exhibit—roughly 
estimated at 50,000 items—is used 
to supplement the efforts of the 
salesmen and bring to the atten- 
tion of both the customer and the 
salesman a more nearly correct 
conception of the extensive line 
merchandised offered by Barnard 


In the trailer, the customer can 
see in actuality and in all com- 
pleteness the article he desires. A 
new system can be conceived and 
be displayed in its entirety. The 
most convenient and_ efficient 
technique in -bookkeeping for 
banks or recording for counties is 
held ready for the customer’s in- 
spection. 

The trailer exhibit was pri- 
marily designed not as a selling 
proposition but as an educational 
display, giving the traveling sales- 
man first hand knowledge of 
thousands of items which were 
formerly known to him only 
through illustrations and cat- 
alogues. 

Bringing the article to the cus- 
tomer’s door has enabled the buyer 
to visualize the full scope of what 
the Barnard company manufac- 
tures and distributes 


In actual results, the trailer ex- 
hibit has produced a diversity of 
sales both during the visit of the 
customer to the exhibit and after 
it has left the buyer’s community. 
The home office also receives in- 
quiries from the territories cov- 
ered by the trailer long after it 
has left. Also innumerable in- 
quiries are received from commer- 
cial concerns located in districts 
other than those in which the 
trailer exhibit has been shown 
These inquiries, in some instances, 
are traced to dissemination of in- 
formation about the trailer either 
by word of mouth or the printed 
word in the local newspaper. 


Some of the Barnard salesmen 
have increased their sales con- 
siderably during the visit of the 
traveling exhibit, while other 
salesmen increased their sales 
only after the trailer had left their 
territory. The former concentrate 
on fewer visitors to the trailer and 








THE BARNARD STATIONERY STORE 
ON WHEELS.—tThis trailer is twenty- 
one feet long and is powered by a 
specially built eighty-five horsepower 
heavy duty coupe. Color scheme is 
white enamel with red lettering, bor- 
dered in gold. The exhibit includes an 
estimated 50,000 items. Interior and 
cabinet work is mahogany with blue 
linoleum floor. Note the rows of draw- 
ers running from floor to ceiling. Cus- 
tomer and salesman can sit comfortably 
on upholstered settee while prices are 
discussed and order written up. 


close more sales at the time of the 
visit. The latter bring in a larger 
number of prospects to see the dis- 
plays and concentrate later on 
sales. 

The Barnard salesmen usually 
bring one or two persons to the 
exhibit at a time for a demonstra- 
tion. Groups of buyers are not 
escorted to the trailer because this 
has been found unsatisfactory. 
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What may interest one buyer is of 
no value to another. 

It is impractical to operate the 
trailer exhibit in the larger cities, 
because of traffic regulations. 

The cost of operating this 
trailer exhibit, which is in charge 
of the same attendant at all times, 
will vary as much as $40 to $75 a 
week. The attendant formerly 
slept in a berth in the trailer but 
now he rests in a hotel because 
of the better conveniences. 

Cost of trailer and the furnish- 
ings was $6000. 

aunched in October, 1937, the 
trailer had registered a mileage of 
about 40,000 miles in the first 16 


Quiz For the Credit 


NOTE.—To the series of quizzes 
presented in recent issues, we add 
this one for the credit man. In the 
March number appeared a “Short 
Quiz for Stationers” and in Febru- 
ary “A Quiz for Typewriter Deal- 
ers. 


C revit MEN in commercial 
Stationery and office equipment 
firms will find interest in the ques- 
tions below, outlining what one 
credit manager considers requi- 
sites of a successful credit man. 
For those interested in a stimu- 
lating guide for self examination, 
by which each may strive for im- 
provement, they well serve as a 
credit man’s quiz. 

That other credit men approve 
these questions is attested to by 
the fact that they previously ap- 
peared in two credit publications; 
originally in the Canadian Credit 
Men’s Journal of January, from 
which they were reprinted in the 
April issue of Credit and Financial 
Management. 

Mr. McNabb, who prepared the 
questions, declared that the quer- 
ies outline “the credit man we all 
would like to be, but so far have 
not attained.” He continued with 
the following: 

Let us look at this from three 
angles. 

1. Our Standards. 

2. Our Firm’s Standard. 

3. Our Customers’ Standards. 


From Our Standards 


(a) How high do you rate your- 
self? 

(b) Is your standard for your- 
self attainable through study and 
hard work? 


months. Southern Illinois, Okla- 
homa, Texas, Minnesota and Wis- 
consin have been visited. 

The trailer is twenty-one feet 
long and is powered by a specially 
built eighty-five horsepower heavy 
duty Ford coupe. The color scheme 
is white enamel with red lettering, 
bordered in gold. The trailer is 
equipped with heat and lighting 
arrangements, radio, running 
water and toilet. The interior and 
cabinet work is mahogany with 
blue linoleum floor and blue up- 
holstered settee. 

During the past the Barnard 
Company has sold to banks, com- 
mercial concerns, state, county 


By |. A. McNABB 


Credit Manager, The Glidden 
Company, Ltd., 
Toronto, Ontario, Canada 


(c) Are you subject to self pity 
when you fail or self praise when 
you succeed? 

(d) Do you frankly try to ana- 
lyze yourself and improve your 
work each day? 


From Our Firm’s Standards 


(a) Have you a good knowledge 
of business principles, business 
practice and general conditions? 

(b) Do you know the merchan- 
dising customs of the various lines 
in which your customers are en- 
gaged? 

(c) Can you properly analyze 
financial statements? 

(d) Have you a good working 
knowledge of commercial law? 

(e) Have you a practical knowl- 
edge of banking principles, prac- 
tices, investments and markets? 

(f) Do you Keep yourself up to 
date and can you weigh accurately 
the information given you? 

(g) Are you sympathetic (not 
weak) and can you hold the good- 
will of customers and salesmen? 

(h) Do you Know your custo- 
mers’ weaknesses? 

(i) Can you collect cheerfully 
and turn down orders gracefully? 

(j) Do you codperate with 
other departments of the business? 

(k) How much do you lose in 
bad debts? 
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and municipal subdivisions of 
government throughout the United 
States as well as Cuba, Puerto 
Rico, Panama and the Central 
American countries. These sales 
are being made through approx- 
imately forty salesmen, and the 
entire twenty-two states now 
served by this company through 
salesmen will be traveled by the 
trailer exhibit to answer in the 
modern way the problem of “Let 
the Buyer See What He Buys.” 

George B. Gannett, president of 
the company and a nephew of the 
founder of the company, person- 
ally supervises the policies of this 
traveling exhibit. 


an 


(1) Do you turn down many 
prospective customers? 

(m) Do your rejected orders 
contain many failures? 

(n) Do you offend or lose many 
customers? 

(o) How much of the sales and 
advertising expense do you nul- 
lify? 

(p) Do you give up easily? 

(q) Do you have many lawsuits 
and how high is your legal ex- 
pense? 


From Our Customers’ Standards 


And now let us look at ourselves 
from the customers’ side. 

1. Are you always fair to your 
customers as accounts fall due or 
do you take all the breaks. 

2. Do you keep your promises or 
are you out to make a collection 
record? 

3. Are the reports you give to 
the agencies accurate and fair to 
yourselves and your customers? 
Remember, give a dog a bad name 
and it may eventually hang him. 

4. Are you big enough for your 
job and remember you can make 
or lose many friends, and do you 
ignore your customers’ requests 
regarding statements or drafts? 

5. Are the statements you send 
out accurate and are all credits 
allowed promptly and payments 
shown? 

6. Are you too aggressive in col- 
lections, and do your salesmen re- 
port that so and so will not buy 
from us again on account of our 
credit department? 

7. Do your letters avoid insult- 
ing your customers’ intelligence, 
and do you use sincere every-day 
language? 








San Francisco Golden Gate Exposition 
Features Electricity in Business 


_ hundred compact acres of 
world wonders, amazing exhibits, 
mile after mile of dramatic dis- 
plays, the marvels of human in- 
genuity, man’s greatest art treas- 
ures, the projected visions of 
scientists, forty acres of breath- 
taking fun—all these are giving 
thrills and pleasure to visitors at- 
tending the $50,000,000 World’s 
Fair of the West on San Francisco 
Bay. The great Golden Gate In- 
ternational Exposition, which 
opened on February 18, will con- 
tinue in the daily accomplishment 
of its objectives—the providing of 
education and entertainment 
through pageantry—until Decem- 
ber 2. 

On Treasure Island, the man- 
made site of the exposition, the 
visitor finds himself in an amaz- 
ing city of dreams. He is able to 
take a peek into the future, to 
visualize life as it will be lived by 
coming generations. He is able to 
journey back into the past, to see, 
with startling reality, life as it 
was lived by his ancestors. Or he 
may if he pleases, fly away into 
the realm of fantasy where worry 
is forgotten and cares untrue. 

Exhibits, however, are not con- 
fined to life as it was or is to be. 
The newest and finest of the ma- 
terial things we have today are 
shown. Everything useful to man 
from exquisite art subjects to 
prodigious machines are included 
in this Pageant of the Pacific. 


The newest marvels of inven- 
tive genius as applied to many 
fields of human endeavor are dis- 
played at the exposition. The prod- 
ucts of the greatest creative minds 
in electrical research, applied me- 





COURT OF MOON DETAIL.—In the 

foreground is one of the massive urns 

near the Fountain of the Evening Star 
in the Moon Court. 


By CHARLES F. BERRY 





PACIFICA.—Ralph Stackpole’s colossal 

eighty-foot theme figure of the expo- 

sition, before a “prayer curtain” of 

metal bangles which is lighted at 

night in a cycle of warm, changing 

colors. The stars sway in the breeze, 
chiming musically. 


chanics, and other sciences are 
exhibited to millions of visitors 
from all parts of the world. In 
fact, the exposition might well be 
called a “History of the Future,” 
for it offers a picture of life as we 
may expect to find it in the years 
to come. 

Departing from the typical busi- 
ness show approach, the 1939 busi- 
ness machinery exhibits leave 
actual demonstrations to the man- 
ufacturers’ sales floors in present- 
ing an educational show of effi- 
cient business methods. Follow- 
ing out the educational idea, bank- 
ing interests sponsor a “behind 
the scenes” exhibit which shows 
the inner workings of a bank. 

One of the first signers in the 
field of business equipment effi- 
ciency was the National Cash Reg- 
ister Company, which displays a 
giant cash register sixty feet high 
and 50 feet square. Other well 
known firms using space include, 
Levi Strauss & Company, G. & C. 
Merriam Company, Neptune Meter 
Company, the Quarrie Company, 
and the International Correspond- 
ence School, and the Marchant 
Calculating Machine Company. A 
separate building in the vicinity 
houses the Bank of America. 

The latest marvels of electrical 


development applied to business 
are among the outstanding fea- 
tures of the exposition. In one of 
the most comprehensive shows of 
its kind ever attempted, electri- 
cally operated office equipment of 
every type is demonstrated. The 
newest improvements in office 
lighting, electrically operated cal- 
culating machines of all kinds, 
electric typewriters, and the sen- 
sational radio typewriter are 
shown. 

One of the largest exhibitors in 
the show is the International 
Business Machines Corporation, 
whose Radiotype division, after 
several years of experimentation, 
has developed a typewriter oper- 
ated by radio impulses. This new 
device, which looks like a stand- 
ard typewriter, is easily operated 
and is more versatile than the tel- 
etype, being capable of handling 
the most difficult tabulated forms. 
With a speed of 120 words a min- 
ute, approximately twice that of 
the teletype, the new machine is 
expected to have a revolutionary 
effect on business correspondence. 

Close to the I. B. M. display is 
the exhibit of Remington Rand 
Inc., featuring the Noiseless type- 
writer and various types of office 
machines and equipment. 

Other exhibitors of business ma- 
chines include the display of Sten- 
otypes, showing the machine way 
of shorthand, and the exhibit of 
the Addressograph-Multigraph 
Corporation with accompanying 
motion pictures. 

Displays in the Hall of Electric- 
ity at the 1939 World’s Fair of the 
West are valued at more than a 


million dollars. 





ELEPHANT TOWERS ON TREASURE 

ISLE.—Flanking the Portals of the Pa- 

cific, these towers are at the main 
entrance to the exposition. 
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Visit to a Calculator Manufacturers 


Monroe's Louisville, Ky., District Office Example 


of Convenience and Attractiveness. Features 


Include Unified Arrangement, Good Lighting 
Throughout, and Air Conditioning 


A visi to the district offices of the Monroe Cal- 
culating Machine Company, Inc., at Louisville, in 
the blue grass state, would interest branch managers 
and office machine salesmen elsewhere, as it is con- 
sidered a model of convenient layout and arrangement. 

Located on the second floor of the First National 
East Broadway Branch Bank Building, these offices 
afford especially designed facilities for all depart- 
ments of the district headquarters. Included is a school 
room for student instruction and a fully equipped 
service department—both functioning as important 
factors in rendering service to Monroe users in the 
Louisville district. 

A. J. Gunderson is the district manager .. . Friendly, 
capable, and devoted to the idea of service to cus- 
tomers. This ideal accounts for the thought and care 
he has devoted to equipping and maintaining his ex- 
cellent set-up. Of him it has been said, “he leaves 
no stone unturned to render service to his customers.” 

The offices are comparatively new. . Occupied a 
little over a year, long enough to prove the soundness 
of their plan. And they bear testimony to the achieve- 
ment which comes through diligent cultivation of 
territory, despite the capricious business barometer. 
In 1931 the Louisville headquarters occupied one room, 
15 x 21 feet in size, partitioned off to include the 
service’ department. The personnel consisted of Mr. 
Gunderson, one service man, and a secretary. Since 
then, sales and number of users have greatly increased, 
necessitating moving three times to larger quarters. 
Accordingly, the staff and district organization have 
expanded. Today, the Louisville office has two senior 
salesmen, one junior salesman, one instructress, three 
servicemen, and one secretary. Besides, there are 
branch offices in Evansville, Indiana, Lexington, and 
Elkton, Kentucky, reporting to Louisville. 


The Layout 


Upon entering these fine offices in Louisville you are 
at once impressed by their well lighted, unified ar- 
rangement. Trim and efficient in appearance. 
From the manager’s office at the front, you can look 
down the 125 foot expanse and see all departments 
in operation. Each department has the advantage of 
separation from the others by partitions, but the parti- 
tions are of glass above the wainscotting. 

Connecting doorways and transoms at the top of the 
partitions permit free ventilation. The entire offices 
are air conditioned and kept at a temperature of from 
72 to 75 degrees throughout the summer. 

The front office, in addition to being used by Mr. 
Gunderson, serves as a complete demonstrating room 


where salesmen may bring customers at any time. 





























A PICTORIAL TOUR OF THE MONROE BRANCH IN LOUISVILLE 


At the top we start with the demonstrating room and office of District 
Manager A. J]. Gunderson. He is seated at his desk in conference with 
L. B. Taylor, Monroe division manager, Cleveland, Ohio. 

The center picture is another view of Mr. Gunderson’s office. The 
district staff is watching a demonstration. Seated, left to right: M. D. 
Shumaker, Lexington, Ky.; Helen Boink, Evansville, Ind.; Mr. Gunderson; 
Agnes Graf. Louisville; W. M. Cotton, Louisville. Standing, left to right: 
. W. Barnard, service manager, Louisville; Bryce Bogard. Louisville; 
George Denham, Louisville; Fred Fritsch, Louisville; J. W. Sutherland. 
Elkton, Ky.; W. Dougan, Lexington. Ky.; Ed. Shephard. Louisville: 
W. H. Gunderson, Evansville, Ind. 

In the lower picture we are looking back from the front office through 
the secretary's office to the school and sales and service departments. 
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“Model” Pistrict Sales Office 





THE MONROE BRANCH INSPECTION TRIP CONTINUES 


Our first stop (top picture) is outside the rail of the office of District 


Secretary Agnes Graf. Just beyond her wee space is the training 
school room where a number of students are becoming familiar with 
the operations of various types of Monroe machines. The school instruc- 
tress is Miss Nicklies, who has started many an ambitious young lady 
on a successful career in the business world. Beyond the school room 
is the sales department, where members of the sales staff gather in the 
morning and at night to handle the clerical details of their jobs. 

We proceed to the sales department and glance back toward Mr. 
Gunderson’s office. (Center picture.) The busy gentlemen we see are 
Messrs. Cotton, Dougan, Shephard and Seaton. 

At the bottom is revealed the service department, our last stop. 
spacious, well lighted and well equipped. 


It is 


A large consignment is carried of all models manu- 
factured by the company. These include calculating 
machines, adding machines, bookkeeping machines, 
checkwriting machines, and check-signing machines. 

The next office is that of the district secretary. Ad- 
jacent to this, on the other side of a convenient coun- 
ter-high partition, is the class room for operators. 

The school room is large enough to accommodate 
twenty students, and Mr. Gunderson says there is 
always a class of eight or ten receiving training. The 
course covers approximately five weeks, requiring at- 
tendance five days a week for six hours a day. 

When the students have finished the course of in- 
struction, they have received a thorough training in 
business arithmetic and machine application. They 
are then qualified to hold a position as a Monroe Cal- 
culating Machine operator in any type of business. 
The students are placed in positions as calls are re- 
ceived from customers. 

Next comes the salesmen’s room, which has ample 
space for several desks. Each salesman has his own 
desk. The department is also equipped with two draft- 
ing boards, for use by the salesmen in drawing up 
recommended bookkeeping machine programs for 
their prospective customers. 

“We hire and train our own sales and service or- 
ganization,” declares Mr. Gunderson, “along the pro- 
cedure outlined by our home office.” 


Service Department 


The service department is situated at the rear, oc- 
cupying a space 25 feet wide by about 50 feet in length. 
In order that the best possible service might be per- 
formed by the servicemen, practically ideal conditions 
were created in equipping this department. Adequate 
lighting is an important factor in any service depart- 
ment. Approximately 75 per cent of the wall space 
in this room is taken up by windows. A large skylight 
provides additional daylight. Hence, no artificial light 
is required in the average day. 

The service benches are not just ordinary benches. 
They are made from regular office desks, raised twelve 
inches to accommodate the men while standing at their 
work. The drawers are used for records and supplies, 
enhancing efficiency by providing a convenient place 
for them and also enabling the servicemen to keep 
their bench tops clear of these things when engaged 
in their tasks. 

The shop is equipped with the latest in tools needed 
for all types of work. Each bench has equipment for 
the use of compressed air, which is generated up to 
150 pounds by the department’s own compressor. 

On the first floor of the building, directly under the 
service department, is the garage and storeroom. Like 
the rest of the headquarters, there is generous space 
here, with room to grow. This space is large enough 
to hold five automobiles. The salesmen and service- 
men drive into the garage to load and unload machines 
and equipment placed on trial, delivered on order, or 
used as service loans. 

In all its divisions, you would find the Louisville 
offices efficiently coordinating the activities of the 
district and branches to harmonize with the home 
office sales and service program. The general set-up 
here is characteristic of the company’s offices in other 
large cities 








—— store lighting, es- 
pecially of merchandise at the 
point of sale and in effective il- 
lumination of window displays, is 
of such importance in building 
sales volume that every merchant 
should keep abreast of develop- 
ments in illuminating equipment 
and make the most of this adjunct 
of modern merchandising. 

There are numerous ideas that 
may be employed to advantage in 
both the window and the interior 
of the store. These pertain to at- 
tracting interest and enhancing 
the appearance of the merchan- 
dise. 

Colored light, for instance, has 
enormous possibilities, and the 
limited use to which it has been 
put in display work is no doubt 
due to the fact that suitable equip- 
ment has not been readily avail- 
able and that the display man has 
perhaps not acquainted himself 
with the best means for utilizing 
it in various displays. With the 
equipment available, a little ex- 
perimentation will soon enable the 
display man to create displays 
with intensified attracting power 
and sales appeal. 

There are available several 
means of producing colored light 
in the show window. The most 
popular is the use of colored gela- 





Good Lighting Adds Buying 

Appeal to Merchandise at the 

Point of Sale; Makes Windows 
More Effective 


By Ralph H. BUTZ 


tine filters. These filters offer a 
wide range of colors but they also 
have the disadvantage of being 
perishable. They cannot be used 
for long periods of time on the 
reflectors because excessive heat 
will cause them to curl and crack. 
Color hoods of glass which slip 
over the lamp bulb are also avail- 
able. 

Perhaps the most satisfactory 
means of producing colored light, 
from the standpoint of perma- 
nency, is the use of colored glass 
filters which fit over the opening 
of the reflectors. The heat does 
not affect these filters, and with 
reasonable care they can be kept 


for many years. 
When colored light is employed, 
the use of clear light with it may 
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Ideas for Store Lighting That 
Help Build More Sales 


be varied. Some display men ad- 
vocate eliminating all clear light 
from the window display when it 
is flooded with colored light; ex- 
cepting for the highly concen- 
trated clear spotlight. In such use 
of the clear spotlight, it is well to 
take into account that best results 
are obtained by directing it upon 
displays which are relatively low 
in their reflection factor, as high 
reflection will “wash out” the col- 
ored light. 

Other display men use the col- 
ored and clear lighting in the re- 
verse order. They flood the window 
with clear light and focus colored 
light (similar to color of the mer- 
chandise) on the principal dis- 
plays. The colored light accentu- 
ates the predominating colors of 
the articles. 


Suggestions for Good Lighting 
of Store Interior 


As to the interior of the store, 
there are a few suggestions that 
may be helpful toward providing 
good lighting to increase sales. 
For example, a store 18 by 20 feet 
wide, or wider, should have two 
rows of lighting units down the 
length of the store. If a store 20 
feet wide has only one row of 
lighting units, the light will not 
be evenly distributed and very 
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PROPERLY PLACED. MODERN LIGHTING EQUIPMENT INCREASES MERCHANDISE 


APPEAL.—Light sources in this store of the H. Dorsey Douglas Company, Oklahoma City. 
Okla., are located so that a customer's shadow does not fall upon displays of products. 
Note that the show cases are illuminated by concealed lighting fixtures. 
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often a customer will be examin- 
ing merchandise in his own 
shadow. The two rows of units will 
provide a better distribution of 
light throughout the store. 

The ceiling outlets should be 
wired so that there are no more 
than two outlets to each circuit. 
This will permit the use of lamps 
as large as 500 watts. A lamp of 
this size will be needed if the level 
of illumination is to measure up 
to modern standards of approxi- 
mately 20 foot candles. 

When wiring for the show win- 
dow lights, a separate three-wire 
feeder should be brought from the 
main panelboard, terminating ina 
panel box located near the show 
window. In an average store these 
wires should be no smaller than 
No. 8, and for the wiring of branch 
circuits no wire should be smaller 
than No. 12. If the length of the 
run from the panelboard to the 
first outlet is over 50 feet, the 
proper size of wire to use is num- 
ber 10. 

Light in the store can be used 
to direct traffic. If a display is 
high-lighted at the rear of the 
store it will invariably attract 
shoppers in the direction of the 
display. The customers then re- 
turn through another aisle in the 
store, thus causing greater expo- 
sure of merchandise to eyes of 


shoppers and increasing sales pos- 
sibilities. 

There is equipment on the mar- 
ket today in the form of inexpen- 
sive spotlights which can be par- 
tially concealed on a column or 
wall case and be directed upon a 
display. 


Developments in Lamps 


There are some new and inter- 
esting developments in light 
sources. One of these is called the 
bi-post lamp. Instead of the usual 
screw base the current is led into 
the bulb by means of two heavy 
metal prongs. This necessitates a 
special socket. The lamp is avail- 
able in 500, 750, and 1000 watt 
sizes. The bulb is made of Pyrex 
glass, which renders it less liable 
to breakage. Also, the lamp can 
be drenched with water while 
burning, without fear of breaking 
the glass. It is especially adapt- 
able for outdoor use, where the 
bulb is likely to be struck by rain. 

Its advantage for interior use is 
that the bulb is one-third the size 
of the standard 1000-watt bulb 
and therefore a smaller fixture 
may be used. Special construction 
in this bulb also reduces the 
blackening as it is burned, thereby 
materially increasing the light 
output through life. 
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Another lamp development 
which has considerable promise is 
the new line of fluorescent lamps. 
These lamps are tubular in shape 
and are available in 18 inch, 24 
inch, and 36 inch lengths. These 
lamps do not have a filament but 
are a mercury arc. Such an arc 
generates a considerable quantity 
of ultra violet radiation which is 
invisible. The interior of the tubes 
is coated with a chemical which 
flouresces under the invisible ultra 
violet, thus the radiation which 
was useless because it was invisi- 
ble is now rendered useful. 

The chemical composition of the 
fluorescent powders determines 
the color of the resulting light. 
The colors available are red, gold, 
pink, white, daylight, blue and 
green. The color lamps are used 
where decorative effects are de- 
sired. An unusually splendid light- 
ing job can be accomplished with 
the daylight lamp in show cases. 
Its small size, low wattage and 
high light output are a decided 
advantage. 

The economy of operation of 
these lamps will create a big de- 
mand for them. The 18 inch lamp 
consumes only 15 watts, while the 
36 inch lamp consumes 30 watts. 
Their only disadvantage is that 
each lamp requires a special trans- 
former for its operation. 


Expert Mechanics Build Typewriter Sales 


VER fifty years in the type- 
writer business and, outside of 
deaths, only a handful of cus- 
tomers have been lost.” 

That statement comes from 
J. S. Stahl & Company, Denver, 
Colo. Moreover, a look at their 
books verifies the remark. A sec- 
ond glance at the same ledgers 
also proves to be an eye-opener 
Figures reveal the charge for a 
typewriter overhaul runs from 
$15.00 to $17.00, and names re- 
corded there show a constant 
repetition of such work from the 
same people and firms. What is 
more, this price is maintained in 
the face of a $9.00 service charge 
offered by competitors. 

“There’s really no great trick to 
our methods,” said Louis Sant- 
angelo, chief mechanic. “We just 
refuse to listen to suggestions that 
an overhaul can be satisfactorily 
done in three or four hours.” 


Mr. Santangelo has personally 
trained three mechanics who work 
from seven to eight hours on each 
typewriter and calculating ma- 
chine that comes into the shop. 
The twenty-eight operative parts 
of the typewriters are adjusted to 
work with the precision of a 
watch. Other operations are fol- 
lowed with the same meticulous 
attention to detail. Furthermore, 
nothing is left to chance. After 
a machine has been completed, 
Mr. Santangelo inspects and tests 
it himself. 

“We could use two more expert 
mechanics right now,” Mr. Sant- 
angelo said. “However, the men 
of the type we employ are not 
easily found, and I’m much too 
busy to supervise their training.” 

To further prove his methods, 
Mr. Santangelo showed on the 
books where traveling salesmen, 
secretaries, and others have made 
it a point to wait until they reach 


Denver before having any work 
done on their machines. Such 
customers were added to the Stahl 
& Company lists by personal 
solicitation. But only at the be- 
ginning. Now the traveling cus- 
tomers do the talking and J. S. 
Stahl & Company gets the work. 

In selling calculating machines 
or typewriters, this concern lets 
the machines, themselves, do most 
of the work. 

The machines are sent to vari- 
ous prospects for tryouts. During 
a period of a month, no phone 
calls, no personal calls or any 
other sales methods are directed 
toward the firm. 


At the end of the tryout period, 
a representative calls. Frequently 
it is then unnecessary to give a 
sales talk, because the machines 
have given satisfaction and drawn 
praise from the employees using 
them, resulting in a sale-——Bart. 








Dealer Tells Advantages in 
Visible Record of Customers 


ConrronteD with shorter 


hours and increased expense in 
conducting his business, the office 
equipment dealer finds his task of 
directing sales activities more im- 
portant and more exacting. In 
cultivating his market he must be 
concerned not only with the effi- 
ciency of his salesmen, but with 
the potential sources of business 
and the adequate promotion of 
products. Experience has proven 
that visible record systems provide 
excellent means of control in 
these phases of sales operations. 

Most salesmen want to make a 
good showing. They are interested 
in making more money and are 
influenced by their pride. With- 
out some kind of customer’s rec- 
ord, a salesman is without the 
help and information he needs to 
succeed as he should, and is apt 
to drift along instead of going for- 
ward with knowledge and direc- 
tion. He needs the discipline of 
a record to assist him in planning 
his calls and in showing him the 
value of demonstration and trial, 
as well as persistently endeavor- 
ing to sell his full line. 

You undoubtedly have had the 
experience of asking one of your 
salesmen if he was selling reg- 
ularly a certain item in your line, 
and you may have been given 
the answer that he was. Without 
adequate records, he may have 
thought that he was doing satis- 
factorily with the line, but actu- 
ally he may have been mistaken. 
A visible record system will re- 
veal the facts readily —and, at 
times, surprising facts. 

Other advantages in using the 
visible record system of control in- 
clude the sales enthusiasm for the 
line itself which use and familiar- 
ity engender in the organization. 
If you are not now selling 
“visible,” you may feel that the 
line is too complicated to handle. 
Your salesmen may feel that it 
takes a specialty man to sell the 
line. But you will find that these 
objections will be largely over- 
come if you install a system of 
your own, and if all members of 
your selling staff have access to it. 


The stationer and office equip- 
ment dealer who is not now do- 
ing so will find it profitable to 


Provides Control by Making 
Information Available Readily 
on Important Phases of Sales 


Operations 


By ROBERT H. SLYE 


Tribune Printing & Supply Company 
Great Falls, Montana 





MR. SLYE 


employ in his own business all 
the visible records possible, sucn 
as customer records, stock records, 
etc. Aside from the benefits to be 
derived in facilitating operations, 
this will familiarize him and his 
sales force with their utility and 
value. Thus arming each sales- 
man with better ammunition with 
which to sell visible record sys- 
tems to his prospects and cus- 
tomers. There is a ready market 
for visible equipment, and of the 
more expensive types which will 
reward those who energetically 
work the line. 

Our company is now Keeping a 
visible stock record and also a 
customers record on certain lines 
Our experience with these systems 
has been so satisfactory that we 
are planning on expanding the 
customers record to cover all lines 
and all customers and prospects 
The forms which they are using 
are reproduced in the accompany- 
ing illustrations 


The word “control” seems to me 
most forcefully to sum up the vir- 
tues of the visible system. It is 
this invaluable factor which it 
provides in the visible record sys- 
tem of customers and prospective 
customers. If you were devising 
such a system for your business, 
the control available might an- 


swer the following important 
questions: 
CUSTOMERS: 


1. What customers are buying 
only a part of their require- 
ments from you? 

2. What customers have stopped 
buying, and when? 

3. What customers are not re- 
ceiving sufficient sales atten- 
tion? 

4. What customers are dropping 

below or not keeping up to a 

reasonable quota? 

What customers are impor- 

tant because of class buying 

and paying habits? 

PRODUCTS: 

1. What products are not re- 
ceiving adequate sales pro- 
motion attention? 

2. What products are losing out 
against competition? 

3. What products can be pro- 
moted with profit? 

SALESMEN: 

1. What salesmen are falling 
behind quota? 

2. What salesmen are neglect- 
ing profitable lines or cer- 
tain lines? 

3. What salesmen are neglect- 
ing to make sufficient calls? 

4. What salesmen are not profit- 
able? 

5. What salesmen are getting 
new accounts? 

TERRITORIES: 

1. What territories can stand 
further development? 

2. What territories are not 
profitable? 

Your visible control might not 
cover all the headings listed above. 
It would depend on the volume 
of your business and the help 
available. 
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Record Shows Inactive Customers 

Two sources of business are 
available, new and old customers. 
It might shock you to see what a 
visible record would reveal in the 
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BOTH SIDES OF VISIBLE RECORD FORMS.—Above are 
reproductions of the forms used by the Tribune Printing & 
Supply Company, to which Mr. Slye refers in the accom- 
panying discussion. The firm's system provides comprehen- 
sive information upon sales made, as well as the salesmen’s 
The forms when folded 


calls on customers and prospects. 


way of lost customers or customers 
who have not bought from you 
for a period of time. This very 
fact would be an urge to you to 
keep alert for new accounts. 

Customers who have not been 
developed to the fullest extent and 
are not buying your full line 
would be revealed for your atten- 
tion and effort. This information 
is easily overlooked, or not known, 
without a control record. 

Good will, though intangible, is 
a business asset we all strive for. 
It is that intangible something 
that is borne you by each cus- 
tomer built up through years of 
satisfactory dealings 

The changing conditions in 
business and personnel are facts 
you need available at your finger 
tips. What strange trends cer- 
tain products take, and aren’t we 
largely responsible for those 
trends? Which are profitable and 
which are not? Are we neglect- 
ing items we should push, and do 
we shift efforts when we 
should? 


sales 


The question of expense in up 
keep or posting of the record will 
no doubt rise with some. With 
smaller dealers, I believe it would 
be practicable to combine an ac 


counts receivable and customers 
record to give you the control de- 
sirable. Most of the larger deal- 
ers use some sort of record sys- 
tem for customers. 

There is the middle group of 
dealers who may not want to com- 
bine accounts receivable and cus- 
tomers records and who might 
feel that the expense of the up- 
keep of a record of customers 
would not be justified. That is a 
question you would have to an- 
swer, but I do believe you would 
find an experiment interesting 
and ultimately profitable. 

——--. —-— 
SELECTIVE SELLING 
(Continued from page 14) 

Our procedure toward the reali- 
zation of this program was first to 
select and develop a man who 
could lead the salesmen. Not a 
sales manager in the usual sense, 
but a man who would serve in the 
capacity of a fighting top-ser- 
geant, who could lead his men into 
this new field of endeavor and at 
the same time hold the present 
business. Next we decided that 
the most vulnerable point of pene- 
tration for our first step in selec- 
tive selling, would be the sales 
departments or the sales directors 


measure 5x8 inches. Case histories, with relation to customer 

interest, products, and calls made are covered on the front 

and inside of the forms. While on the back, for ready refer- 

ence, space is provided for a summarized daily record of 

contact with customer over a four-year period. (These forms 

are covered by patents held by the Postindex Company and 
are reproduced by permission.) 


of our prospects. We made this 
selection because (a) our own 
salesmen are familiar both with 
the equipment used in a sales de- 
partment and its application from 
a selling point of view, (b) it 
offers the best opportunity for cre- 
ating new sales without having to 
call upon skilled help for install- 
ing scientific systems, (c) the sales 
department of the average busi- 
ness is more in need of such serv- 
ice and can be more readily sold 
an idea than any of the other de- 
partments, and (d) the sales man- 
ager usually has more authority 
to buy direct than any of the other 
department heads. 


Own Sales Department Used as a 
Working Model 


To inaugurate the spirit among 
our own men first, we completely 
staffed and organized our own 
sales department to function as 
we expected others whom we might 
sell to function. Next, we deco- 
rated one of our display windows, 
depicting the methods we are 
using and with appropriate win- 
dow cards calling attention of the 
passersby to a new method for 
profits. In this window are dis- 
played various types of supplies 
and equipment used in an efficient 
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sales department. We broke it 
down into three sections for (a) 
pre-call promotion that creates 
prospects, such as a Mimeograph 
and mailing equipment, (b) point- 
of-sale presentations, in the form 
of portfolios or that branch of 
supplies which a salesman uses in 
actually making sales, (c) follow- 
up and office material in the form 
of cabinets, files, desks and other 
items which contribute to efficient 
staff work in a sales department 
of any business. 

With this preparation under 
way, we faced the decision of the 
one definite item which would 
crash through to the attention of 
a sales manager and invite him to 
listen to our story. We knew we 
must have something strong 
enough to get his attention to hold 
it. We must create an interest 
both in our initial effort and our 
ultimate end. Several ideas were 
considered, but none combined all 
of these elements and we were 
resigned to the thought that no 
individual could present one type 


of item that would offer a univer- 
sal appeal to all sales managers 
Facing this all important prob- 
lem, our final decision was that 
we must either create a new item 
or develop a general and broader 
use for an older one. 


Sales Promotion Manual Opens 
Prospect’s Doors 


However, we decided that infor- 
mation which would help a sales 
manager to better his own position 
and his own job, would be the best 
approach. We found such a pos- 
sibility in the form of an encyclo- 
pedic manual titled, “Step by Step 
in Effective Sales Promotion,” pub- 
lished by a concern in Chicago. 
This manual gives to our own 
salesman a broader perspective of 
selling, and it gives to the sales 
manager who is a prospect a much 
needed service. Finally, and most 
important, it gives to us the one 
method that can command atten- 
tion of the prospect because of its 
nature and its appeal. It has been 
found that through demonstration 





OFFICE APPLIANCES 


of this manual many ideas come 
into the mind of the prospect 
which lead him to suggest ma- 
terial and equipment needed to 
make possible that which he would 
like to do. In other words, it draws 
out of the sales manager informa- 
tion that ordinarily he would not 
give by the general routine of 
questioning in selling. 

With this means of penetration 
we now are sure that the entering 
wedge is at hand. With this needle 
point of entry into the business of 
our prospects and customers, we 
feel sure that it will have an ever 
widening influence in our business 
and develop a profitable relation- 
ship with our present and future 
accounts. But beyond that, we 
know that this effort is an evolu- 
tionary step—an advance—that 
does not overthrow existing forms 
for doing business, but reveals a 
new path to more business through 
better planned, better directed and 
better controlled selling—THE SE- 
LECTIVE METHOD OF OPERA- 
TION 


Municipal Use of Pictating Machines 


Raion the above heading there 
appeared in the March, 1939, issue 
of The American City, an inform- 
ative group of paragraphs con- 
cerning the advantages of ma- 
chine dictation. The comments 
were as follows: 


“One of the most significant 
things about the use of dictating 
machines by municipalities is 
that: 

(1) Where there is a large vol- 

ume of dictation, 

(2) Where there is an important 

consideration, 

(3) Where money is scarce, 
dictating machines should be used 


“This of itself pretty well estab- 
lishes their value as_ essential 
modern office appliances. Not all 
the big-city departments use them; 
not all very-busy municipal offi- 
cials use them; not all financially 
hardpressed municipalities use 
them; but these are the circum- 
stances which are most likely to 
bring dictating machines into city 
hall. They are beginning to be re- 
garded, however, as a natural of- 
fice too to be used under any cir- 
cumstances 


“The Board of Estimate of the 


city of New York provides an ex- 
ample of a large volume of work 
which needs to get into the form 
of minutes within a reasonable 
time. The Board holds three or 
four meetings each week, lasting 
from four to six or more hours 
and requiring anywhere from 20 
to 400 typewritten pages to report 
them. A recent typical meeting 
lasted from 10:40 to 2:30 P. M. 
The expert stenographer dictated 
his notes into a machine for 
twelve to fourteen hours, or two 
days. To dictate from his notes to 
a stenographer would have taken 
four or five days, because, as he 
says, ‘after two hours you get in 
her hair.’ There must be inter- 
missions. If he had transcribed 
his own notes by typewriter, it 
would have taken him six days 
With an adequate transcription 
department, the day’s dictation 
can be delivered typed the next 
noon. In 1938, two new desk dic- 
tating machines and the tran- 
scribing machines were added to 
the 1937 and 1930 models already 
used. Machine dictation has been 
standard practice in New York 
City since 1914, when a sten- 
ographer in the Mitchell adminis- 
tration sold the idea on the basis 


of getting the work done quickly, 
economically, and sensibly. 

“When New York City inaugu- 
rated its sales tax, an Emergency 
Revenue Division had to be cre- 
ated to receive and administer it. 
Four dictating machines were in- 
stalled for convenience, economy 
and time-saving in the production 
of general correspondence and the 
reports made by investigators. 

“The world’s largest user of 
modern dictating equipment is the 
New York City Department of 
Welfare, which, in addition to per- 
manent activities in this field, ad- 
ministers the city’s relief work re- 
sultant from the depression. The 
investigation corps is equipped 
with more than $200,000 worth of 
Ediphones and Dictaphones. As 
may well be believed, the purchase 
of this equipment was preceded 
by a detailed study of estimated 
savings and other advantages, and 
was followed by a still more de- 
tailed record of performance. This 
extensive installation has worked 
out satisfactorily in the last two 
years, and has been added to 
from time to time. For dictating 
booths and machines do not even 
go to lunch.” 
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OFFICERS AND COMMITTEE CHAIRMEN OF THE N. T. O. M. D. A. CONVENTION 


Top row: Louis Pierce, Central ee. 


Charles Bollinger, Arcade Typewriter 


Service, entertainment; 
ompany, luncheon; Walter Kuehl. 
‘‘Wirtshafters,"’ assisting committees. Second row: George Sherlock. 
East Side Typewriter Exchange. signs; Irvin Dawson, Dawson Company, 
speakers; Ed Pfahl. Adding Machine Sales & Service, hospitality; Tom 
Conn, Hanna Typewriter Exhange, convention hall and banquet; Walter 


Hanson, Hanson Business Machines Company. program and exhibits. 
Seated: Fred Snyder. Best Typewriter Service & Sales Com 
chairman; Leo Adler. Cleveland Calculating Company. gener 
Al Schlecht, Typewriter & Supply Company. secretary; Harry Katz. 
Cleveland Typewriter Company, finance chairman. Under the capable direc- 
tion of these men the Cleveland Convention will be a memorable event. 


y. sub- 
chairman; 


Nn. 7.0.1. B.A. Convention Plans Set 


W ven delegates to the four- 
teenth annual convention of the 
National Typewriter and Office 
Machine Dealers Association gath- 
er in Cleveland, Ohio, on July 24 
they are scheduled to attend the 
best three-day conclave in the his- 
tory of the organization if efforts 
of seven committees can be used 
as a success barometer. 

For many weeks Leo W. Adler, 
Cleveland Calculating Company, 
general chairman of the conven- 
tion, has worked far into the 
night, surrounded by his various 
committee chairmen and_  sub- 
chairmen, to assure a finely-bal- 
anced program and thereby keep 
his promise of providing a conven- 
tion second to none. 

The first step was to choose a 
headquarters in which delegates 
would be assured of comfort re- 
gardless of the fickleness of the 
weather. This was found at the 
Hotel Cleveland where technical] 
equipment for a _ perfect loud- 
speaker system and a completely 
air-conditioned meeting hall 


Committees Complete Details 
for National Meeting in Cleve- 
land on July 24-26 


available for all sessions. Space 
has been found for a great num- 
ber of displays and exhibits so 
that a splendid exhibition of man- 
ufacturers will be open between 
business sessions. Speakers, whose 
names will be announced later, 
will touch on matters of para- 
mount interest to delegates and 
care has been taken that no sub- 
ject in which office machine deal- 
ers are concerned will be omitted 

In this connection Convention 
Chairman Adler said: 

“We plan to have a speaker on 
the subject of insurance. Because 
the co-insurance clause and other 
agreements are the most misun- 
derstood clauses in fire and theft 
insurance, we believe we can ob- 


tain a speaker to clarify the situa- 
tion and perhaps save money for a 
dealer who may suffer a loss. 

“Another speaker will cover de- 
tails of cost accounting,” Mr. Adler 
declared, “because this is one 
phase of our business that the av- 
erage dealer overlooks. I believe 
that not every dealer realizes the 
importance of this valuable in- 
formation in the successful run- 
ning of his business no matter 
how large or how small and I am 
sure that delegates to the conven- 
tion will never have a better 
chance to have the entire matter 
explained and simplified for 
them.” 

According to plans arranged by 
a competent committee, the an- 
nual president’s reception is to be 
held at the Westlake hotel, located 
on the banks of the Rocky River 
and will be in the nature of a 
dinner-dance, with refreshments 
served in groves on a high cliff, 
affording a beautiful view of 
Cleveland and the _ surrounding 
territory 
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WOOD & STEEL 











Spring Cleaning in the Office 


ye germ of a genuine mer- 
chandising idea for the office fur- 
niture dealer resides in the annual 
frenzy of spring cleaning that vis- 
its the homes of America. The 
idea of cleaning up, rearranging, 
getting new things is in the air. 
Every business man is, perforce, 
made aware of the situation be- 
cause he is personally affected. 
Psychologically it’s a good time to 
remind of values in refurnishing 
his business home. 

To sell new furniture is, of 
course, the primary purpose of 
every dealer. Sometimes it can’t 
be done directly. Then it’s time 
to put the oblique approach into 
function. Suggest cleaning, refin- 
ishing, freshening the furniture in 
use. Stress the idea of a nicer en- 
vironment. Point to the relative 
inexpensiveness of refinishing and 
repairing. Offer to do the work in 
the prospect’s office, or if he pre- 
fers, loan him furniture to use 
while his own equipment is being 
made presentable in your shop. 
Frequently a new piece can be 
sold to round out the furnishings 
of the office or to replace an ar- 
ticle upon which time has taken 
too heavy a toll to permit satis- 
factory reconditioning. 


Make a Profit on Reconditioning 
Service 

Selling a refinishing service is a 

means to an end—the sale of new 


furniture. But it should pay its 
way. On all cleaning, polishing 
and repairing that we do, we earn 
a nominal profit. 


The Season's Urge for Newer 
and Better Things May Be 
Translated Into Profitable Fur- 


niture Sales 


By SAMUEL JAMES 


Kendrick Furniture Company, 
Chicago, III. 


While handling a reconditioning 
job, it is always possible to find an 
opportunity for diplomatic refer- 
ence to the trade-in value of the 
furniture being refinished. Com- 
ment about the relatively small 
additional amount needed, above 
the trade-in value plus the cost of 
reconditioning, to purchase new 
furniture often leads to a profit- 
able sale 

In the spring general business 
usually responds to the impetus of 
Nature’s revival. Business men are 
more receptive to. suggestions 
anent improvement in their 
“work-time” surroundings. Their 
own enterprises have felt the im- 
pulse of business improvements: 
with more money coming in, there 
follows a disposition to let a little 
more go out. Pending propositions 
can be brought to a head. It is an 
opportune time to put all you 
punch and energy into your sales 
calls 


And of course, spring time is 
moving time for offices as well as 
homes. The nomadic activity is 
not in the proportions of former 
years when the mad scramble left 
every office furniture dealer in a 
state of near-collapse, but some 
moving is done. In virtually every 
case the new quarters are just 
enough different in shape and size 
so that the old furniture does not 
quite fit. The alert dealer or his 
salesman is on the spot to make 
suggestions as to the arrangement 
of the prospect’s present furniture 
and recommend appropriate new 
pieces. 

Approaching customers by mail 
can be made a productive proce- 
dure. The well designed, well 
printed folders supplied by manu- 
facturers are silent salesmen that 
should be put to work. As en- 
closures with bills and statements 
they perform the important func- 
tion of reminding customers of 
the furniture store’s service. Oc- 
casional special mailings contrib- 
ute to the impression made. Di- 
rect sales resulting from the 
mailings may not be great, but the 
folders pave the way for the sales- 
man and makes his personal calls 
have a higher success quotient. 


Know Your Customers 


How to make the most of per- 
sonal sales contacts is a big prob- 
lem. It seems to me that the solu- 
tion is largely dependent upon a 
knowledge of customers. Naturally 
you must know all about the 
furniture you're selling, but there 
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is no adequate substitute for an 
extensive understanding of your 
customer, his requirements, and 
his idiosyncracies. Each man is 
different, and until you have stu- 
died the particular characteristics 
of each, it is dificult to make an 
intelligent sales approach. 

What engages interest more 
than anything else is a new idea, 
a specific, applicable idea. Don’t 
generalize. Vagueness repels. Con- 
crete, definite suggestions engen- 
der response. 

For example, furniture in wal- 
nut is the current vogue. Center 
attention upon the fact. Present 


your sales arguments in an orderly 
fashion and then offer a fair al- 
lowance on furniture in use. In- 
vite the prospect to visit your dis- 
play room to inspect the newest 
patterns in walnut. He'll accept 
your invitation. Rarely do we find 
a man who shies away from the 
opportunity to “look over” our 
lines. And when he comes in, if he 
is well received and courteously 
treated during his tour of inspec- 
tion, he will be favorably im- 
pressed. 


Special window and store dis- 
plays should be changed fre- 
quently. Whenever possible they 
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should feature something new. Ac- 
company them with idea signs 
carrying words that suggest uses 
of the equipment exhibited. Re- 
member that these displays are 
parts of your advertising program. 
Immediate sales may not result, 
but the impression made exerts a 
powerful influence. At some later 
date when purchases are being 
considered, a decision in your 
favor may depend upon the reac- 
tion to your present displays. 

Reference to advertising calls to 
mind that the finest kind of an 
advertisement is a well satisfied 
customer. 


Merchandising Office Furniture 


Q epscoratinc the entire sec- 
ond floor, The R. P. Andrews 
Paper Company, Washington, D. 
C., opened up a new furniture de- 
partment, featuring a complete 
line of desks and chairs, sectional 
book cases, office machines, office 
furniture and filing equipment. 

The furniture is compactly ar- 
ranged along. spacious aisles, 
grouped as much as possible ac- 
cording to types, with an appro- 
priate chair placed in a natural 
position near each desk. 

Each desk is completely equipped 
with a lamp, ash tray, desk tray 
and a desk set. The store has sold 
a number of desk pad sets simply 
by showing them on these desks. 

The management definitely felt 
there was an expanding market 
for office furniture and that tak- 
ing on a complete line would en- 
able them to serve customers 
more adequately. 

Chas. V. Sinisgalli, manager of 
the Andrew store, has one partic- 
ular hobby—he gets an extra kick 
out of seling tailor-made filing 
systems. He finds genuine pleas- 
ure in going into offices, making 
surveys and setting up a system 
that will take care of every re- 
quirement. 

“I have discovered that when 
you plan a system to suit a cus- 
tomer’s needs, and prove your 
ability to give the customer that 
kind of service, it creates con 
fidence and good will, which fre 
quently results in additional busi 
ness in other lines.” 

The average dealer doesn’t 
realize that a well trained filing 
supply and system man in any 


C. V. Sinisgalli, Store Manager, 
R. P. Andrews Paper Company, 
Washington, D. C., Uses Filing 
Systems Sales as a Means to 


Sales of Other Equipment 


By FRED E. KUNKEL 

















MR. SINISGALLI 


Stationery store can give them 
more prestige than almost any 
other item that they handle 
Contemporary with this change 
(adding a new furniture depart- 
ment) the store also put in a 
modern battery of windows and 
trimmed them effectively. As a 
result a number of -sales were 
made in the furniture department 
directly through the window dis- 
plays. For instance, by a proper 


display of desk lamps the store 
has built up a very fine lamp 
business. 


Blotter Display 


In one corner of the furniture 
department is a unique display 
fixture. It is one of the finest set 
ups for displaying and selling desk 
blotters, and keeping them in the 
pink of condition. A _ series of 
three steps was built to fit the 
triangular corner of the show 
room. Partitions hold the blotters 
at the proper slant for effective 
display. 

Each compartment holds two or 
three blotter pads of a type, stag- 
gered so that all the corners of 
the blotters can be seen and be 
at the finger tips of customer or 
salesman who may desire to pull 
them out for exhibit on a nearby 
desk. 

Each blotter is clearly price 
tagged for the convenience of 
customers and salesmen. Once a 
day a stock clerk comes in and 
replenishes the supply so that 
each morning the array is com- 
plete. With this arrangement 
more than three dozen types of 
blotter pads can be exhibited. 

On shelves underneath the blot- 
ter display chair pads are shown. 


Sales Promotion 


Mr. Sinisgalli proceeds on the 
theory that “two-thirds of promo- 
tion is motion.” In his office is a 
sales board aranged by points. It 
shows the sales of each individual 
salesman daily. All have quotas. 
The idea is that all of the sales- 
men are watching that board con- 
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stantly and they can see from day 
to day how they are stacking up 
with their quotas for the month. 
The board also carries record 
space for four weeks, so that the 
men can compare their current 


standing with previous weeks’ 
sales. Thus each salesman can 
check himself and compare his 
record wtih those of the other 
salesmen. 

If one man has a big day and it 
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is posted on the sales beard, all 
the others want to know what 
happened, what the other fellow 
scld, and how he did it. Thus the 
bulletin keeps them on their toes 
and contributes to their success. 


Scale of Prices For Refinishing 


W xxx my article, “Furniture 
Refinishing — Avenue to New 
Equipment Sales’ was published 
in the March issue of OFFICE AP- 
PLIANCES I received the following 
letter from an office equipment 
dealer: 

“We are very much interested in 
reading your article regarding 
furniture refinishing. We also feel 
that there is a great opportunity 
in the refinishing of office furni- 
ture if for no other reason than 
to get business on new furniture 
the same as we do in our repair 
shop where it helps us to get leads 
on new machines. 

“We are wondering if you have 
in your possession any scale of 
prices for refinishing a desk or 
any other information which 
would be in the nature of a guide 
for us. We would appreciate any 
printed information which you 
feel would be helpful.” 

I have interviewed several firms 
who are doing this class of work 
right along, and I am glad to pass 
on the information received from 
them’ for the guidance of any firm 
thinking of adding a refinishing 
department to their business. 

The scale of prices for desks 
seems to run from ten to fifteen 
dollars, although one firm of my 
acquaintance tells me that they 
get seventeen-fifty for a mahog- 
any or walnut desk, and fifteen 
for an oak desk, regardless of size. 

When I was in the line we used 
to get nine dollars for a fifty-two 
or fifty-four inch desk, and twelve 
dollars for a sixty inch desk. We 
didn’t bother much whether they 
were oak, mahogany or walnut. It 
seemed to require just about the 
same amount of work to do the 
one as the other. Our objective 
was to get twelve dollars for any 
size of desk, but we were prepared 
to drop the price to ten, or even 
nine rather than lose the business 
That’s how the scale that we oper- 
ated on originated. We felt that 


Office Furniture 


Suggestions For Establishing 
Rates For Desks, Chairs and 
Tables. 
With Local Refinisher Given 


Plan of Cooperation 


By ALEC WILLIAMS 


there was a good margin of profit 
in the business, and we’d cut the 
price rather than let it slip 
through our ringers. 


Knocking Down and Rebuilding 
Increases Cost 


The firm that quoted me a price 
of fifteen dollars on oak desks and 
seventeen-fifty on walnut or ma- 
hogany goes about the job in a 
different manner from any of the 
others that I know. They take a 
desk right apart. For instance if 
it has panelled ends and back they 
take the whole thing apart so that 
they can sandpaper each piece in- 
dividually. This often results in 
breakages. Woodwork doesn't al- 
ways come apart at the glue 
joints, but often splits near the 
joint. This causes considerable re- 
pair work before the desk is reas- 
sembled for the actual finishing 
operation, and necessarily in- 
creases the cost. 

One more concern whom I dis- 
cussed refinishing with shot a 
quotation at me in these words: 
“T’'ll do any desk you send in for 
ten dollars. For that I’d do a real 
job. I'd strip the old finish off 
down to the bare wood and spray 
a really good lacquer finish—Duco 
to most people, although Duco is 
simply a trade name for a certain 
make of lacquer—and you can’t 
beat it for office furniture. It 
doesn’t mark up like a varnish 
finish, and that is important 
where furniture is subjected to 
much use.” 


He added: ‘Mind you, Alec, that 
price is to you.” 

“But what would you charge a 
customer,” I inquired. “Suppose 
seme business firm asked for a 
quotation, what would you charge 
them?” 

His reply was that his charge to 
them would be from twelve to fif- 
teen dollars, and they’d have to 
pay the cartage both ways. I said: 
“Do you mean that I can make 
from twenty to fifty per cent 
profit on any business I get you?” 

“That’s the idea exactly,” he 
told me. “If you can get the busi- 
ness and send it in here I can turn 
them out like nobody’s business, 
and make a good profit at ten 
dollars each.” 

I’m giving a thought or two to 
his proposition. I like the spray 
lacquer finish better than any 
other because I’m convinced that 
it is more durable. This man has 
own shop and does nothing but 
repairing, refinishing and uphols- 
tering, mostly domestic furniture 
although he is gradually getting 
more office stuff to do as he be- 
comes known. He tells me that he 
is not in contact with offices 
whereas I could undoubtedly stir 
up considerable business through 
my connection. 


Cooperate With Local Refinisher 


Since my talk with this man I’ve 
had an idea which I pass on for 
what it may be worth. It is this. 
Is there a fellow in your town con- 
ducting a business of this kind? 
If so it might save you adding to 
your responsibilities by making a 
deal with him to do your work. 
Twenty or fifty per cent profit is 
not to be sneezed at, and you 
could probably make a deal with 
some cartage fellow at the same 
time to handle the furniture to 
and from the finisher’s shop at a 
flat rate, say fifty cents per desk 
per trip, regardless of distance 
within a certain zone, and that 
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GLOBE - WERNICKE CUSTOM - BUILT 
EQUIPMENT installed for use by the 
Business Men's Federal Savings and 
Loan Association, Cincinnati, by Kel- 
sall-Voorheis, Inc., Globe-Wernicke 
dealer in that city. The counter front 
is deluxe style and the working side 
has the equipment needed to provide 
adequate storage space for records 
used by the association. Globe-Wer- 
nicke steel partitions with obscure glass 
panels are used to provide conference 
rooms and directors’ rooms, while leav- 
ing ample space to carry on routine 
ing ample space for routine work. 





would take in most of your busi- 
ness district. 

One spot where this independ- 
ent finisher is handicapped is in 
lending desks and chairs to a eus- 
tomer while he is doing their work 
But if a dealer was working in 
conjunction with such a man that 
could be overcome. Perhaps an 
extra charge could be made where 
it was necessary to loan furniture 

So far I haven’t said anything 
about chairs. The independent 
finisher quoted me two dollars 
each for side chairs and three 
dollars for arm chairs for a good 
lacquer finish, this including of 
course the removal of the old fin- 
ish and sandpapering of the wood. 
Ii wouldn’t be possible to add a 
great deal to these prices. Perhaps 


fifty cents to the side chairs and 
seventy-five to the arm chairs 
would be about right. 

The expensive firm referred to 
before gets two-fifty for a side 
chair and three-fifty for an arm 
chair. 

Table Figures 


Desks and chairs comprise the 
bulk of the refinishing a firm gets 
to do, although tables come into 
the picture from time to time. 
However, there is just about as 
much work on a table as there is 
on a desk, and firms do not like to 
pay the price. Of course a board 
room table is another kind of 
proposition altogether, and a good 
way to get at the price of such a 
job would be to try and calculate 


its equivalent in desks. It would 
represent about the same amount 
of work as two desks. 

For a small table, say thirty-six 
inches long, with plain tapered 
legs, five dollars would seem to me 
to be about right, increasing to 
seven-fifty or eight dollars as the 
size increases up to sixty inches. 
For board room tables careful con- 
sideration would have to be given 
to the design, size, whether inlaid 
or plain; in short the amount of 
work involved. The same would 
apply to the accompanying chairs. 
These are generally upholstered 
and require special care to pro- 
tect the leather, in addition to 
fancy legs and stretchers that re- 
quire a lot of work to strip and 
sandpaper properly. 


Two Furniture Selling Ideas 


F unnrrure and office equip- 
ment have been found to move 
more easily, and allow for im- 
proved salesmanship, when segre- 
gated into various groupings ac- 
cording to price or style, reports 
C. F. Escher, manager of the office 
furniture department of Dameron- 
Pierson Company, Ltd., office sup- 
plies and furnishings dealer in 
New Orleans, La. 

The second floor department for 
this merchandise includes a large 
central area for the display of the 
finer types of office furniture 
These are grouped according to 
suites. 

Alecoves around the walls pro- 
vide for other furniture groupings 
such as less expensive office furni- 
ture. Oak furniture is shown in a 


separate section. A special room, 
just off the main sales area, is 
stocked with filing cabinets, desk, 
etc. 

This makes it possible for the 
salesman to concentrate on the 
“class” of furniture the customer 
is most interested in, without em- 
barrassment or distraction 


Sell Protection 

“Do you have records you'd like 
to insure?” That unusual ques- 
tion for an office furniture sales- 
man to ask is the opener for an 
unusual sales appeal which has 
brought exceptional results on 
fireproof filing cabinets for the 
Rucker-Fuller Company, San 
Francisco 

In answer to the salesman’s 
question, the prospect usually 


agrees that he does have a lot of 
records he'd like to insure but that 
he can’t get coverage on them. 
The Rucker-Fuller man then goes 
on to explain that fireproof filing 
cabinets provide adequate protec- 
tion for the most valuable records. 
Also, that they are available at a 
reasonable cost and can usually be 
placed in the same space occupied 
by other types of files. 


“There’s a big but little cul- 
tivated market for fireproof filing 
cabinets,” says W. E. Ristenpart, 
vice-president of the company. “If 
the regular salesmen are given 
sufficient interest in this line, they 
can develop a great deal of fire- 
proof cabinet business among buy- 
ers of furniture and other equip- 
ment.” 



















































COUNTY COURT HOUSE 
EQUIPPED WITH INVINCI- 
BLE METAL FURNITURE.— 
The Jaqua Printing Co., In 
vincible Metal Furniture 
dealer in Humboldt, Iowa. 
installed the furniture in the 
County Court House, Dakota 
City. Iowa. Invincible Mod- 
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STEELCASE EQUIPMENT IN THE MU- 
NICIPAL COURTS AND POLICE HEAD- 
QUARTERS BUILDING, KANSAS CITY, 
MO.—On file in this new building, are 
the finger prints and other identifica- 
tion records of hundreds of thousands 
of persons. The cards and records 
necessary to accommodate this fund 
of information require nearly 100 filing 
cabinets. This department, patterned 
after the Federal Identification Bureau 
in Washington. is the third largest in 
the country. Office equipment for the 
building was sold and installed by 
Paul R. McCollem, representative of 
the Metal Office Furniture Company. 
Grand Rapids, Michigan, and consists 
of files, desks, tables, storage cabinets, 
lockers, shelving and various other 
pieces of special equipment. Also sold 
and installed by Mr. McCollem in some 
of the private offices are a number of 
Stow-Davis wood-and-steel desks with 
chairs to match. The upper picture 
reveals a part of the finger print de- 
partment. Note the Steelcase Island 
Base Desk. The lower picture is of 
the Dispatchers’ Office, also equipped 
with Island Base Desks. Between them 
is a special cabinet from which all 
police cruisers are controlled by means 
of an intricate electrical system. The 
map on the wall is operated by the 
same system. Electric lights indicate 
the location of radio equipped cars at 
all times so that they may be keyed 
into contact immediately. 





ernaire desks are used 
throughout the building. 
Standard A_ grade filing 


equipment and counters are 
in the various county offices. 
Top, County Clerk’s Office. 
Left, Mortgage Record Room. 
Right, County Treasurer's 
Office. Bottom, County Au- 
ditor's Office. 
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SHAW-WALKER PRODUCTS IN 
files. Below. are horizontal sec- 


SER VICE.—Seventeen State 
Unemployment ao oo housing the = ~~ to 
Commissions are entirely aw- ‘ employers, mounted on aw- 
Walker equipped. Three of the as 1° Walker tables. The indexing is 
oth be . Shaw-Walker's space-saver Ex- 


accompanying pictures reveal re 


the installation in the offices of 
the California Unemployment 
Reserves Commission at Sacra- 
mento. The equipment was sold 
by the Rucker-Fuller Company, 
exclusive Shaw-Walker dealers 
at San Francisco, Oakland and 
Sacramento. At the top left. are 
ninety Fire-Files, safeguarding 
employers’ contribution reports. 
At the top right. are more than 


444444 


pandex. The circle picture shows 
one section of the completely 
Shaw-Walker equipped offices of 
the John Deere Plow Company's 
new branch house at Indianap- 
olis. The office layout was pre- 
pared by the Office Planning 
Service of the local Shaw-Walker 
office. The installation includes 
nine different types of Shaw- 
Walker desks. 





AUTOMATIC POSTING 
TRAYS comprise this unique 
installetion in the bookkeep- 
ing department of the Folger 
Coffee Company, Kansas 
City, Missouri. Installation 
was made by the Wenzel 
Office Equipment Company, 
exclusive distributors for 
Automatic File & Index Com- 
pany in Kansas City. Forty- 
eight short depth light 
weight posting trays are 
shown centrally arranged to 
permit quick analysis of ac- 
counts or selection of tray 
by bookkeeper for posting. 





ZELLERBACH USES ASCO 
FURNITURE.—Officials of 
the Spokane, Wash., branch 
of the Zellerbach Paper Co., 
apparently believe in prac- 
ticing what they preach. 
They have installed suffi- 
cient filing equipment in 
their own office so that they 
show their customers how 
their offices ought to be ar- 
ranged. The counter-height 
equipment pictured is the 
ASCO Metropolitan Series 
made by the Art Steel Co., 
New York. It consists of 
vertical units in letter and 
legal sires, a storage cab- 
inet unit and two cash 
drawer knee space units. 
A panel type gate separates 
the two batteries. 








EDITORIAL 


Stationers’ Conventions 
# THE District Conventions of the National 
Stationers Association have been in full swing 
for the past month, and will continue into June. 
Reports from the various meetings held thus far, 
as published in this journal, indicate that the 
sessions have been marked by good attendance 
and enthusiastic participation of the members. 

The programs have been well rounded in giv- 
ing thoughtful consideration to current prob- 
lems of the retail stationer. A wide variety of 
subjects have been covered by able speakers, 
some of which have been followed by open forum 
discussions. The District Conventions have un- 
questionably proven profitable to those who have 
attended them, and the members who still have 
the opportunity of attending the meetings to 
come may feel assured of equally profitable ex- 
periences. 

President Harold Hampton and General Man- 
ager Charles P. Garvin, throughout their travels 
to the different districts, are also urging station- 
ers to make their plans now to attend the 34th 
Annual N. S. A. Convention which will be held 
in Boston, September 18 to 21. 

Arrangements are already under way for a 
worth-while national convention program. The 
slogan this year will be, “The Stationer as a 
Public Servant’. Held concurrently will be the 
4th Five Centuries of Progress Exposition. Op- 
portunities to visit historic Boston and the New 
York World’s Fair in conjunction with the con- 
vention trip offer added attractions. 


——_--_ + 


KNOWLEDGE is of two kinds. We know a subject 
ourselves, or we Know where we can find information 
upon -it—Samuel Johnson. 
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Proposed State Labor Acts 

@@ A CONSTRUCTIVE legislative movement 
is unday way in the States of Minnesota, Michi- 
gan, and Wisconsin to define the rights of labor 
and employers and make both responsible under 
the law. Each State proposes to set up State 
Labor Boards to administer its labor relations 
law. The boards are intended to be free from 
bias toward the employer, employee, or politics. 

In its “Member Service Letter’, dated April 8, 
The Employers’ Association of Chicago, of which 
Raymond J. Kock, president of Felt and Tarrant 
Manufacturing Company, is president, outlined 
the following “Employer Practices” which would 


be unlawful: 


1. To interfere with or restrain employees in organ- 
ization or selection of representatives. 2. To dominate 
or interfere with any labor organization. 3. To dis- 


criminate to discourage membership in union. 4. To 
discriminate against employee because of filing 
charges. 5. To refuse to bargain collectively. 6. To 


spy on activities of employees. 7. To blacklist union 
members. 8. To enter into a closed shop. 9. To enter 
into a check-off agreement. 10. To refuse to accept 
the final determination of a tribunal where employer 
acknowledged jurisdiction. 11. To violate a labor agree- 
ment. 12. To bargain collectively with less than a 
majority of an appropriate unit. 13. To commit a mis- 
demeanor or felony in connection with a labor disputé. 
14. To interfere with the right of peaceful picketing. 


These are the “Employee Practices’ which 
would be unlawful: 


1. To interfere with, or coerce or restrain employees 
in organization or selecting of representatives. 2. To 
seize or occupy property or interfere with production 
other than by striking. 3. To call a strike or picket 
unless sanctioned by a majority vote in ballot con- 
ducted by Labor Board (of the State). 4. To commit 
felony or disdemeanor in connection with a labor dis- 
pute. 5. To strike for some purpose having no rela- 
tionship to terms and conditions of employment at 
plant where strike takes place. 6. To picket by other 
than employees of struck plant. 7. Refusal of repre- 
sentatives of employees to bargain collectively. 8. Un- 
lawful interference by mass picketing. 9. To obstruct 
entrance to or egress from a place of employment. 10. 
To interfere with movement of articles of commerce 
on highways, railways, airports. 11. Coercion to com- 
pel employer to interfere with employee rights of or- 
ganization or selection of representatives. 12. To 
violate terms of a collective bargaining agreement or 
arbitration award. 13. To refuse to accept final deter- 
mination of tribunal where jurisdiction is acknowl- 
edged. 14. To engage in a secondary strike. 15. To 
fail to give notice of intention to strike. 16. To inter- 
fere with right of employee to work whether or not a 
union member. 


Until the National Labor Relations Act is 
amended to make it more equitable, the states 
have no choice but to cure the excesses within 
their own borders as best they can. 


_—_—_—<eo-- 


HAPPINESS is like jam in the hands of a small boy. 
You can’t spread even a little of it around without 
getting some of it on yourself—Charles L. Mitchell. 


—_-e--- 


Do You Remember Me?" 
@¢ ABOUT every so often one hears a sales- 
man tender the question, “Do you remember 
me?” It is usually asked in somewhat of an ap- 
prehensive manner by a salesman approaching 
a prospective customer when reopening a solici- 
tation made sometime previously. 

From an observer’s position, the question is 
seen as erecting a psychological barrier which 
the salesman must overcome after he has un- 
necessarily created it. The question may be in- 
terrupted as evidence that the salesman thinks 
that the prospect probably doesn’t remember 
him, because he failed to make a sufficiently 
favorable impression on the buyer in the last 
interview. The inference is that it wouldn’t be 
surprising if the prospect did not recall him. 
Nevertheless, the salesman is hoping that the 
buyer will now be impressed by the fact that he 
is making his second appearance, and really 
means business. He hopes that the buyer will 
“give him a break.”’ 

The query also bears evidence of lack of prepa- 
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ration for the second call. How much stronger 
would be an opening which implies no apology, 
and asks for none in case the buyer’s memory 
has slipped a cog, but rather launches at once 
into a positive statement planned to capture his 
interest and carry on from the previous inter- 
view, toward the development of desire and con- 
summation of the sale. 

Successful salesmanship takes into careful ac- 
count the psychological effect of things said, 
implied, and done in the course of the interview. 


_—_—-2.-- 


HE that climbs the tall trees has won the right to 
the fruit—Sir Walter Scott. 


_—_—_o-- 


In the Hall of Man 
@ In the cathedral-like Hall of Man at the 
New York World’s Fair a prominent entablature 
bears this excerpt from the writings of St. Au- 


gustine: “Man wonders over the restless seas, 
the flowing water, the sight of the sky and for- 
gets that of all the wonders man himself is the 
most wonderful.” The quotation is repeated in 
thirty-two basic languages on a frieze encircling 
the Hall of Man. 


Truly, man is wonderful, not only in his 
physical being, but in the potentialities with 
which he is endowed. He has climbed to great 
heights of achievement in science and industry, 
and—if he will—he can find the way to more 
harmonious relationships with his fellows. 


Well may the men of all nations contemplate 
the thought. That good will and peace might 
bridge the gulfs of discord. That truth and trust 
and willingness to sacrifice for common good 
might prevail. By these things has come the 
progress of the past, and they point the way 
for the future. 


HERE AND THERE 


HOW ABOUT SOME NICE, FRESH 
LOBSTER BANDS TODAY? 

Such a query as the above might 
cause spasms in the average sta 
tionery store, but, believe it or not 
it is nothing out of the ordinary in 
the store of R. W. Wright & Com 
pany, stationers and office outfitter: 
f Halifax, N. S. 

Halifax is in the midst of one of 
the largest lobster producing terri 
tories in the world and hence there 
is a large demand for the bands 
from lobster fishermen and large 
commercial fishing companies. 

The Wright organization saw the 
possibilities in such a trade and 
established a large stock of the 
bands and is now doing a thriving 

isiness in this item.—WJM 





LEFT TO RIGHT.—Sol Obstfeld. Markwell Manufacturing Company; Louis Narcus, 
Narcus Bros., Worcester, Mass.; Rhys Llewellyn, Llewellyn Company, Manchester, 
N. H., and Paul Cheney, Southworth Company. Two dealers and two manufacturers 
see Havana, Cuba, and have a memorable time there after the N. S. A. regional 

meeting in Hollywood, Fla., in March. 





AT LEFT IS A REPRODUCTION OF 
A FAMILIAR VIEW CAUGHT BY AN 
OFFICE EQUIPMENT MAN’S CAM- 
ERA.—One evening before the New 
York World's Fair was officially open, 
Joseph Burger, president of Art Steel 
Company. Inc., was strolling through 
the Fair grounds following the dic- 
tates of his avocation—photography. 
Among the structures that came 
within the range of his camera-lens 
were the Perisphere and Trylon, 
theme center of the Fair. Mr. Burger 
describes himself as “a person struck 
with photogenic impulse.” That he 
has developed the impulse into a 
fine skill is evident from the “shot” 
reproduced above. 


STATIONERS ELECTED TO 
CHARLESTON CITY GOVERN- 
MENT 


Proof that stationers are willing 
to assume their full share of civic 
responsibility is forthcoming in a 
issue of the Charleston, W. 
Va., Gazette which told of the elec 
tion of two prominent stationers to 
important municipal positions. 

George ae Huber, manager, S. 
Spencer Moore Company, and a 
well-known figure in the stationery 
field, was elected a member of the 
ity council. Not content with one 
tationer in office the good people 
>t Charleston then went ahead and 
elected Roy H. Pierson, treasurer of 
the Laird Office Equipment Com 
pany, to the position of city treas 


jrer 


recent 


All of which goes to show that the 
eople of Charleston have discern 
ng judgments and know a good man 
they see one—or two! 


wher 
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NEW MACHINES AND DEVICES 





YAWMAN AND ERBE’S STYLED ASSOCIATE DESK 


The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., has recently added to its “styled” 
line of desks a new number which has been named 
the Styled Associate steel desk. The Associate line, 
of which there are fourteen models, was designed 
especially for junior executive and department head 
use. The molded top on the desk is made of high- 
grade linoleum, cemented on under pressure and bound 
on the edge with an exclusive, patented, continuous 
metal moulding. This style top and the round- 
cornered body edges produce a Slim appearance. Full 
hand-grip, die-cast drawer pulls conform with the 
streamlined design of all models in this line. 

Under each pedestal is a skid type base equipped 
with adjustable gliders which may be turned up or 
down to compensate for floor irregularities. This style 
base, attractive and practical, provides full foot- 
freedom and making cleaning easier and more effi- 
cient. Substituting these bases for leg supports re- 





THE STYLED ASSOCIATE DESK 


sults in additional knee space and permits the use 
of cap size drawers in the pedestals. 

The letter or cap drawers coast out their full depth 
so that cross filing or two rows of letter size guides 
and folders is possible. Card or storage drawers 
operate quietly and easily on reinforced channel 
suspensions. The sides of these drawers are slotted to 
receive partitions which divide up the space for filing 
5 by 3, 6 by 4 and 8 by 5 inch cards. Due to the 
increased knee space, the center drawer is usually 
wide and is equipped with a large utility tray for 
pencils, pens, and other desk tools. 

—_—— oe? 


MITCHELL’S FLUORESCENT DAYLIGHT 
DESK LAMP 


The Mitchell Manufacturing Company, 1550 Dayton 
street, Chicago, has recently introduced to the office 
equipment industry a new fluorescent Daylight desk 
lamp. Utilizing the new Mazda T-8, 15-watt Daylight 
fluorescent cool light bulb which has no filament and 
delivers from six to 10 times more light than an in- 
candescent lamp of the same wattage, the Mitchell 
lamp makes daylight available to every desk worker. 

Based on the fact that the average desk receives 
only four or five footcandles from overhead lighting. 
the Mitchell unit provides the needed supplementary 
light by increasing that from overhead fixtures to 
thirty-five to forty footcandles, widespread and with- 
out glare. Because of this daylight feature the lamp 


is highly useful in stores for the purpose of color 
matching. 
The lamp stands 15!% inches high. The metal shade is 


18 inches long and adjustable with a highly-polished 








MITCHELL'S DAYLIGHT DESK LAMP 





reflector built within. The necessary auxiliary reactor 
of the thermal switch is concealed in the base. Base 
and shade are plated in Georgian bronze with support- 
ing standards in satin gold finish. A nine-foot rubber 
cord and plug are furnished. AC or DC model lists at 


$12.50. 
*—-¢ 


FULTON ADDS RUBBER BASE TO “DRI-KWIK” PAD 


The Fulton Specialty Company, 200 Fifth avenue, 
New York, N. Y., has recently added sales appeal to 
its Fulton No. 1 and No. 2 Dri-Kwik wood block stamp 
pads by installing an attractive india-rubber base. 

The new base has three major advantages, according 
to the manufacturers. Through its use the stamp pad 
cannot mar or scratch furniture, prevents any possible 
leakage at the bottom of the pad and entirely elim- 
inates slipping. It is reported that this is the first 





— 


FULTON STAMP PAD WITH IMPROVED BASE 
time a rubber base has been added to a popular priced 
wood block pad of this size and type. 

The Nos. 1 and 2 are attractively wrapped in cello- 
phane, making an unusually attractive and striking 


package. 
°—- « 


ST. JOHNS NEW TYPEWRITER TABLE 
Embracing all the sturdy construction features of 
products of the company, and designed to combine 
attractiveness with utility, a new typewriter table has 
recently been placed on the market by the St. Johns 
Table Company, Cadillac, Mich. 
The table shown in the illustration is the company’s 
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No. 23. It is of selected plain oak with a choice of office 
golden or school brown finish. It is equipped with a 
drawer measuring (inside) 11 x 12!4, and a sliding 
panel, 11 x 8. Other dimensions are: Size, 17 x 32 x 
2615 inches high: top, 13/16 of an inch; legs, 134 
inches square tapered 

A companion model of the above, listed as the No. 





ST. JOHNS TYPEWRITER TABLE 


21, is made of selected Northern Michigan hard maple 
with a choice of walnut or mahogany finish. The 
dimensions are the same as those of the No. 23. 


—-¢ 


HOTCHKISS ANNOUNCES TWO NEW STAPLERS 

The Hotchkiss Sales Company, Norwalk, Conn., last 
month announced to the trade the addition of two new 
model staplers to its line. The new items are the 
Zephyr or Model 101A, and the Model 122-A. 

The Zephyr is a streamlined stapler housing care- 
fully and sturdily made parts which, where necessary, 
have been hardened to the Rockwell scale. New fea- 
tures include a lever action with a floating driver 
which places the maximum of power needed for opera- 
tion; an ease of reloading, a forward and backward 
sliding anvil for temporary or permanent clinching 
and heavy-non-slip rubber pads for the protection of 
desk surfaces. This machine retails at $6.00 together 
with 1250 Hotchkiss chisel pointed staples. 

The Model 122-A is a smaller machine which lists at 
$1.75 with the same number of staples. The special 














TWO NEW HOTCHKISS STAPLERS.—(Top) The Model No. 
122-A and (lower) the No. 101A, named the Zephyr. 


features claimed for it are: (1) styling by one of the 
foremost mechanical designers; (2) tempered steel 
construction throughout; (3) welded vital parts for 


additional strength; (4) latest pusher type feed mech- 
anism: (5) loads 105 Hotchkiss 2A chisel point staples, 
and (6) heavy nickel plate and tough black crackle 
lacquer for permanent attractiveness. The dimensions 
of this model are: length, 5%, inches; width, 1%% 
inches: height, 2 inches; weight, one-half pound, and 
stapling range, 25, inches 


NEW ROLL OF SCOTCH CELLULOSE TAPE 
ANNOUNCED 

The Minnesota Mining & Manufacturing Company, 
St. Paul, Minn., last month announced a new, 792-inch 
roll of Scotch Cellulose tape for use in the company’s 
desk dispenser. The tape retails at fifty cents a roll, 
and the price is seventy-five cents for the dispenser. 

Like the smaller rolls manufactured by the company, 
the Scotch tape is unique in that it seals instantly 
without moistening. It is made of Dupont cellophane 
and is transparent, sturdy and flexible. 

Further particulars on the entire line of tapes and 
dispensers are available to dealers on request to the 
company’s home offices in Saint Paul. 

—_>- 
NEW STENCIL BACKING SHEET 

The Pittsburgh Typewriter & Supply Company, Pitts- 
burgh, Pa., has recently produced a new type of stencil 
backing sheet named the Streamlined which incorpo- 
rates several new improvement features. 

In the Streamlined stencil backing sheet top ex- 
tended limitation lines show at a glance where to set 
typewriter marginal stops for letter width paper, post 
cards both ways and for two columns. Similar lines 
indicate the same measurements when the stencil is 
placed sideways in the machine or when cut or folded 
to print opposite way for four-page books or bulletins. 
Extended visible numerals and guide lines show where 
to start top line and where to stop, indicating the 
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STREAMLINED STENCIL BACKING SHEET 


number of lines which may be written as the bottom 
is approached. 

Wide margins permit the typewriter finger rolls to 
roll on backing sheet edges instead of the stencil, and 
guiding scales permit the drawing of straight vertical 
or horizontal lines. Other features include marks to 
show where to start and stop for cutting two or three 
pages wideways to print four or six page bulletins, a 
streamlined center strip to enable the backing sheet 
to enter typewriter easily and rounded corners for 
easy handling and operating in the typewriter. 

—- — 


ADDS NEW IMPROVEMENT TO ITS 

AUTOMATIC DUPLICATOR 

Following out a plan to keep its merchandise up-to- 
date in every respect, the Hilco Corporation, manu- 
facturers of duplicators and supplies, Merchandise 
Mart, Chicago, has announced a new and important 
improvement on its automatic duplicator. 

The improvement consists of a new paper weight by 
which is totally eliminated the wrinkling of paper 
when going through the machine. Without touching 
the paper table this weight reclines on the strippers, 
thus always remaining the same distance from the 
paper table from one side to the other, giving an equal 
pressure on the paper at all points. 

At the same time the company announced the in- 
stallation of new strippers which allow nine-inch 


HILCO 
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paper to be fed into the machine where formerly the 
maximum size was eight and one-half inches. 

Further information or literature upon the entire 
Hilco line is available to dealers who write to the cor- 
poration’s home offices. 

—-< 
GLOBE-WERNICKE ANNOUNCES TWO NEW DESKS 

The Globe-Wernicke Co., Cincinnati, Ohio, has just 
announced to the trade two new steel desks for steno- 
graphic and general office use, both of which have 





TWO NEW GLOBE-WERNICKE OFFERINGS.—Top, double 
pedestal drop head typewriter desk and (lower) the GlobeArt 
four-leg office desk. 


many new features as well as all of the standard G-W 
sturdy construction and long-life qualities 

The first is a double-pedestal drop head typewriter 
desk with four legs, constructed specially for the use 
of stenographers, typists and secretaries. Vibration of 
the typewriter has been entirely eliminated by means 
of a stabilizing device, and the bed is drilled to accom- 
modate all standard makes of typewriters. The top is 
surfaced with heavy battleship linoleum with bronze 
binding strip. The desk is available in medium dark 
green and walnut or mahogany grained finishes. 

The second number is a four-leg steel desk which 
bears the name of the GlobeArt. This line is available 
in a variety of popular styles and sizes for general 
office use and is made in all standard finishes to har- 
monize with practically every style or type of office 
furniture. 

oe 
DUPLICATOR CORP. ANNOUNCES DUAL-PURPOSE 
DUPLICATOR 

The Duplicator Corporation, Forest Lake, Minn., has 

announced a new dual-purpose Commander duplicator 








THE NEW COMMANDER 


in four modern models ranging in price from $32.50 to 
$72.50. The Commander possesses the outstanding fea- 
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ture of instant drum removal thereby being readily 
converted into a rotary gelatin film duplicator. By 
a simple operation the stencil is removed and in its 
place is installed a tightly stretched film which 
produces copies with the speed and brightness of an 
automatically fed stencil duplicator. According to 
the manufacturers the Commander models have been 
placed on repeated tests and, by virtue of their adapt- 
ability to either stencil or film at the will of the 
operator, have found to be capable of covering every 
range of application in the duplicator field. Literature 
and further details will be supplied on request. 
—-<« - 
ADAMS’ COLLAPSIBLE STORAGE BOX ANNOUNCED 
The Henry T. Adams Manufacturing Company, 8561- 
69 South Chicago avenue, Chicago, has recently intro- 
duced to the market an all-steel collapsible storage or 
transfer box. It has been trade-named the “Unique.” 
Because it is absolute proof against rodents, damp- 
ness and dust and has been constructed so that it 
cannot collapse, warp or swell when in use, the Unique 






= 
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THREE PHASES OF ASSEMBLING THE UNIQUE STEEL COL- 

LAPSIBLE STORAGE BOX.—(Top) The box completely col- 

lapsed and ready for assembling. (Center) Side pieces being 

placed in position for assembling. (Lower) The box as- 
sembled and ready for indefinite service. 


. 


is an ideal piece of equipment for the protection of 
valuable records and papers. It is light in weight and 
its sturdiness is increased by double edges 

The Unique is easily assembled without tools in a 
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short period of time and when not in use may be taken 
down and stored away for future service. There are 
twenty-two sizes available for checks, warrants, let- 
ters, cap or legal, vouchers, tabulating cards, closed 
out accounts, and cards and forms of practically any 
dimensions. They range in price from $1.30 to $3.00 
each. Special sizes are made up to twenty-eight inches 
at an extra cost. All boxes are finished in an attrac- 
tive olive green. 

The manufacturing company stresses the fact that 
the boxes may be purchased in advance and kept un- 
assembled in any convenient storage place and then 
put into service one by one as needed. 

Descriptive literature is available on request to the 
company’s home offices 


eo — 


LYON METAL’S NEW “SHOWERWAY” WASHBOWL 
Lyon Metal Products, Inc., Aurora, IIll., has recently 
introduced to the trade a new type of washbowl named 
the Showerway which provides a sanitary method of 
hand-washing with warm, showering water and soap. 
The “Showerway” was designed particularly for use 





IN A 
LIBRARY AND IN A BUSINESS OFFICE 


THE “SHOWERWAY” INSTALLED 


in school rooms, workshops, etc., where running water, 
cold or heated, is not available; its successful operation 
in such places led to developments of attachment to 
running water and appropriate and attractive design- 
ing for use in many places, both at convenience and 
economy. 

The Showerway is available in three models and is 
therefore capable of being installed for use in any 
type of building. One model is for use where no run- 
ning water or electricity is available ‘hand-filled and 
heated by kerosene stove), another where electricity 
but no running water is available, and a third where 
both commodities are available. The latter connects 
up with the regular city water supply and drain. 

The device is unique in many respects. The water 
is held in the unit, in a six-gallon stainless steel tank 


- 
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Stepping on a foot pedal releases the heated water 
through a showerhead while a plunger provides the 
correct amount of liquid soap. Each model heats the 
water within itself with the added feature of heat 
thermostatically controlled in the electrically-heated 
model. 

The Showerway is about the size of a small refrigera- 
tor, fabricated of metal throughout. The body is fin- 
ished in dark green enamel with a bowl finish in light 
green porcelain enamel. Complete catalogues of the 
device are obtainable by communicating with the Lyon 
Metal Products, Inc., home offices at Aurora. 


oie. 
COOKE & COBB PRODUCES “FAVORITE” SPRING- 
SEALED BINDER 


The Cooke & Cobb Company, 211-217 Steuben street, 
Brooklyn, N. Y., has recently produced a new spring- 





THE “FAVORITE” SPRING-SEALED BINDER 


sealed ‘punchless) binder which has been named the 
“Favorite.” 

Created especially for businessmen, professionals and 
others who prefer punchless binding which eliminates 
the need for a perforator or punching of the sheets to 
be bound, the Favorite has a handsome, flexible cover 
and a wide choice of colors. And its price of ten cents 
makes it an easy seller. 

Dealers should write to the company’s home offices 
for a Spring-Sealed binder display, samples and sales 
leaflet No. 32 which illustrates the new binder and 
eight other items of the Favorite line. 

—- © 
NEW LINE-GUIDE COPYHOLDER BY HENDERSON 

The J. P. Henderson Company, 3154 West 165th 

street, Cleveland, Ohio, has recently announced to the 





HENDERSON LINE-GUIDE COPYHOLDER 


field a new line-guide copyholder manufactured espe- 
cially for the low-price field. 

Built on a solid base of pressed wood supported by 
a folding easel, the copyholder is sturdy and durable 





and is equipped with metal fittings, making it an 
attractive item for any office. In use it stands on the 
desk at an adjustable reading distance and automati- 
cally guides the eye to the line of typed or printed 
matter being copied. A transverse bar lies over the 
page and may be moved up or down on the copy at a 
touch of the finger. When not in use the device lies 
flat in a drawer or on the desk, being only one-half 


inch thick. 
Further information on dealer setups may be had 
by communicating with the company at the address 


given above. 


<-> « 
THE OLYMPIA PORTABLE 

Olympia Buromaschinen-Werke A. G. Erfurt, Ger- 
many, has recently produced a new portable typewriter 
named the Olympia Plana and possessed of several 
important features. 

Small enough to be placed in a desk drawer, the 
machine has a universal keyboard of 45 keys, a tabu- 





THE OLYMPIA PLANA PORTABLE 


lator, right and left margin release and a sturdiness 
of construction which provides immunity against cor- 
rosion, acids and tropical climates. It is encased in a 
novel zipper case and the inside cover contains handy 
pockets for papers, documents, etc.—ERB 


*—-« 


MODERN DESK PAD PRODUCES NEW 
SAFETY SPINDLE 
Made in modern designing and possessing a special 
safety feature to prevent accidents, a new desk spifhdle 
has recently been produced under the name of the 





MODERN’S SAF-T-SPINDLE 


Saf-T-Spindle by the Modern Desk Pad Manufacturing 
Company, 448 North Wells street, Chicago 
The principal feature of the new device is a safety 
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flap which fits securely over the spindle point. This 
flap, which may be moved with a flick of the finger 
to allow of “spiking” of papers, etc., automatically falls 
back into the “safety” position as soon as the user has 
finished with the spindle. 

Because of the safety feature, the Saf-T-Spindle 
can be placed anywhere on a desk without danger to 
hands or clothing. It is equipped with an extra large 
base to prevent tipping from weight of papers and is 
attractively finished in a rich-toned mahogany. It will 
not mar a desk or furniture and, if more convenient, 
can be hung on a wall. It retails for twenty-five cents 
Dealers are invited to write for illustrative literature 
on the new item 

—- 





MISS NAOMI ANDERSON of Chicago 
displays her new DoMore chair with 
the recently softened seat with the 
perforations in the seat and back and 
channels in the upholstery to permit 
circulation of air whether the chair is 
occupied or empty. Besides soften- 
ing seat, cut striped mohair which, 
says the manufacturer, increases the 
eye appeal, has been added to the 
range of coverings. 
<>? 
THE “Y AND E IDEA” WORLD FAIR ISSUE 

Doing its part to make the country “world fair” 
conscious, the Yawman and Erbe Manufacturing Com- 
pany, Rochester, N. Y., last month dedicated the April 
issue of “The Y and E Idea,” official house organ 
of the firm, to the New York World’s Fair. 

The cover was devoted entirely to a large panoramic 
view of the fair grounds, while on page one was an 
entire column given over to describing the attractions 
ready for visitors to the exposition. Many illustrations 
on other pages pictured the exhibits and a circular 
map of New York City was cleverly utilized as a guide 
for visitors, showing them the most direct route from 
the fair to the “Y and E” offices in Rockefeller Center, 
together with a cordial invitation to drop in and in- 
spect the premises during the period of the exposition. 
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PALACE CO. COMPLETES BIG REMODELING JOB 

The Palace Office Supply Company, 611-613 South 
Boston street, Tulsa, Okla., has recently completed a 
large remodeling job on its store front at a cost of 
approximately $4000, according to James A. Constan- 
tine, president of the firm. 

The task was undertaken by Mr. Constantine as an 
example of his belief in modernization. The entire 
front was remodeled, including the windows, and the 
new fixtures used were the latest obtainable. Of this 
Mr. Constantine said: 

“We should learn that the stationery industry is not 
fields of endeavor and it 


any different from other 
needs sprucing up once in awhile. Suggestive and 
attractive windows and displays attract attention.” 


The Guest Book 


Erwin W. Doepke of the S. J. Olson Company, Mil- 
waukee, Wisc., and former president of the Milwaukee 
Typewriter Dealers Association, placed his signature 
in the Guest Book on March 30. Mr. Doepke is a 
fountain of human enthusiasm. He finds joy in life 
and scatters optimism generously. In Chicago on busi- 
ness, he called to keep us acquainted with the progress 
of the office machine industry in Milwaukee. 


A. G. Schaefer, secretary, Sengbusch Self-Closing 
Inkstand Company, Milwaukee, looked in upon us on 
April 6. Business livening up a bit with good promise 
for substantial increase through spring. Enthusiastic 
over the success of “North’rr Lites” both in combina- 
tion with desk sets and alone, for which the Sengbusch 
Company is exclusive distributor in the office equip- 
ment field. 

Ira Cole, president, and B. S. Stark, assistant treas- 
urer of Mittag & Volger, Inc., Park Ridge, N. J., gave 
us the pleasure of a call on April 18. In Chicago com- 
pleting arrangements for better service to M & V deal- 
ers in the Midwest section. Increased warehouse space 
has been taken to carry stocks of the company’s com- 
plete line for which shipments will be made to the 
trade in the territory covered by the Allen Paper Com- 
pany, Chicago. To establish direct contact between the 
Company and its dealers in the area, the company’s 
travelers from Park Ridge will make the trade calls, 
but shipments will be made from Chicago. Both visi- 
tors were looking forward with pleasure to an event 
in Park Ridge on Saturday, the 22nd, when Mr. and 
Mrs. Cole were to hold an “open house” reception to 
the company’s local staff in the Coles’ beautiful new 
home. The house in a ten-acre wooded section of 
Park Ridge was completed and occupied a month ago. 


New York Guest Book 


Frank Curtiss of Neva-Clog Products, Inc., and F. H. 
(Ted) Caswell of the F. S. Webster Company dropped 
in for visits on April 4. “Ted’’ was on his way back to 
Boston from the NSA Regional meeting at Hollywood, 
Florida. Their conversation added to the pleasure of 
the day. 


A CREDIT TO ANY COMMUNITY.—That 
is an apt description of the new fronting 
of the Palace Office Supply Company, 
Tulsa, Okla., recently installed at a cost 
of about $4000. Modern in every re- 
spect and the equal of store fronts in 
many much larger cities, the stationery 
store is a credit to Tulsa. 
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CANADIAN UEF CONTEST 

On page 142 of the April issue of OrricE APPLIANCES 
was reported a UEF salesmen and sales managers con- 
test with glamorous trips to New York World’s Fair as 
top prizes and with other awards bound to stimulate 
enterprise and keep the sales staff on tiptoes. 

The error in the story was in crediting the contest to 
the Underwood Elliott Fisher Company instead of Un- 
derwood Elliott Fisher Limited. 

In this matter there is great difference between 
“Company” and “Limited.” The three thousand or so 
miles of boundary line between the United States and 
Canada. (Incidentally—the most remarkable national 
boundary line on old Earth.) 

We would not deprive our friends of “Limited” of 
credit for their enterprise and the impressive cam- 
paign, “Calling all UEF Canadian Go-Getters” to the 
contest for seeing “the two greatest shows on earth— 
the World’s Fair and New York City.” Highly compli- 
mentary to this side of the boundary line. The Cana- 
dian sales staff is out for new records and like the 
“Mounties,” they get their—prizes. 

But “Company” has also staged a See New York 
World’s Fair contest. With the two in operation, Mr. 
Grover Whalen must look forward with satisfaction 
to attendance at the New York World’s Fair. 





—t « - - 
COLE STEEL EQUIPMENT COMPANY IS VERY 
MUCH ALIVE 
On page 146 of the April issue appeared a story in 
which the Cole Steel Equipment Company, 349 Broad- 
way, New York, was reported no longer in business. 
That statement was an error which OFFICE APPLIANCES 
sincerely regrets. The Cole Steel Equipment Company 
not only is in business, but has enlarged its plant con- 
siderably, installing new modern presses and improved 
tools and dies to handle increasing business developed 
under the new management—the same interests which 
have built up the Pronto File Corporation to its pres- 
ent position in the office equipment field. 
—--—_—— 
HANFORD & HORTON PLACED IN RIGHT CITY 
BUT WRONG STATE 
In reporting a fire which swept through the premises 
of the Hanford & Horton Company, Middletown, N. Y., 
in the April issue, we inadvertently placed the thriving 
city of Middletown in Connecticut instead of in New 
York. We regret this error and again remind manu- 
facturers that the Hanford & Horton organization 
wishes to receive catalogues and price lists. 
menaiscnapililiiaittiaasadani 
MARKWELL’S PHONE NUMBER CORRECTED 
On page 85 of the April issue appeared a listing of 
addresses and telephone numbers of stationery and 
office equipment manufacturers in the New York City 
area, in which the telephone number of the Markwell 
Manufacturing Company, 200 Hudson street, was given 
as WALker 5-9636. This was in error, the correct num- 
ber being WALker 5-9686. 
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PHILADELPHIA BUSINESS SHOW DRAWS RECORD 
ATTENDANCE 


Heeding the constant urging of a wide publicity 
campaign, Philadelphia business people showed their 
keen interest in the machines, supplies, equipment and 
devices which make their businesses tick by their 
attendance of the Philadelphia Business Show in the 
Bellevue-Stratford hotel on Broad street, April 11 to 14. 
And come they did, for the attendance was consider- 
ably larger than last year and the interest more 
intense. 

The eighteenth floor of the hotel provided an excel- 
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TEN INTERESTING DISPLAY BOOTHS AT THE PHILADELPHIA BUSI- 
NESS SHOW.—1: Columbia Steel Equipment Company; 2: A. B. Dick 
Company; 3: Underwood Elliott Fisher Company; 4: Shaw-Walker Com- 
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lent setting for the exhibits. The very fact that a 
panoramic view of the whole show was not permissible 
because of the arrangement of the floor, gave it a 
warm, friendly and individual atmosphere. As one 
wandered from one part of the hall to the other, one’s 
appreciation of the size and comprehensive scope of 
the exhibits grew. And the exhibits were the last word 
in modernity and neatness. Nothing was spared in the 
preparation and presentation to catch the eye of the 
passing visitors. The value of movement featured in 
the exhibits as attention getters was proved once more. 

Forty distributors 


manufacturers and cooperated 
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pany: 5: Victor Safe & Equipment Company; 6: Hoskins Company; 7: 
Dictaphone Company; 8: 


Gregory Fount-O-Ink Company; 9: Friden 


Calculating Machine Company. Inc.; 10: Acme Visible Records, Inc. 





MAY, 1939 


with The Office Equipment Association of Philadelphia 
in producing this interesting and comprehensive dis- 
play of office machines, equipment and supplies. The 
Philadelphia Chamber of Commerce, Executives Asso- 








MEET MISS BUSINESS SHOW!—This 

pretty young lady with the pleasant 

smile is Miss Ruth Wallen who 

graced the Philadelphia Business 

Show with her presence as Miss 
Business Show. 


ciation of Philadelphia, National Association of Cost 
Accounts, National Office Management Association and 


MORE PHILADELPHIA BUSINESS SHOW PICTURES.—1: Addressograph- 
Multigraph Agency: 2: Harry B. Levis, Inc.; 3: Ditto, Inc.; 4: Ediphone 
Company; 5: Felt & Tarrant Manufacturing Company; 6: National Postal 
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the Sales Managers Association bestowed the strength 
of their united endorsement. 


The opening ceremony saw comely Miss Business 
Show, Ruth Wallen, cut the ribbon with an enormous 
pair of shears while the Philadelphia Business Show 
committee and executives of the Office Equipment 
Association of Philadelphia looked on. 


From that point on there was never a dull moment. 
Success attended the sincere efforts of the exhibitors 
and their helpers, too. The exhibitors were pleased— 
some fairly large sales were actually consummated on 
the floor. The show was successful from every angle. 


A banquet and preview of the show for the ex- 
hibitors and their salesmen and guests on Monday 
night preceding the show was attended by a large, 
enthusiastic group. After dinner N. Claiborne Hale 
(‘Dictaphone Corporation), general chairman of the 
Business Show committee, welcomed the diners, intro- 
ducing the guests of the evening. Finally, Elmer 
Wheeler, president of the Tested Selling Institute and 
nationally known lecturer, was introduced and kept 
the crowd entertained while he pounded home words 
of wisdom. The committee showed rare judgment in 
its selection of Mr. Wheeler, who injected just the 
right atmosphere to put all in the right mood to go 
places and do things during the show. From reports 
we hear that’s precisely what the boys did. 


The Philadelphia Business Show committee was 
composed of the following: N. Claiborne Hale ‘Dicta- 
phone Corporation), general chairman; A. Richard 
Baker (Standard Mailing Machines), secretary; Ralph 
S. Kelley, program; A. Richard Baker (Standard Mail- 
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Meter Company; 7: National Cash Register Company; 8: Penn Metal Corp. 
of Penna.; 9: Autocopy, Inc.; 10: Standard Mailing Machines Company; 
ll: Todd Company; 12: United Autographic Register Company. 
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ing Machines), finance; Chas. W. Norton ‘Shaw- 
Walker Co.), publicity; J. Arthur Russell (Friden Cal- 
culator Company), space; C. Elwood Smith ‘Auto- 
copy, Inc.), arrangements. 

These committeemen are to be highly complimented 
on the great job they did. We congratulate them 

Manufacturers in the office equipment industry who 
exhibited at the show and those who were in charge 
of the various display booths were as follows: Postage 
Meter Company, Hiram B. Grone; Kee Lox Manufac- 
turing Company, Ralph S. Kelley; Monroe Calculating 


Machine Company, John H. Hayes; Todd Sales Com- 
E. L 


pany, W. M. Stone; Addressograph Company, 
Brady: Multigraph Company, R. M. Winger; Friden 
Company, J. A. Russell; Columbia Steel 


Calculator 
Equipment Company, George Emtage; Standard Mail- 
ing Machines Company, A. R. Baker; Ediphone Com- 
pany, G. M. Austin; National Cash Register Company, 


Chas. W. Morrow; Acme Card System, David Borg; 
Dictaphone Corporation, N. Claiborne Hale; United 
Autographic Register Company, Geo. W. Baker; Felt 


& Tarrant Company, O. R. Clark; Shaw-Walker Com- 

W. Norton; Autocopy, C. E. Smith; Photocopy, 
Smith; Underwood Elliott Fisher Company, 
Blaine Rawdon; Allen-Wales Adding Machine Com- 
pany, R. D. Small; A. B. Dick Company, E. A. Peter- 
son; Baum Folder Company, Russell E. Baum; D. L. 
Ward & Company, D. L. Ward, Jr.; Elliott Addressing 
Machine Company, S. L. Mershon; Bircher Company, 


pany, C 
C. E 


E. G. Roesler; Shelby Sales Book Company, S. W. 
Fireoved; Heyer Corporation, J. B. Goldsmith; Vari- 
typer Sales Agency, Warfield Greene; Hoskins Com- 


pany, Thos. Stagg; H. B. Levis Com- 
pany, M. E. Skinner; Ditto, Inc., 
R. J. Kirkpatrick; National Postal 
Meter Company, T. J. Murphy; 
Penn Metal Corporation, F. E. Sa- 
gendorph; Speed-O-Print Corpora- 
tion, Richard Pomerantz; Victor 
Safe & Equipment Company, Rich- 
ard Pomerantz; Telfair Voice Pow- 
ered Telfones, Herbert K. Neuber; 
Fount-O-Ink Distributor, Marx Sta- 
tionery Company; John Underwood 
& Company, A. R. Saurman. 








CLEVELAND COST ACCOUNTANTS HOLD 
BUSINESS SHOW 

With twenty-four leading companies in the office 
supply and equipment industry participating, a Busi- 
ness show was held in the Hotel Carter, Cleveland, 
Ohio, by the Cleveland chapter of the National Asso- 
ciation of Cost Accountants, on April 19-21. 

Each booth was arranged, not only to show the mer- 
chandise manufactured by the exhibiting firm, but 
to demonstrate to visitors the manner in which the 
various offerings were suited to meet the demands of 
an exacting business house of today. 

One of the display booths was maintained by Mar- 
shall Smith, Inc., 1789 East Eleventh street, Cleveland, 
local distributors for Postindex filing equipment and 
Master-Craft binders, these two well-known products 
being the exclusive showing by the Cleveland con- 
cern. Other companies exhibiting were: 

Addressograph Sales Agency, Accounting Machine 
Sales & Service, Burroughs Adding Machine Company, 
Russell E. Baum, Stanley J. Brown Company, Bonnar- 
Vawter Fanform Company, Inc., Cleveland Calculating 
Diebold Safe & Lock 


Company, Cleveland College, 

Company, Ditto, Inc., Felt & Tarrant Manufacturing 
Company, Friden Calculator Agency, Hanson Business 
Machines Company, McBee Company, Monroe Cal- 


culating Machine Company, Inc., National Association 
of Cost Accountants, Ohio Desk Company, Planned 
Business Engineering, Inc., Roach-Reid Company, 
Standard Service Bureau, Inc., Shelby Salesbook Com- 


pany, The Snapout Forms Company, United Auto- 


graphic Register Company. 





ABOVE. — Booths at 
the Cleveland Busi- 
ness Show. — (Upper 
left) McBee Company. 
(Upper right) Snap- 
out Forms Company. 
(Lower left) Shelby 
Salesbook Company. 
(Lower right) Bonnar- 
Vawter Fanform Com- 
pany, Inc. 


MORE VIEWS OF 
THE CLEVELAND 
BUSINESS SHOW. — 
(Upper left) Ditto, Inc. 
(Upper right) Marshall 
Smith, Inc. (Lower 
left) Monroe Calculat- 
ing Machine Com- 
pany. (Lower right) 
Cleveland Calculating 
Company. 
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“OFFICE DUPLICATING” REPRINTED ON MIMEO- 
GRAPH BY THE A. B. DICK COMPANY 


Office Duplicating by George H. Miller, Jr., in a spe- 
cial edition reprinted on a Mimeograph duplicator, 
copyrighted by Walter Dorwin Teague, one of the fore- 
most designers of the country and recently issued by 
the A. B. Dick Company, is an informative and im- 
pressive work which anyone concerned with the process 
of duplicating in general and the stencil process in par- 
ticular will read with interest and profit. The book, 
83,x6 inches, in stiff fiber covers, contains 130 pages 
with 36 illustrations which are fine demonstrations of 
the clarity of Mimeograph picture reproductions. 


Following a foreword by the author, the book opens 
with a chapter on “The Office Duplicating Process” in 
which the writer briefly explains the office duplicator’s 
place in the business world, differentiating it from the 
various commercial printing methods and entering into 
the several processes into which this particular office 
type of reproduction is divided. 


Before going thoroughly into office duplicating, the 
book presents a short history of printing in which are 
described various methods of the art including letter 
press, lithography and intaglio,* the last named being 
best known to laymen as rotogravure. Although brief, 
this story of printing is told in a manner to capture 
the interest of the reader. Description of technicali- 
ties are cleverly minimized by fine illustrations. Tab- 
loided in a few paragraphs is a brief story of printing 
far back of the application of the first idea of printing 
with movable types, credit for which development is 
attributed by some to Gutenberg of Germany and by 
others to Coster of the Netherlands. The evolution of 
the printing press from the first simple mechanisms 
to the modern newspaper machines is described and 
pictured. Likewise, the development of types from 
wood to those in present day use. Typesetting ma- 
chines are also covered. 


In an appendix devoted to “impression paper” is 
brief reference to the modern processes of its manu- 
facture and particular description of six different kinds 
of paper—offset, text, English finish, enamel, ledger 
and bond—most widely used in office duplicating and 
commercial printing. One sheet of each of the six 
classifications mentioned is used in the appendix. Each 
of the different sheets is carrying explanatory notes 
describing its name, classification, weight, color and 
characteristics. As a frontispiece to the appendix is a 
portrait of Ts’ai Lun, inventor of paper. 

Chapter V, dealing with Stencil Duplicating, is espe- 
cially valuable and interesting for its historical and 
descriptive information. The story begins with the 
invention of the “electric pen” by Thomas A. Edison in 
1875. And the discovery, nine years later, of a stencil 
method by Albert Blake Dick, inventor of the Mimeo- 
graph and founder of the A. B. Dick Company, by 
which was created a new form of duplication destined 
to world-wide use. 

The electric pen and press “consisted of a pen with 
an electrically vibrated needle point which left in its 


*According to a little verse encountered in printing circles fifty 
or so years ago, it was through the intaglio process that printing was 
discovered. 

The verses, of which the writer of these lines recalls the first, 
described a heart affair between Bertha and Fredrick. 
“Young Bertha was a belle 
And Frederick loved her well 
And often in the sunny summer weather 
They sat upon the seat 
Their happiness complete 
And lovingly they passed the hours together.” 

Then one day Frederick cut skewered hearts in the bench and put 
the juice c! a berry in for color. Just then the teacher, “Herr Guten- 
berg by name,” came along. Frederick, embarrassed, covered the 
skewered hearts with a piece of paper. And as the teacher approached 
concealed it by sitting upon it. Arising to greet the teacher, there was 
something in the situation to arouse the teacher’s interest. He picked 
up the paper. Lo, upon it the skewered hearts were shown, “And 
hus the art of printing was invented.” 
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path a series of minute holes in the paper on which 
the operator was writing.” The sheet thus punctured 
was held in a frame over which was passed a felt roller, 
saturated with ink, thus leaving impression of the 
stenciled matter on the paper beneath. 

Young Albert Blake Dick, engaged in the lumber 
business in the Midwest, had evidently not heard of 
Mr. Edison’s invention. Mr. Dick had experimented in 
several ways for the reproduction of the daily price 





THE A. B. DICK COMPANY'S MIMEOGRAPHED COPY OF 

“OFFICE DUPLICATING”.—Part of the interesting design of 

the cover is in light blue, a color hard to reproduce in a photo 

engraving. The barely perceptible white lines are all that 
came through. 


list required in his business. One of his later experi- 
ments was with a piece of waxed paper laid upon a flat 
file across which he drew an awl. By the perforations 
left by the awl, he could achieve what he had in mind. 
The next step in the development was especially coated 
waxed paper and a stylus. The process was effective 
and inexpensive. By 1887, Mr. Dick had received a 
number of queries from recipients of his sheets as to 
where a device might be purchased. He decided to 
patent his invention and offer the machines for sale. 
In his application for patent, he first became aware 
of the Edison electric pen. Forthwith the young inven- 
tor arranged for a conference with Mr. Edison, who 
was much impressed by the simplicity and economy of 
the process. He approved its manufacture and was 
agreeable to having his name associated with it. The 
word “Mimeograph” was chosen and trade marked for 
the name, and has become so widely known and used 
that the word Mimeograph has been included in the 
English language. 

Following a detailed explanation of stencil duplicat- 
ing of today, the book switches to the hektograph and 
the liquid processes, and place of these processes in 
modern office duplicating. 

The book correlates a remarkable amount of infor- 
mation in one short volume. As its publishers point 
out, it has aroused considerable interest by virtue of 
being a “sewed, glued, extended paper book with the 
end leaves pasted in.” 
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Representatives of office equipment concerns abroad, visiting the United States, arc cordially invited to make the offices 
The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


Veu 


same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 


upon Vincent Jackson at 


22 St. Andrews street, London EC4. 


Mr. Jackson's 


contacts with the trade and its organizations afford him information valuable to 


those desiring to cultivate 


London, 4th April, 1939. 

Despite all the alarums and excursions of the past 
week or so, and even if many of us are anxious in 
varying degrees, the fact remains that there is no real 
panic in the business world and we are all carrying on 
as usual. After all, it is the only and the best thing 
to do. 

On the lighter side of life, The Office Appliance 
Trades Association held their ‘Ladies’ Night” on March 
18 at Grosvenor House, Park Lane. It was the most 
successful and best attended social evening that the 
Association has ever had, there being nearly four hun- 
dred present. 

Personally, I enjoyed every minute of the evening 
and many friends agreed that the time went all too 
quickly. The dinner was carefully chosen, the enter- 
tainments during the evening and a cabaret in be- 
tween the dancing were of a high order, whilst the 


ladies’ presents (a very neat, chromium watch for the 
handbag) were obviously very much appreciated by the 
recipients. 

At these 


affairs there are, literally speaking, no 





the British market. 


speeches. The chairman of the association, Mr. W. G 
Gledhill, T. D. M. A. (Cantab), accompanied by Mrs. 
Gledhill, presided. Mr. Gledhill proposed the toasts 
of His Majesty the King and, briefly and humorously, 
that of “The Ladies.” Mrs. A. W. Thomas was in fine 
form when replying on behalf of “The Ladies.” 

The arrangements for the dinner and entertainment 
were in the hands of our good friend, Mr. Edgar Smith 
(director of Block & Anderson, Ltd.) and Mrs. S. E. 
Elliott, the assistant secretary of the association. It 
was altogether a very happy and enjoyable evening 


x * 


I received an invitation to be present at the Shuttle- 
worth Club recently when Mr. A. W. Thomas, the man- 
aging director of Royal Typewriters in England, made 
presentations to three ladies who were successful in 
the recent “News Chronicle” national typing contest 

This contest attracted 34,000 typists, and I gather 
from Mr. Thomas’s remarks that even you folk in 
America have nothing quite on a par with a contest 
of this nature and character. Mr. Thomas spoke with 


LONDON CELEBRATION.—This happy 
group was photographed at the ‘ladies 
Night’ dinner and dance of the Office 
Appliance Trades Association at Gros- 
venor House, Park Lane, London. 
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CROWN PRINCE OF IRAN, leit in for- 
ward carriage in the Royal procession in 
Cairo, Egypt. enroute to the palace where 
his marriage with the Egyptian princess, 
elder sister of King Farouk, was sol- 
emnized. In the background, the estab- 
lishment of Mr. P. F. Bagani, agent for 
L. C. Smith & Corona Typewriters Inc, 
the advertisement of which apparently 
attracted the glance of the royal visitor. 


high praise of Mr. Marshall, the adjudicator, who cer- 
tainly had a tough job in front of him. 

The first place and national championship was ob- 
tained by Miss Doris E. Tooke, using a Royal type- 





CONGRATULATIONS!—So says A. W. Thomas, managing 

director, Royal Typewriters (England) to Miss Doris E. Tooke 

on gaining the national typing championship diploma. Besides 

Miss Tooke in the photograph are Miss J. W. Cooke and Miss 
P. M. Appleyard. 


writer, and besides the cheque of £100 presented by the 
organizers, Miss Tooke received from Royal Typewriters 
the machine on which she had been so successful. 

Miss J. W. Cooke and Miss P. M. Appleyard were 
respectively first and third winners in the junior sec- 
tion, both of them using a Royal machine. Mr. Thomas 
presented them with Royal portables to mark the 
occasion. 

At this ceremony there was quite a crowd of Royal 
salesmen and agents, together with other friends in 
the industry. Those of us who were there representing 
trade publications were unexpectedly called upon to 
“say a few words.” 


My friend, Mr. W. E. Block, director of Block & 
Anderson, Ltd., tells me that they have, as from April 
Ist, taken over the sale of the Marchant Calculator. 
This is going to be a useful acquisition to their line of 
office appliances and still justifies the slogan they have 


popularized—“The House of Calculators.” Good luck 
to ‘em! 
. > 
I have received one or two house magazines this 
month. From the point of view of an elegant produc- 


tion, Ellams “News Review” certainly stands out. I 
have recently received the winter edition. It is not all 
news cf the activities of Ellams throughout the world, 
but also contains one or two quite interesting articles 
of a general nature with well-produced illustrations. 
Then, again, our friends, Powers-Samas Calculating 
Machines, Ltd., are regularly issuing their Powers- 





Samas Magazine, which, as I have remarked before, is 
well-printed, informative and not overburdened with 
company news of no interest to outsiders. 


* * * 


When I visited the British Industries Fair recently 
I saw for the first time the “Empire Calcumeter” dis- 
tributed by Office Equipment Distributors ‘(British 
Typewriters, Ltd.). 

This is quite a new office device. It supplies a simple 
but rapid method for handling the figuring of invoices, 
extension of the stock sheet, calculating wages—all in 
sterling. 

There are several models, all similar in appearance, 
the machine being a little larger than the average 
standard typewriter. Actually, it is based on the prin- 
ciple of the slide-rule, but it is much simpler to operate 
and needs no skilled operator or (incidentally) par- 
ticularly good eyesight! As you know, the intricacies 





THE EMPIRE CALCUMETER.—A new de- 
vice which is described by Vincent Jackson 
in his “London Letter”. 


of the English monetary system has always presented 
problems to the calculating machine manufacturers 
and certainly this simple device will help to solve many 
of our difficulties —VEJ 


*—-< 


NORWEGIAN ASSOCIATION ISSUES BUTTON 
TO MEMBERS 

The Office Machine Dealers Association of Norway 
has recently adopted a plan whereby honor buttons 
will be issued to all members according to length of 
service with their respective firms. According to de- 
tails of the plan as arranged by C. H. Blauenfelt, 
president of the association, salesmen and service men 
of member companies will receive a plain silver button 
irrespective of time with the firm, those with ten 
years’ service will receive a silver button with laurels, 
and those with twenty years’ service will be awarded 
a gold button 














+) 


MEETINGS—CONVENTIONS—DINNERS 





Ninth District N. S. 


A. Annual Meeting 


Record Attendance Marks Convention Opening at Gal- 
veston, Texas, on April 6—G. T. Buchanan Elected Gov- 
ernor—Texas Travelers Name Dick Lanham President. 


HE annual convention of the Ninth District, Na- 

tional Stationers Association, held in Galveston, 
Texas, April 6 and 7, marked one of the most construc- 
tive meetings ever held in this district. Being the first 
since the district was enlarged to include the states of 
Louisiana and Mississippi, a number of stationers 
from the former state attended. 

G. T. Buchanan, Buchanan Stationery Company, 
Wichita Falls, Texas, was elected governor, succeeding 
C. L. (“Pat”) Hoera, Hoera-Rosenthall Company, Fort 
Worth. Henri Petetin, Henri Petetin, Inc., New Orleans, 
was elected retail director. New Orleans was selected 
for the 1940 convention. 

Following opening ceremonies in which P. T. Pearce, 
The Cargill Company, Houston, responded to the ad- 
dress of welcome by J. G. Howard, secretary to the 
Mayor of Galveston, Charles P. Garvin, general man- 
ager, N. S. A., addressed the assemblage on “Malice 
in Wonderland.” 

Mr. Garvin opened his remarks with the statement 
that “There never was a time when people were so 
confused, but we are living in a country where there 
is still an opportunity for the individual to build an 
economic wall that these vicious world movements 
can’t break through. 

“The men who have been through the mill are 
building the type of a nation that will be impreg- 
nable, and we will have a nation that is ruled by all 
and not by one. Only a year ago (1938) we had the 
second largest year in the history of the nation. We 
are undergoing a change, one which will work for the 
better. We may look forward to greater cooperation 
between business and the government. 

“Your great market is in replacement—putting in 
new where the old is now; making the work easier. 
We should take advantage of the next ten years. 
There will be fewer firms in business; the leech will 
go out. But we've got to offer something besides price; 
price will be a fee—a service to the customer. 

“There is ten times the chance in this country that 
is to be found in others. Where is there another coun- 
try where it is so easy to get into business, and so 
hard to get out. Credit is rushed up to you, and you 
are forced to stay in. 

“Malice in Wonderland is the 
convince you that there is no 


fellow who tries to 
future in business.” 


Keeling Speaks 


E. A. Keeling, vice-president, wholesale division, Art 
Metal Construction Company, in discussing “Selling 
Metal Furniture,” reviewed the history of metal furni- 
ture, pointing out that in the early days ‘a $50 
cabinet sold for $50, and if anyone asked for a better 
price, we laughed at him. At the present time,” he 
continued, “quality has been sacrificed for price, even 
down to the lowest line—the amoeba. We've got to get 
back to quality merchandise. We've forgotten quality 
for price and sales. 

“The easiest way for a business to dry up is through 
a lack of new customers,” he concluded. “Keep in 
touch with all customers: and be constantly on the 


outlook for new business. Be a stationer; don’t be 


stationary, or something that stands still.” 


Hampton’s Address 


Speaking on “Building Accounts and Holding Them,” 
Harold J. Hampton, national president, said: “I’m 
going to talk about the little things,’ and elaborated 
his statement by mentioning several instances wherein 
purchases of small items, had led to continuous 
and profitable business. 

“We sold one account for a number of years and 
considered it ‘our’ account,” he stated. “They were 
building a new home and I went around to see them 
about some new files. When I went in I found sam- 
ples of filing cabinets from three competitors. I talked 
things over a while, studied the prices that were being 
offered, and said, ‘I wish you’d count me out on the 
cabinets, but I'd like to furnish the folders.’ The 
arrangement was made. I don’t see how those other 
firms made any money on the filing cabinets, accord- 
ing to the prices at which they were offered, but we 
furnished 43,000 folders that have gone into those 
files, and we have made a good profit on every one 
of them.” 

In discussing “Fair Trade Acts,’ Harry L. Fellowes, 
president, Bankers Box Company, said, in part: “By 
fairness of trading, universally applied, most of the 
difficulties of business would be eliminated. Regardless 
of how many state and federal enactments may be 
voted onto the statute books, the real basis of sound 
policy is the common sense of the individual trader, 
and his ability to cooperate with his fellows. 

“The fair trade laws are good for the producer, 
distributor and consumer, we all, I think, agree. I 
have a notion that such legal restrictions might better 
be termed ‘price maintenance laws’ but that is aside 
from the point. No law that stays within reason can 
regulate every detail of our daily life... What is more 
important than law to all of us is a sane principle 
which we can understand, grasp, and carry into execu- 
tion in mutual cooperation. 

“Tf our business is carrying merchandise priced out 
of line with other products appealing to the pocket- 
book of the consumer, the sooner we wake up to the 
fact, the better. There is no law that can legislate 
that dollar out of the consumers’ pocket and into the 
cash register. We want to observe fair trade laws or 
rules, whether legal or merely an informal under- 
standing, but we do not want to get into the short- 
sighted habit of depending on them for either sales 
volume or profit volume.” 

Governor Hoera appointed committees as follows: 
Nominating: Otto Eisenlohr, The Dorsey Company, 
Dallas, chairman; W. C. Clegg, The Clegg Company, 
San Antonio; Leslie Gardner, Hill Printing and Sta- 
tionery Company, Waco; and Morris Hansell, II, 
F. F. Hansell Bro., Ltd., New Orleans. Resolutions: 
P. T. Pearce, The Cargill Company, Houston, chair- 
man; W. C. Northern, Stafford-Lowden Company, Fort 
Worth; R. P. Grieve, Maverick-Clarke Company, San 
Antonio: A. K. Kilpatrick, Standard Supply Company, 
Monroe, La 
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Clark Thompson, public relations counsel, American 
National Insurance Company, Galveston, opened the 
afternoon session with an address on “The Business 
Outlook for 1939.” Following a few comments on his 
personal predictions for business, Thompson turned 
his time into an open forum in which W. C. Clegg, 
Ed Little, and others, offered opinions. 

Otto Eisenlohr, The Dorsey Company, Dallas, gave 
a fine talk on “Character as Applied to Selling.” 

“Last fall it was my pleasure and privilege to attend 
the meeting of the National Federation of Sales Execu- 
tives,” Mr. Eisenlohr said. ‘“‘The theme of this meeting 
was ‘Distribution at a Profit. The one statement 
which seriously impressed me, and which in my 


opinion, we must all accept in our various organiza- 
tions as a basic truth, was Train or Travel. 


We can 








CELEBRITIES POSE FOR PICTURES AT THE NINTH RE- 
GIONAL MEETING.—(Upper) L to R standing: Morris E. 
Hansell II, F. F. Hansell Bro., Ltd.. New Orleans, new retail 
director; William C. Clegg, The Clegg Company, San Antonio, 
past president, N.S.A.; C. L. Hoera, Hoera-Rosenthal Company, 
Fort Worth, retiring governor. Seated: Harold J. Hampton, 
president NSA; G. T. Buchanan, Buchanan Stationery Com- 
pany, Wichita Falls, governor-elect; Charles P. Garvin, general 
manager, NSA. (Lower) New officers of the Southwest Trav- 
elers Club. Standing: Fred Fenne, Associated Stationers, sec- 
retary; W. F. Gigliotti, Johnson Chair Company, fifth vice- 
president. Seated: Fred Deutsch, S. S. Stafford, Inc., fourth 
vice-president; Roy Evans, Carter's Ink Company, third vice- 
president; R. F. “Dick” Lanham, Binney & Smith Company, 
president: C. Rodney Wakefield, Parker Pen Company, retiring 
president. Jim Pryor of Wilson-Jones, and Jack Mathews, Amer- 
ican Lead Pencil Company, first and second vice-presidents 
respectively, were not present when photograph was taken. 


no longer tolerate the man who already knows it all, 


the man who isn’t willing to give of his time and 
effort from business hours to improve himself. 
“We make the wrong sale either because we have 


been giver. the wrong information or, and most gen- 
erally, our own knowledge isn’t sufficient to diagnose 
our customer’s needs. 

“It is a mistake to assume, as some people do, that 
a successful business career requires the sacrifice of 
any good quality. Business develops a gentleman, 
and instead of weakening any good quality, it 
Strengthens all of them. A real gentleman is not 
handicapped in business; quite the contrary. A boor 
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succeeds in business, or anywhere else, in spite of and 
not because of his boorishness.” 

Messrs. Garvin and Hampton concluded the after- 
noon meeting with a dialogue “Talking It Over” in 
which constructive business ideas were brought out. 

The talk “Making National Advertising Sell for the 
Retailer, Not to Him,” scheduled to be given by Elisha 
Waterman, executive vice-president, L. E. Waterman 
Company, was cancelled due to Mr. Waterman’s ab- 
sence because of illness. 


Friday Morning 


The meeting was opened with a showing of the film 
“It’s the Little Things That Count,” through courtesy 
of The Bates Manufacturing Company. 

Ralph Moser, vice-president, Carpenter Paper Com- 
pany, Fort Worth, spoke on “Selling and the Training 
of Salesmen.” Mr. Moser pointed out the importance 
of sales management and that “lack of sales direc- 
tion practically destroyed what had once been a fairly 
good sales organization. 

“Too many salesmen start out oversold,” he con- 
tinued. “It is often better to paint a dark position 
to the prospective salesman in order to feel him out 
and determine whether or not he has the essential 
punch to do the job.” 

The Open Forum which followed brought out some 
interesting experiences in selling, in which W. F. 
Block, Victor Safe & Equipment Company, told how 
he had studied double- and single-entry bookkeeping 
when he was selling so that he could better service 
his accounts and recommend better arrangements. 
Others taking part in the forum included Tom Hanson, 
National Blank Book Company, E. A. Keeling, Lou 
Storey of Wilson Stationery and Printing Company, 
Houston, and Mr. Garvin. 

A motion, offered by Mr. Garvin and seconded by 
Mr. Block, expressed regrets that E. Cliff Wilson of 
Houston and W. Neill Stewart of Dallas were unable 
to attend. 

A resolution offered by the resolutions committee on 
the death of Frank Dameron, Dameron-Pierson Com- 
pany, New Orleans, was adopted. 


Texas Travelers Elect Lanham President 


During the convention the Texas Travelers Club, 
which did a splendid job of entertaining the visitors, 
held its annual meeting, voted to change its name to 
the Southwest Travelers Club, and elected the fol- 
lowing officers: President, Dick Lanham; first vice- 


president, Jim Pryor; second vice-president, Jack 
Mathews; third vice-president, Roy Evans; fourth 
vice-president, Fred Deutsch; fifth vice-president, 


W. F. Gigliotti; treasurer, Tom McClure and secretary, 
Fred Fenne. 

The annual golf tournament of stationers and 
Travelers attracted no little attention with the fol- 
lowing being awarded prizes: Low Gross Score— 
Stationers: W. C. Northern, first; H. A. Wagoner, sec- 
ond; M. W. Drake, third. Travelers: Frank Ryan, first: 
Dick Lanham, second; Tom Riley, third; H. C. McPike, 
fourth. Low Net—Stationers: J. H. Cude, first; H. A. 
Pender, second; M. L. Hinkley, third; Lorenz Bauer- 
kemper, fourth. Travelers: Lionel Colomb, first; Frank 
Palmer and Stanley Modlerstrom, tied for second: 
R. C. Stafford, III, fourth. Highest Score: Louis Brown. 

Pee sarees 
A. M. A. INSURANCE DIVISION TO MEET 

As this issue goes to press we learn there is to be 
held on May 22 and 23 the annual meeting of the 
Insurance Division of the American Management As- 
sociation at the Hotel Claridge, Atlantic City, N. J. 
Among subjects which have been arranged for dis- 
cussion are the following: “Legal Aspects of Social 
Security,” “The Broker’s Message to the Insurance 
Buyer,” and “Boiler and Machinery Coverage from the 
Standpoint of the Insured and the Insurer.” 
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A. Annual Meeting 


One Hundred Gather at Colorado Springs to Elect 
Gillespie Governor—Mayor Birdsall Welcomes Delegates 


—Travelers Club is Host at Annual Dinner-Dance 


With an “all star” program and an attendance of 
better than 100, the regional convention of District 
No. 10 of The National Stationers Association, held at 
Colorado Springs, April 10-11, was one of the most 
successful in several years. 

At the closing session of the two-day meet, Lawrence 
Gillespie of the Sheridan Stationery Company, Sheri- 
day, Wyo., was elected governor for the coming year, 
succeeding Herbert Riley of the Out West Printing 
and Stationery Company, Colorado Springs. A reso- 
lution of thanks commending Mr. Riley for the fine 
work he did during the past year was adopted by the 
body. The new Governor said the 1940 convention will 
be held either in Denver or Sheridan, probably in 
Denver. 

The convention was welcomed by George G. Birdsall, 
mayor of Colorado Springs, and J. P. Oberhauser, vice- 
president of the Rocky Mountain Travelers Club. 

The first address of the Monday morning session was 
an inspiring one by Harold J. Hampton, president of 
The National Stationers Association, on the subject, 
“Building Accounts and Holding Them.” This talk, 
which was given at other regional meetings, has been 
reported in previous issues. 

In the second talk of the morning, R. S. Pechman 
of the Denver Stationery Company, Denver discussed 
the question: “What Type of Merchandise Can a 
Commercial Stationer Afford to Give the Promotional 
Service of His Outside Sales Force?’’ 

Mr. Pechman answered that question with the state- 
ment: “The type of merchandise any average outside 
sales force can afford to promote is merchandise which 
directly or indirectly represents a profit or a service 
to the customer.”’ 

In explanation of that theory he cited the following 
types of merchandise as representative examples: car- 
bon paper, loose leaf, catalog binders, steel furniture, 
steel shelving, visible equipment, filing systems, posture 
seating, ledger tray systems and map filing systems. 

“All those items,” he declared, “will provide the cus- 
tomer with efficiency or economy.” Continuing, Mr. 
Pechman showed how each of these lines represents a 
service to the customer. In the case of carbons and 
ribbons he cited figures to show that in the long run 
good merchandise of this type is more economical than 
cheap merchandise. He pointed out that proper loose 
leaf equipment means a saving of twenty to twenty- 
five per cent in efficiency; that steel furniture is eco- 
nomical because of low depreciation and high re-sale 
value; that steel shelving represents economy in pro- 
viding maximum protection for contents. He stressed 
particularly the service value of loose leaf equipment, 
pointing out that the value of filed information lies in 
its accessibility and completeness—features which only 
visible equipment can provide in highest form. In 
discussing vertical plan and map filing Mr. Pechman 
referred to the high cost of preparing maps and plans 
and showed that the best equipment for making them 
easily used is essential. Posture seating, he said, rep- 
resents economy not only by increasing efficiency but 
also by cutting down sick list costs. 

Mr. Pechman urged that since all these items do 
represent a profit for the buyer they must also be made 
to show a legitimate profit for the seller. He cited a 


tabulation, based on an anticipated profit of twenty- 
five per cent, showing how price reductions require 


huge volume gains to provide for the same net profit 
at the end of the year. They range from a required 
13.6 per cent additional volume on a discount of three 
per cent to a 400 per cent volume gain to equalize a 
discount of twenty per cent. 

The first morning session was concluded by a brief 
open forum, followed by a luncheon at which the Bates 
Manufacturing Company film, “It’s the Little Things 
That Count,” was shown. 


“Furnology” by M. C. Vaught 

“Furnology” was the subject of the highly instruc- 
tive Monday afternoon talk by M. C. Vaught, sales 
manager of the Gunn Furniture Company, Grand 
Rapids, Mich. “There is no substitute for hard work but 
work itself is useless if not properly directed,” Mr. 
Vaught declared in urging more intelligent sales effort. 

“The selling of furniture falls into three important 
groups, pre-planning, showing the merchandise, and 
getting the order. Too many salesmen do too little pre- 
planning. They show many price lines, failing to ask 
the customer what he wants. What we must aim for 
is to serve the customer from his angle, to find out 
where he plans to use the desk, whether it’s for him- 
self or a subordinate and so on. 

“It’s our obligation to meet every individual require- 
ment—as a matter of good selling. In some cases, we 
must sell up to that requirement, in others so-called 
‘trading up’ is exactly the wrong thing to do. In certain 
cases it’s just as wrong to sell an $85 desk to a man 
who needs one priced at $60 as it would be to sell a $60 
unit to a man who needs an $85 one. 

“Having learned a customer’s individual require- 
ments, we must build our sales appeal around those 
requirements—and do it in a language that the cus- 
tomer can understand. I can best explain what I mean 
by citing an experience of a friend of mine in buying 
an automobile. Since he was a traveling man, the 
salesman sold him on speed, easy driving and gasoline 
economy. When my friend’s wife came in the following 
day, the same salesman appealed to her from an en- 
tirely different standpoint—a steering wheel for small 
hands, easy parking and an adjustable seat which 
would permit her to reach the foot pedals easily. 

“People don’t buy articles but rather the usefulness 
they provide. We must remember that in selling fur- 
niture. The fact that a desk has rounded corners 
doesn’t mean anything to a buyer unless he’s shown 
their purpose. He isn’t interested in adjustable parti- 
tions in the drawers until he’s shown how they permit 
him to adapt drawer space to his particular require- 
ments. We must always tell why. 

“And how we say it and act out what we're saying 
has much to do with successful selling. For instance, 
when we're selling a beautiful finish, we must stroke 
that finish, show that we love it, that we’re proud of 
it. When we talk ease of drawer operation, we must 
demonstrate that. Survey figures show that sight 
appeal is eighty-seven per cent effective—a fact that 
we can capitalize on. Having done our own demon- 
strating, then we must let the customer demonstrate 
for himself.” 

In closing, Mr. Vaught declared that more sales are 
lost on price because salesmen are afraid of their own 
prices than because of actual customer objections. If 
the salesman is apologetic about his price, the cus- 
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tomer immediately becomes suspicious, the speaker 
pointed out. “We must know our values and be proud 
of our prices,’ he said. With proper pre-planning, 
there’s not much need for worry about price or about 
the need for a high-pressure close. The close is an 
automatic result of good selling up to that point.” 


“Dealer-Traveler Cooperation” 

Speaking on “Dealer-Traveler Cooperation” in the 
second talk of the afternoon, Roy E. Wells, district 
manager of the Art Metal Construction Company, 
urged dealers to help salesmen help them by keeping 
an open-minded attitude toward whatever information 
they may be able to provide. 

“You dealers are my real employers,” he declared. 
“As such you have a right to expect me to do my job 
well when I call on you. If I only check your stock and 
write up an order, I’m not doing that job. It’s part of 
my job to give you every bit of information possible 
that will help you sell merchandise. But in that I 
must have your cooperation. Dealers who invite us 
travelers to their sales meetings, give us a chance to 
furnish their salesmen with information we have at 
hand are paving the way for mutual profits. 

“We can bring you valuable information not only 
on our own lines but on others—ideas we have seen in 





INTERESTING PICTURES TAKEN AT THE TENTH REGIONAL 
MEETING IN COLORADO SPRINGS ON APRIL 10.—(Top) 
Charles P. Garvin and Harold J. Hampton, general manager 
and president respectively of The National Stationers Associ- 
ation. (Center) Delegates and their ladies gather for a group 
photograph outside the Antlers hotel. (Lower) L. to R.: Law- 
rence Gillespie, Sheridan Stationery Company, Sheridan, Wyo., 
governor-elect of the tenth regional district, and Herbert Riley, 
Out West Printing & Stationery Company, Colorado Springs, 
Colo., retiring governor of the district. 


other cities which may be valuable on a variety of 
commodities. Dealers who will take the trouble to keep 
a list of questions to ask their salesmen when we come 
around are helping us and helping themselves. 

“If you have any item—whether it’s ours or not— 
which isn’t moving, ask us about it. Maybe we can 
make a suggestion which will get the desired results. 

“For example, the Art Metal Construction Company 
learned that a great many dealers had, during the 
depression, accumulated slow-moving items due to 
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too-large-quantity buying before the depression. By 
use of circular letters asking for prices on those com- 
modities, we were able to compile a list of merchandise 
which had failed to move in one location yet which 
could probably be sold in others. By arranging for 
shifting that merchandise to stores where it would 
sell, we moved most of it at little or no loss.” 

A brief open forum concluded the afternoon session. 
In the evening, the “Rocky Mountain Travelers” 
staged their annual dinner dance and floor show. 


Kendrick on Costing by Departments 


In a highly instructive Tuesday morning address, 
L. R. (Jack, Kendrick of the Kendrick-Bellamy Com- 
pany, Denver, answered the question, “Should We Keep 
Costs by Departments.” Mr. Kendrick launched his 
talk with a semi-humorous discourse on all the sup- 
posed advantages of not keeping costs by departments. 
There would be no arguments between department 
heads over window and advertising space. Merchan- 
dise wouldn’t have to be segregated. There would be 
no time-consuming reports to make. The “bosses” 
wouldn’t have figures to analyze and consequently 
could go fishing when they wanted to. 

Switching to the practical side of the thing, he 
pointed out that only through keeping costs by depart- 
ments can the stationer know where he is making 
money and thus be able to plan his operations intelli- 
gently. 

Showing the need for a well-planned cost distribu- 
tion system, he declared. “The more complete and 
accurate the apportionment of costs by departments, 
the more true will be the figures showing whether a 
certain department is actually making or losing 
money.” 

Thompson on Advertising 


Speaking on “Advertising” in the second morning 
address, George Thompson of the Kistler Stationery 
Company, Denver, declared that many stationers over- 
look the investment in their own people as one of the 
most important adjuncts to any advertising program. 
“All you need is a dumb shipping clerk to make the 
smartest man look like a rube,” he said. “All you need 
is one arrogant salesperson to make the most carefully 
planned advertising program look like a jig-saw 
puzzle. All you need in your store is a ‘don’t care’ 
attitude and you'll be hiring advertising experts by 
the gross.” 

Mr. Thompson cited the exceptional courtesy and 
willingness to serve of most air line employes as an 
outstanding example of one of the most valuable types 
of advertising available to any businessman. 

The Tuesday luncheon was devoted to showing of 
the Rustcraft Publishers film, “The Manufacture of 
Greeting Cards.” The afternoon session featured the 
Sales Institute, led by Charles P. Garvin, and the 
N. S. A. dinner-dance and floor show in the evening 
completed the convention.—BART 
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CHICAGO OFFICE APPLIANCE MANAGERS MEET 

The April meeting of the Office Appliance Managers 
Association of Chicago was held on the evening of the 
fourteenth at Medinah Athletic Club. The subject, 
“How to Increase Activity in the Sale of Office Equip- 
ment,” was handled as a round table discussion. The 
membership was particularly interested in the report 
of J. E. Chestnut, Chicago manager for Ditto, Inc., 
whose office has recently established an all-time high 
record. Harry Cross of Dictaphone Sales Corporation 
read a paper prepared by W. F. Titus, vice-president 
I.B.M., showing by examples that instead of adding to 
unemployment modern machinery actually creates em- 
ployment. Because of the interest in the paper Mr. 
Chestnut had copies made to be distributed throughout 
the entire membership. E. H. Corey of International 
Business Machines Corporation, president of the asso- 
ciation, was in charge and contributed some excellent 
sales ideas 











12th District Meets at Los Angeles 


Governor Lindsay Greets 100 Delegates—Garvin and 


Hampton enjoy Palm Springs Trip as Guests of Harry 
Morgan, Former N. S. A. President 


With more than 100 enthusiastic stationers present, 
all of whom reflected the sunshine of Southern Cali- 
fornia by their gaiety and good-fellowship, the annual 
meeting of the twelfth regional district of The Na- 
tional Stationers Association was held on April 14 at 
the Biltmore hotel in Los Angeles. 

xovernor W. R. Lindsay, West Coast Stationery & 
Printing Company, was on hand betimes to greet the 

















HAROLD HAMPTON W. R. LINDSAY 


delegates and visitors as they gathered in Assembly 
Room No. 2, a space amply large but no more com- 
modious than the requirements demanded. He was 
flanked on either side by other celebrities of NSA fame 
including genial General Manager Charles P. Garvin 
and President Harold Hampton and Harry Morgan, 


past president of the NSA and president of the Sta- 
tioners Corporation. 

Wit, humor and judgment characterized the speeches 
of those who addressed the meeting, among them 
being Carl Grimes, Grimes-Stassforth Stationery Com- 
pany; William F. Johnston, Schwabacher-Frey Com- 
pany; Reid Lockard, and others well known in the 
trade in the Los Angeles territory. 


Garvin's Address 

The feature of the day was the address of Mr. 
Garvin on “Malice in Wonderland,’ which has been 
reported in previous issues when delivered at other 
regional meetings. With his usual extemporaneous 
manner of speaking which delights audiences every- 
where, Mr. Garvin packed a lot of fun and logic in his 
fifteen minute talk which, by the way, was preceded 
by a clever introduction by Harry Morgan, who ad- 
dressed the gathering on “Thought Waves of Asso- 
ciation Activities.” 

President Hampton was in fine fettle when it came 
his turn to tell those present ‘all about it!’”’ As on 
previous occasions he took as his subject “Building 
Sales and Holding Them,” illustrating his points by the 
use of two diagrammatic forms. 

A quick view of one of California’s showplaces was 
afforded Messrs. Hampton and Garvin when, on Satur- 
day following the meeting, they journeyed to Palm 
Springs as guests of Mr. Morgan to enjoy a leisurely 
luncheon and snatch a few hours of well-earned rest 
in the famous Southern California desert resort before 
going north for the San Francisco meeting. 





SOME OF THOSE AT TWELFTH DISTRICT MEETING IN LOS ANGELES ON APRIL 14 

Book Store, Pasadena. Lower left: Al. Davidson, Los Angeles 
Stamp & Stationery Company. Lower left center: Mr. and Mrs. 
Ebenezer Wallace, Southern California Stationers, and their 
son, Fred. Lower right center: Harry Spurlock, National Blank 
Book Company, and Eaton Gillette, Zellerbach Paper Cor- 
poration. Lower right: Guy Denison, Esterbrook Pen Co. 


Top left: Two old pals shake hands! Charles P. Garvin, gen- 
eral manager, NSA, and Harry Morgan, past president, NSA. 
and president, Stationers Corporation. Top center: Smiles 
reflect California sunshine. Georgia Baulstein, S. J. Warner 
and Elma Short, all of the Stationers Corporation. Top right: 
Stuart Last, Cahen, Davis & Company, Los Angeles repre- 
sentatives of A. W. Faber, and Earl Holden, manager, J. C. 
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Seated at the speakers table from left to right: J. A. 
Russell, Friden Calculating Machine Company; A. W. 
Douglas, Berger Manufacturing Company; G. D. Em- 
tage, Columbia Steel Equipment Company; A. R. Baker, 
A. R. Baker Company; Elmer Wheeler, Tested Selling 


WHOLESALE STATIONERS PREPARE 
CONVENTION PLANS 
With several committees working in unison to make 
the event outstanding in every way, the Wholesale 
Stationers Association is completing plans for its 
twenty-fourth annual convention which opens June 4 
at the Hotel Chase, St. Louis, Mo. 


As part of the plans for assuring a large attendance 
H. C. Whittemore, secretary of the organization, issued 
a lengthy statement to the membership extolling the 
many attractions which St. Louis has to offer the 
visitor. Among these he included the Art Museum, 
Cahokia Mounds, Chain of Rocks park, Grant’s log 
cabin, Jefferson Memorial, Lindbergh trophies, and a 
dozen other sights well worth seeing. 

Under the general chairmanship of Herbert Held, 
of the Blackwell-Wielandy Company, the following 
committees and committee chairmen are handling all 
of the necessary details: 

Publicity, Frank H. Wielandy, Blackwell-Wielandy 
Company; banquet, Asa Wallace, Wallace Pencil Com- 
pany; golf, Newell Augur, Wallace Pencil Company; 
program, H. C. Whittemore; entertainment, George 
Dyson, Mittag & Volger, Inc.; prizes and souvenirs, 
Gil Dure, U. S. Playing Card Company; transporta- 
tion, Bob Lewis, Dennison Manufacturing Company. 


—- 


NORTHWEST STATIONERS OPEN CONVENTION 


As this issue goes to press the eleventh district of 
The National Stationers Association opens its annual 
regional meeting, April 24 and 25, at the Hotel Con- 
gress, Portland, Ore. A complete report of the two-day 
gathering will appear in the June issue 


THE UEF DES MOINES STAFF SEATED 
AROUND THE FESTIVE BOARD.—(L to 
R) Sam Figg, Mason City; A. L. Abram, 
Cedar Rapids; Elmer Morgan, Des 
Moines; Athol Smith, Ottumwa; Gordon 
Kershner, Des Moines; W. J. Condon, Des 
Moines; Louis Peterson, Des Moines; 
John H. Barger, Des Moines; Lowell Eber- 
sole, Des Moines; Ed Parkison, Des 
Moines; F. A. Bredimus, Waterloo; Van 
W. Haverton, manager, Des Moines; Fred 
Barger, Des Moines; M. C. Devitt, Des 
Moines; H. J. Seaver, Des Moines; Clyde 
Harden, Iowa Falls; J. M. Roberts, Des 
Moines; Wendell Weed, Des Moines; C. 
Y. Grayson, New York; Charles King, Des 
Moines; Chase Lieser, Des Moines. 


BANUQET WHICH PRECEDED THE OPENING 
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OF THE PHILADELPHIA BUSINESS SHOW 
Institute; N. Claiborne Hale, Dictaphone Sales Corpo- 
ration; R. S. Kelley, Kee-Lox Manufacturing Company; 
C. W. Norton, Shaw-Walker Company; C. Ellwood 
Smith, Autocopy, Inc. (The story of the business expo- 
sition appears on pages 40, 41 and 42.) 


ILLINOIS BOOKSELLERS CONVENE 
As this issue goes into the mails there is being held 
at Peoria, Ill., on May 2 and 3, the twenty-fourth 
annual convention of the Illinois Booksellers and Sta- 
tioners Association. Staff members of OFFICE APPLI- 
ANCES will cover this important gathering and a full 
report of the event will be prepared for the June issue. 


—<—-—____—. 


UEF DES MOINES BRANCH FETES SALESMEN 


When the boys of the Underwood Elliott Fisher office 
at Des Moines, Iowa, rallied to the cause and sent their 
quotas so high that Branch Manager V. W. Haverton 
won a trip to the New York World’s Fair as a guest 
of the company, he was properly grateful. 

As a result all salesmen of cities coming under the 
jurisdiction of the Des Moines branch met in the 
Hotel Fort Des Moines for a banquet tendered them 
by Mr. Haverton as a mark of his appreciation of 
their efforts. 

The event was held with C. Y. Grayson, special 
representative of the UEF sales department as a guest 
speaker. Previous to the dinner the salesmen, their 
manager and Mr. Grayson had attended a lively and 
inspiring sales meeting in the hotel at which those 
present were warmly congratulated on accomplishing 
a one hundred per cent quota for the first three 
months of the year. 

Another guest of the evening, and one whom the 
sales staff members welcomed with pleasure, was Bar- 
ney Stapert, speed typing champion, who gave a cap- 
ital demonstration of his ability, and helped make the 
evening a success. 
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PRESIDENT SMITH HONORS COLUMBUS 
SMITH-CORONA BRANCH 


Branch Manager J. W. Kiplinger of the Columbus, 
Ohio, office of L. C. Smith & Corona Typewriters Inc., 
and his entire staff were the guests of President H. W. 
Smith at a banquet staged in their honor at Columbus 
on March 25. 

To say that Mr. Kiplinger and his staff were de- 
lighted to learn that they had won first place in a 
nation-wide sales contest is putting it mildly. But 
when they further learned that their president was 
personally journeying to Columbus for the purpose 
of offering his congratulations the general barometer 
of enthusiasm took an upward leap and stayed there. 

Mr. Smith arrived in Columbus accompanied by 
E. L. Smith, assistant to the president, after, he ex- 
plained with a smile, he had “taken time out” at 
cleveland to bowl in the A. B. C. tournament. He 
was greeted in Columbus by Mr. Kiplinger, who in- 
formed him that a goodly share of the Deshler- 
Wallick hotel had been roped off for the occasion, 
with everybody eager for festivities to begin. 

So it was that President Smith found himself on 
the evening of March 25 seated at the head of a table 
around which were grouped salesmen and their ladies 
as well as a number of dealers who were invited to 
attend the banquet and meet the president. 

Genial and happy, Mr. Smith was an ideal host 
with a fine knowledge of putting everyone at their 
ease. He made it clear during the evening that he 
was more than proud of the Columbus organization 
and his sentiments were enthusiastically seconded by 
Mr. E. L. Smith. 


— 
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GLOBE-WERNICKE EXECUTIVES AND 
TRAINING SCHOOL GRADUATES.—The 
majority of this group are Globe-Wer- 
nicke Co., dealer's salesmen who gradu- 
ated from the company’s March school at 
the factory in Cincinnati where they re- 
ceived an intensive course of instruction 
in merchandising office equipment and 
supplies and systems work. The class 
also made an inspection tour of the fac- 
tory. General Sales Manager H. C. An- 
derson was chairman of the meetings. 
Seated third from left in front row is J. S. 
Sprott, president of the company. 


DELAYED REPORTS 

Following the National Stationers Association Re- 
gional meeting in Los Angeles on April 14, President 
Harold J. Hampton and General Manager Charles P. 
Garvin, journeyed to San Francisco and met with the 
executive committee in that city. Our correspondent’s 
report is on a plane between the Pacific Coast and Chi- 
cago as this form goes to press. It will be presented 


in June. 


Another delayed report concerns the San Jose Type- 
writer Dealers Association, which celebrated its seventh 
anniversary recently at the De Anza hotel, San Jose, 
Calif. In point of attendance it was one of the largest 
meetings in the history of the group. 

Following a splendid dinner, members and guests 
were entertained with a Bergen and Charlie McCarthy 
skit put on very ably by Claude Wilson and Percy 
Smock of the Hunter Office Store Equipment Company. 

This splendid anniversary meeting was ably presided 
over by President D.C. Ahlers. 


*—- 


STATIONERS BOARD OF TRADE MEETS 


As this issue goes to press the regular monthly 
meeting of the Stationers & Publishers Board of Trade 
was scheduled to be held on April 27 in the Aldine 
Club, New York City. George F. Griffiths, Sr., president 
of the Noesting Pin Ticket Company, Inc., was to be 
speaker at the luncheon and he was to address the 
gathering on the subject of “What Are We to Do 
About the Price Cutter?” 





PRESIDENT H. W. SMITH IS HOST TO SMITH-CORONA COLUMBUS BRANCH 


A happy group of men and women gather around the 
banquet board of guests of President H. W. Smith of 
L. C. Smith & Corona Typewriters Inc, who journeyed 
to Columbus, Ohio, to personally congratulate Branch 


Manager J. W. Kiplinger and his staff on winning first 
place in a nation-wide sales contest. Seated on the 
right of Mr. Smith is Branch Manager Kiplinger while 
(right) is Elwyn L. Smith, assistant to the president. 
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A day in the life of a 


MIMEOGRAPH 
DUPLICATOR 





) 


9:15 A. M. 


Walter, the Office Boy, 
starts the Mimeograph 
duplicator rolling for 
the day. Supply of ruled 
forms for the accounting 
department is low, so 
hegetsout the filed sten- 
cil sheet for them and 
runs off a new supply. 








11:40 A. M. 


Secretary to the boss 
takesdowna “Burn Em 
Up” bulletin to the sales 
force. She'll put it on 
the Mimeograph stencil 
sheet and Walter will 
have copies ready to air 
mail in a jiffy. 





1:15 P.M. 


Walter is still at lunch, 
or somewhere, so the 
young lady at the right 
steps in as operator. 
She’s making ready to 
produce monthly state- 
ments for the firm, 
They'll go out dressed 
in permanent, velvet- 
black Mimeograph ink. 








2:50 P.M. 


They call Montgomery 
the company artist be- 
cause he traces pictures 
so well. At the Mimeo- 
graphilluminated draw - 
ing board he is now pre- 
paring an illustrated 
catalog page that will 
soon be duplicated via 
Mimeograph duplicator, 








The Mimeograph duplicator, with its integrated products—Mimeo- 
















5:45 P.M. 


Walter is back. He’s 
staying down, on his 
own hook, to run off 
copies of the minutes on 
the Mimeograph dupli- 
cator for a secret so- 
ciety he belongs to. It 
meets tonight. 





graph stencil sheets, inks, and illuminated drawing board—can do 


a lot of things for office and institution. It does them all more neatly 


and more legibly. [ts economical and it’s permanent. This is the new 


story we're telling your public in your national magazines this month. 


Help it build sales for you. A. B. Dick Company, Chicago. 


MIMEOGRAPH 








is the trade mark of A. B. Dick Company, Chicago 
Registered in the United States Patent Office 














AIGNER CELEBRATES 30TH ANNIVERSARY 
WITH DINNER DANCE 


Plenty of good food, intriguing dance music and a 
few short speeches were combined on April 1 to make 
up the thirtieth year celebration of the G. J. Aigner 
Company, 503 South Jefferson street, Chicago. The 
event was held in the Walnut Room of the Lions 
building. 

Decorated tables, set in horseshoe shape, greeted the 
celebrants when they reached the scene of festivities 
at 7 o’clock. All ready for them was a corps of waiters 
and unlimited delicious fried spring chicken. After 
everyone became acquainted Mrs. G. J. Aigner pre- 
sented the invitational greeting which was followed by 
a brief review of his company by Mr. Aigner. Elmer 
Krumwiede, sales manager, and W. D. Comstock, sec- 
retary, then spoke a few words and Mr. Aigner rose 
again to close the speech-making with a little talk on 
“Charting Our Course.” 

Then everyone settled down to the serious business 
of attacking the dinner which was held in a private 
dining room, following which they repaired to the 
Walnut Room where a splendid orchestra was on hand 
with a program of dance music which was a fitting 
climax to a grand evening of fun. 

: si lip et 


STATIONERS BOARD OF TRADE HOLDS FOURTH 
ANNUAL FORUM AND DINNER 

Featured by a record turnout and the appearance of 
several prominent speakers, the fourth annual forum 
and dinner of the Stationers & Publishers Board of 
Trade was held March 24 at the Hotel Biltmore, New 
York City. 

Howard S. Sanders, executive secretary of the organ- 
ization, was chairman and upon him fell the job of 
introducing the various speakers, a task he performed 
with his usual ability. After a brief statement he called 





OFFICE APPLIANCES 


THEY'RE HAPPY!—And they've a right 

to be because all these smiling faces 

were snapped at a dinner-dance held on 

April 1 to celebrate the thirtieth anni- 

versary of the G. J. Aigner Company. 

Chicago. Mr. and Mrs. Aigner are seated 
at the head table. 


a 


upon Leonard E. Willett, Textile Banking Company, 
who spoke on “Proper Financing.” This was an ex- 
tremely interesting subject, well handled, in which the 
speaker described various good and bad methods of 
financing large companies and brilliantly analyzed the 
faults of the latter class. 

Many times, the speaker said, large and small com- 
panies are operating on financial methods totally un- 
suited to their organization or else hopelessly outmoded 


a 


LEADERS OF THE 
“CAST.”—Miss Doro- 
thy South, talented ac- 
tress, and Howard 
Sanders, who won ap- 
plause for their clever 
acting in a humorous 
skit “When a Credit 
Manager Neglects His 
Wife.” 





for these times. Often, he said, the wrong man is on 
the financial job and in some cases, where a company 
is somehow muddling along, the right man would have 
immediately seen the difficulties surrounding their sys- 
tem and gone to work to correct it. 

Most company troubles, Mr. Willett pointed out, cen- 
ter about accounts receivable, a financial ailment cur- 
able by what he termed “factoring” and described as 
“the cashing of approved invoices on shipment and at 
that point the factor assumes all responsibility for 
ledgering, collections and bad debt losses.” 


Following Mr. Willett’s excellent address there was a 
brief general discussion which was followed by a talk 
on “What Constitutes Sound Credit Policies” by Roy A. 


Meetings & Dinners Section 
Continued on Page 105 


EVERYBODY WAS THERE!—The crowd 

which attended the fourth annual dinner 

of the Stationers & Publishers Board of 

Trade at the Hotel Biltmore, New York 
City, on March 24. 
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Anybody who uses a 
typewriter should find here 
many helpful hints 


... may we send you | F&F 





a copy with our 


compliments ? 














LC SMITH & CORONA TYPEWRITERS INC 
Desk 5, 191 Almond Street, Svracuse, N. Y. 


lease send a copy of your booklet “Tips to typists’” to: 
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MANUFACTURERS ALSO OF CORONA PORTABLES— SPEEDLINE” AND ZEPHYR” 
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REPORT OF IMPORTANT EVENTS 


AND ACCOUNT OF 


NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY 


DIVISION OF THE INDUSTRY 








MISCELLANY 


— 





HAZEN AMES ELECTED PRESIDENT OF AMES 
SUPPLY CO. 
At a special meeting of the board of directors of the 
Ames Supply Company, Chicago, Hazen R. Ames was 





HAZEN R. AMES 


elected president to succeed his father, Arthur R 
Ames, who died suddenly on March 13. 

Hazen Ames, who has been connected with the com- 
pany since 1925, serving the past four years as execu- 
tive vice-president, is well known to the trade in the 
Middle West. For a number of years he has been active 


se) ig! <M 





E. S. WHITE 


MRS. D. R. AMES 


in association circles, serving as secretary of the Chi- 
cago Typewriter Dealers Association. His hundreds of 
friends will wish him well in his task of shouldering 








the added responsibilities which become his in accept- 
ing the presidency. 

Other promotions and vacancies filled by the board 
were as follows: 

D. R. Ames, formerly eastern division manager, was 
elected vice-president and Earl S. White was advanced 
to the position of western division manager. 


*—> 


HAMPTON HOLDS 20TH ANNIVERSARY 
OF BUSINESS 

With two decades of steady and prosperous growth 
behind it, and every indication of continued well-being 
before, the Indianapolis Office Supply Company, In- 
dianapolis, Ind., owned and operated by Harold J. 
Hampton, on March 31 celebrated its twentieth anni- 
versary. 

Mr. Hampton, known throughout the nation as presi- 














HAROLD J. HAMPTON 


dent of the National Stationers Association in his sec- 
ond term, launched the business in 1919 and, backed 
by his policy of fairness in business methods, got away 
to a flying start. Due principally to the conscientious 
and progressive attitude of the organization’s manage- 
ment the company has developed into one of the larg- 
est and far-reaching stationery and office supply 
houses in Indiana. At the present time it covers a 
fifty-mile radius and lists among its customers a large 
percentage of prominent business, professional and 
industrial firms within the Indianapolis trade area. 

In addition to his many duties as president of the 
N. S. A., Mr. Hampton is active in community affairs 
and is a member of the Indianapolis Co-Operative 
Club 
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SEATING-- 
te the Modirn fcc 


® When you suggest the GoodForm Com- 
fort Master for the executive you make a 
business friend for life. You take away the 
strain of work and enable him to go home 
relaxed, refreshed. You remove the discom- 
fort and fatigue of incorrect seating, and by 


reason of comfort, increase mental alertness. 


The same good seating comfort awaits the 
office worker who sits in the GoodForm 
Posture Chair —the chair matched to the 
individual’s measurement and_ physical 


characteristics. 


There is less backache, less fatigue—and con- 
sequently more productive effort — when 
executives as well as office workers sit in 
the Comfort Master and GoodForm Posture 
Chairs. In these two modern chairs the GF 
Dealer sells duty matched comfort and wins 


the goodwill of the entire business organization. 
Jee GENERAL FIREPROOFING G: 


=2@Q> 


T OUN GS fF OW NR . OHIO ° 

































































ALL RIBBONS 


—like wheelbarrows—look about alike. It's their 


LOADS that differ. 


You can't get lovely flowers from poor soil or 
beautiful letters from ordinary inks. 


PANAMA and BEAVER ribbons carry rich, evenly 
distributed, PIGMENT ink 


loads of it. 






PANAMA or 
BEAVER man 


knows! 





MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 
Typewriter Ribbons and Carbon Papers 


188 THIRD AVENUE BROOKLYN, N. Y 





OFFICE APPLIANCES 


N. Y¥. WORLD’S FAIR PROCLAIMS SEPTEMBER 22 
AS “STATIONER’S DAY” 

Timed perfectly to coincide with the closing date of 
the N. S. A. convention at Boston, the New York 
World’s Fair has proclaimed September 22 as “National 
Stationers Association World’s Fair Day.” 

This information was released through a bulletin 
issued by General Manager Charles P. Garvin of 
N.S. A., in which he said that while no definite plans 
had yet been made it is expected that arrangements 
will be comnvleted whereby a large group of stationers 
will journey to the fair grounds on the morning of 
September 22, one day after the convention ends. 
There is also a poss'‘bility, the bulletin discloses, that 
a special auditorium will be reserved for stationers 
at the fair and that reduced admission prices will be 
obtained by the purchase of books of tickets. 

°—-<« 
DOUGLAS LOSES COSTLY STOCK TO BURGLARS 

About 200 fountain pens and 200 pencils, valued at 
approximately $2,000. were among the articles stolen 
from the H. Dorsey Douglas office supply firm, Okla- 
homa City, Okla., when burglars broke a glass out of 
a rear door, early Sunday morning, March 26. 

Three days later city police detectives had recovered 
about $500 worth of the missing merchandise. Police 
obtained a statement from a nineteen-year-old youth 
arrested in the case to the effect that he acted on 
impulse when he broke the glass out of the store door 
and stole the merchandise when he was going home 
from a downtown beer parlor. A twenty-six-year-old 
man, arrested with the boy, was charged with receiv- 
ing stolen goods. 

Most of the pens and pencils taken were of the ex- 
pensive type according to Charles McDaniel, store 
manager for the company. Police recovered sixty-five 
fountain pens, twenty pencils, ten combination sets 
and one mail scale-—EVH 

*—- 
CRYSTAL FINISH DRESSES UP OLD TYPEWRITERS 

An air compressor, with tank gun for refinishing 
purposes, and a small baking oven has contributed ma- 
terially to better rebuilt and service sales on type- 
writers for the Joplin Typewriter Company, Joplin, Mo. 

The compressor provides for better typewriter clean- 
ing and, with the baking oven, has greatly speeded the 
repair work. Repainting of typewriters was formerly 
done by hand and air dried. 

The new equipment is particularly useful in apply- 
ing crystal and wrinkle typewriter finishes. The crystal 
finish dresses up and gives a modern touch to old 
typewriters; the liquid used in this finish is “clear,” 
the transfer. 


so that its application doesn’t hide 
BART 
<< 
“STATIONERY SUGGESTIONS” WINS READER 
INTEREST 


The April issue of Stationery Suggestions, published 
by Carlisle’s of San Francisco, has just been received. 
Perusal inspires the comment that the little publica- 
tion rings the bell with readers because of its cleverly 
sustained note of gayety. The humor with which all 
the descriptions and sales copy anent office supply 
items is spiced, invites reading from cover to cover. 
Interspersing of comic stories and cartoons that are 
unrelated to the merchandise offered by Carlisle’s, add 
another ingredient to the recipe which Editor Arthur 
Hargrave effectively follows in each issue. It seems 
to us that Stationery Suggestions achieves the purpose 
of all good house organs to a very high degree 

<< 
ROTH RECOVERS FROM OPERATION 

Charles F. Roth. head of the C. F. Roth Sales Com- 
pany, Chicago, is recuperating at home following a 
throat operation performed last month at the Evan- 
gelical hospital. It is expected that following his 
complete recovery Mr. Roth will take a lengthy vaca- 
tion before returning to his office to resume his duties. 
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are sometimes made cheaply to sell 
at a price. Others are made to give 
your customers long satisfactory 
service. Ours are the latter kind. 
But they are made in such quan- 


tities that the prices are low. 
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will be interested in some new in- 


formation we want to give you 


regarding our Celluloid Insertable 


Pressboard Guides. Write today 


—it means dollars to you. 


MAA 








are made by the millions and we 








make a lot of them. When you 





require special guides of any kind 






—let us quote you. 
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50TH ANNIVERSARY RECALLS GRAHAM’S 
“TENT” STORE 


Fifty years ago Spokane, Wash., was visited by a 
disastrous fire which swept clean the city of wooden 
buildings and accounted for several chapters in Rud- 
yard Kipling’s account of his visit to America. 

But that was not all it did. For it left a great 
mass of smoldering ruins, streets black with cinders, 
remains of buildings wobbling on their foundations 
and young John W. Graham with an idea. 

John Graham was a youthful Hoosier from Indiana 
who had sold papers in his home town and had con- 
ceived an idea that the West was the place for an am- 
bitious youth with a desire to branch out for himself. 
So it was that he went West—so far so in fact that a 
few more yards would have placed him out of the 
county. John Graham looked about; he even visited 
Spokane Falls because a fountain pen traveling sales- 
man told him to do so. He made a quick journey East 
to wind up his affairs and during the interim the great 
fire broke out. 

Returning to the coast the young Indiana traveler 
encountered S. Heath, the owner of a stationery busi- 
ness which, like everything else, had fallen prey to 
the conflagration. Mr. Heath did not want to re-enter 
business and young Graham took over what was left. 
Thus it was that the still-bewildered citizens of the 
burned town found a brand new stationery store with 
the board sidewalk as its aisle and a flopping piece of 


OHN W. GRAHAM, 
SUCCESSOR:2S.HEATH. 







JOHN GRAHAM AND HIS TENT STORE.—It was just one hour 
after the initial stock for the sidewalk emporium was opened 
by John W. Graham fifty years ago that this picture was 
snapped. Holding a bottle of something or other in one hand 
and smilingly ready for business is young Graham himself 
while the gentleman leaning nonchalantly against the cur- 
rent issue of The Police Gazette looks on in admiration. 


tenting as its roof awaiting their pleasure. Busily 
arranging his $300 worth of stock, including a goodly 
number of copies of Harper’s Weekly and The Police 
Gazette, they also found young Graham. He was 
proud of his meager supply of bound books, crocks of 
ink, paper and envelopes and a letter press. This side- 
walk establishment (as shown in the picture) was 
pitched directly outside the home of his benefactor, 
Mr. Heath, where now stands the Hotel Touraine. 
Included in the stock were a few—a very few—Water- 
man fountain pens which were in the class of fine 
jewelry and “were taken home every night and placed 
under the pillow for safekeeping.” 

Today the John W. Graham & Company occupies 
about 134,000 square feet of floor space at 1707-711 
Sprague avenue and 708-716 First avenue, being a 
wholesale as well as a retail business. 

“When cold weather came on,” Mr. Graham remem- 
bers, “it was time to move indoors and consequently 
I began adding to the stock. I got the first camera 
agency and also one for a typewriter. Then books, 
school supplies, Edison cylinder phonograph records 
and Dennison’s tags were added one by one. Many 
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Just Announced— 


What about Platens? That enormous mar- 
ket for New Business and More Business 
for all Typewriter Dealers? 


Here’s what about it! A concerted, national 
drive for Platen Re-Covering business, with 
Ames cooperating by supplying a mailing 
piece and a suggested sales talk. 


So let’s go—and let us hear from you. 


Time to Re-Cover Month 


June 1939 
AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


Home Office: 
564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices and Branches: 


ENGLAND, Longs, Ltd., 80 Queen Street 
London, E. C. 4., England 
Tel.—City 1621 
MEXICO—L. Gomez, Jesus Carranza No. 28 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


Branches 
ATLANTA—I1 Pryor Street 
Tel.—Walnut 2443 
DALLAS— 206 Lane Street 
Tel.——2-8894 
NEW YORK CITY—37 Murray Street 
Tel.—Barelay 7-2191 
SAN FRANCISCO—583 Market Street 
Tel. —Garfield 1264 


Offices and Agents 


Boston—Ames Supply Agency Minneapolis—Precision Platen Co. 
136 Federal Street 126 South Third Street 
Tel—Hubbard 6895 Tel.—B.R. 6482 

New Orleans—Peter Paul Mech. Ser. 
509 St. Charles Street 
Tel.—Magnolia 1205 
Philadelphia—Liberty Typewriter Co. 
132 South lith St. 
Tel.—KIN. 0417 
' Pittsburgh—Standard Typewriter Co 
50! Market Street 
Tel.—Atiantie 0342 


St. Louis—F leteher yaad Ceo. 
806 Pine Street 


Tel.—Main 08643 
Seattle—Seattie Platen Mfg. Co. 
9! Spri treet 


or’ "e 8 
Tel.—E.L. 1576 


Cincinnati—Peter Paul Service 
808 Main Street 
Tel.—Parkway 0866 


Cleveland—Typewriter & Supply Co. 
1006 Superior Ave., N.E 
Tel.—Main 0136 


Denver—j. 8. Stohi & Co. 
926 Seventeenth St. 
Tel.—Main 1624 


Indianapolis—King Typewriter Exch 
207 Massachusetts Ave. 
Tel.—Lincoin 9470 


LosAngeles—W inder’s Platen Serv.Co. 
524 8. Spring Street 
Tel.—Michigan 0259 


Washington, D. C.—General Type- 
writer Co., 806 F. St., N.W., Tol 
NA. 2249 
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“STAX” DEMONSTRATOR 


...a miniature STAX ON STEEL Storage Drawer 
— perfect in every detail — finished in rich olive 
green with lustre-steel trim. 

It's easy to carry; it's fun to 
show! Helps sell the toughest 
buyer on placing an order 


a 


STAX ON STEEL 


the Economical Fibre-Board 
Storage File that ‘Builds Its 
Own Steel Shelving", as you 
stack it. 


Sell "STAX'' Now — and ev- 
ery month—for storing semi- 
active records. Ask us about 
a miniature "“STAX" Demon- 
strator to help you pile up 
profits. 


BANKERS BOX CO. 
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old timers will remember Clarence W. Drury, who 
hailed from Maryland, who was the store's first sales- 
man.” 

John W. Graham’s office door is as wide open today 
as was the flap of his tent fifty years back. Although 
still the directing head of a great business he always 
has time for visitors and most likely always will. 

— - 
BEDAU HEADS “FRISCO” S. M. A. 

Fortified by a broad experience in the advertising 
agency and public relations fields, as well as in selling 
in the office appliance industry, Hugo A. Bedau was 
recently elected president of the San Francisco Sales 
Managers’ Association on April 6. Bedau was ad- 
vanced from the senior vice-presidency and the chair- 
manship of the ways and means committee, in the 
traditional successorship in this, the oldest organiza- 
tion of sales executives in the United States. 

For five years owner of the franchise of San Fran- 
cisco district agency of Marchant Calculating Machine 
Company, which area he has brought up to a ranking 











H. A. BEDAU 


position on the corporation’s national sales map, Mr. 
Bedau, at forty, has won recognition in his own field 
and in the broader realm of organization and civic 
affairs. A dynamic personality and a sustained driving 
force have steadily brought responsibilities of leader- 
ship to him. 

With his predecessor, retiring President P. E. Allan, 
sales manager of Tidewater-Associated Oil Company, 
Mr. Bedau headed the association’s phalanx which 
inaugurated the “Sell San Francisco” campaign last 
year to broaden the metropolitan marketing area, cor- 
rect false propaganda about complacent merchant 
attitudes to labor troubles, and reaffirm San Fran- 
cisco’s premier place in its tributary territory. 

Mr. Bedau has pledged his administration to 
a vigorous continuation of this community effort. 
Preliminary meetings to further it have already been 
held. 

For his platform as to general activities, Bedau de- 
clares that Article II of the Association’s constitution 
suffices, squaring as it does with his own philosophy 
of selling: 

The object of the organization shall be the ad- 
vancement of the science of sales management, 
to increase the efficiency and business capacity of 
each member by the free exchange of ideas, and by 
open discussion of business methods, to the end 
that effective and ethical selling plans may be 
established. 

As a boy Mr. Bedau had to take hold of his father’s 
tea, coffee and grocery business. Later he had varied 
sales experience with Marshall Field & Company and 
Burroughs Adding Machine Company. Going to the 
Pacific Coast he held posts in the business end of the 
Oregon Journal and Oakland Tribune, on the latter as 
promotional advertising department manager. Then 
followed six years as an advertising agency executive 
and as a free lance research analyst and public rela- 
tions counsel 
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FIVE STEPS fo 
BETTER BUSINESS on 


RED-FIBER ENVELOPES! 


Be sure the envelopes you sell are properly 
reinforced. The strongest glue will not al- 
ways hold at that critical point where the 
flap joins the body. To make sure there is 
no pulling apart, Oxford Red Fiber file 
pockets and five-piece envelopes are fastened 
with metal eyelets at these points of great- 
est strain. 












All Oxford Red-Fiber items that usually sell in small 
quantities are packed that way—in boxes of 10, that 
fit handily on your shelves. Stock them with your 
file folders, ready to sell the customer who wants 
something better. 





Oxford Red-Fiber file pockets and filing envelopes, and Oxford 
folders and guides all are filing supplies. Order all your filing 

3 supplies from one source, and save transportation expense, book- 
keeping, etc. 





Like all other Oxford items, Oxford Red-Fiber envelopes are rich in appear- 
ance, with plenty of B. A.—(buying appeal). Blue tapes and blue cloth gus- 
sets harmonize perfectly with the rich red fiber color. 





& 


Here’s a counter display that you don’t have to 
continually dust off, that doesn’t take up a lot of 
counter space. Order an Oxford Display assort- 
ment of one piece or five piece items packed in 
this display box, set it up on your counter, and 
when the box is empty, throw it away and reorder. 








Make up an order now! See pages 12 to 17 of the 
new Oxford Handbook No. 39. Send it in with 
your order for other Oxford filing supplies. 


OXFORD FILING SUPPLY COMPANY 


340 MORGAN AVENUE, BROOKLYN, N. Y. 
125 SOUTH 8TH STREET, ST. LOUIS, MISSOURI 
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the finest factory rebuilt in the industry. These cards 


ITS IN THE CARDS! 


Yes Sir, you can see in the cards the profit story about 


are on their way to you. Be on the lookout. 


AMERICAN WRITING MACHINE CO. 

















In these Premier No. 6 cards you'll get an ace 
high STRAIGHT flush—and you can’t beat 
that any more than you can beat a Premier 
Rebuilt. It has EVERYTHING plus SILENCE 
and a price your cash register and your trade 


will both like. 


Get these Premier profit facts. Make that extra 
$450.00 profit in "39. And don’t forget that 
with your order for Premiers come the new 


Sales and Service Manuals. 


The Premier Noiseless No. 6 is available in 
rebuilt, reconditioned and roughs. The Premier 


Noiseless 10 in rebuilts only. 


115-117 Worth St. New York City 


Established 1880 
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STEVENS-MALONEY STORE REMODELED 

During April, without interruption of service to 
customers, both the basement and street level floors 
of the Stevens-Maloney & Company establishment at 
21 South LaSalle street, Chicago, were remodeled. 
The improvements in layout facilitate customer move- 
ment in the store and consequently raise the sales 
potential. 

Changes in the basement arrangement were made 
first. At the foot of the stairs are eye-level dis- 
plays of blotter pads, filing supplies and furniture 
lines. The method of displaying filing cabinets is 
particularly effective, and it came into being by 
chance. During the remodeling process, the various 
types of cabinets were moved as necessary to get 
them out of the way. Two happened to come into 
juxtaposition with the back of one flush against 
the side of the other. The two together leave ex- 
posed all parts of a cabinet. One of the cabinets 
with several drawers of different sizes, is completely 
equipped with index guides, and folders of a size 
appropriate for the drawer. Transfer cases are shown 
in batteries so that customers will have a clear idea 
of how they may be stacked. Desks and chairs com- 
plete the basement display. 

The street level floor is now an L-shaped layout 
which provides virtually twice as much active floor 
space as before. The office is now located at the 
back of the store and its former space is used by 
customer’s service departments such as engraving. 
Away from, yet part of the store, it provides a semi- 
retired space in which to sit down with customers 
and discuss their requirements. The arrangement 
invites store visitors to circulate, to become exposed 
to more merchandise displays, in short to become 
bigger and better customers. 





WOLOWITZERS WIN AGAIN.—The basketball team of 
the United Typewriter & Adding Machine Company, Inc., 
Washington, D. C., of which W. H. Wolowitz is the head, 

is shown receiving the amateur union basketball cham- 

pionship of Washington trophy. The playing ability of 

this team of energetic young men is demonstrated by the 
fact that the presentation marked the third time the 
team has won the A. A. U. basketball championship in 

Washington. It’s record this year is twenty-eight wins 

and three losses. 
JACKSON RE-ENTERS BUSINESS MANAGEMENT 
ENGINEERING FIELD 

Roy D. Jackson, since 1908 almost continuously con- 
nected with the office equipment industry in many 
important capacities, last month re-entered the busi- 
ness management engineering field when he became 
executive head of the G. Edwin Smith Shoe Com- 
pany, Columbus, Ohio. 

The Smith organization together with its sub- 
sidiary, the Nisley Company, also of Columbus, will 
be under the command of Mr. Jackson, who assumes 
the responsibility of placing them both on a substan- 
tial earning basis as a representative of the stock- 
holders and banks. 

Mr. Jackson began his career in 1908 when he joined 
the National Cash Register Company, working his way 
up to the position of assistant general sales manager, 
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CARD FILING SYSTEMS 


Three complete systems for card filing. 
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CARDS — PLAIN AND PRINTED 

Plain and ruled cards in six grades 

and four weights—253 stock forms. 

Unequalled facilities for producing 
special forms. 





FASTENER FOLDERS 
Corner-clip and two other types. 
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MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 
counter items. 








SPACE-SAVER GUIDES 
This new, patented guide in all sizes 
and tab positions. 











° s 


\ 5S? A! 


DO THese [TBS RBPRBSIEN 
SOMO DY OURSELUESINE IG 




















rt 5 * ode 
* he. WELL “ss 


LETTER FILING SYSTEMS 
Six complete systems of Applied Indexing 


for letter filing. 








BUYING FROM more than one 
source of supply may be the rea- 
son why the profit making, busi- 
ness building items pictured don’t 
represent 30% of your volume. 

You can earn these missing 
profits with the 8,000-item Shaw- 
Walker franchise because: 

1. All filing supplies, systems 
and cards your customers use can 
be purchased from Shaw-Walker. 

2. By combining your require- 
ments you earn extra discounts. 

3. Selling is easier. You need 
learn only one sales approach. 

4. Inventories simplified. 

5. Easier for your employees to 
learn the stock. 

6. Line includes hundreds of 
fast selling, repeat items avail- 
able only from the Shaw-Walker 
dealers. 


Selling rights are obtain- 
able in many cities. Write. 


GHAW-WALKER 








Muskegon, Michigan 
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CARD GUIDES 


221 Stock Numbers, Two Grades, Six 


Styles. 
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FILE GUIDES 
Two Grades — All Sizes — 10 Styles — 
Includes plain, celluloid, Space-Saver 
and metal tabs. 





FILE FOLDERS 
212 Stock items — Three 
grades—— Four weights. 


Includes the famous 
FILIN 
ennai NorthKraft and Berkshire 
ACCESSORIES Manila brands. 


Everything for the 
filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. 











MACHINE BOOKKEEPING 
SYSTEMS 
167 stock forms. Facilities for pro- 
ducing special forms. Five types of 
ledger indexing, all sizes. 















Yours may be one of the cities in which Shaw-Walker 


now wants to improve its representation ~~ WRITE 
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INCREASE YOUR SALES 
25% to 50% with 





Cath Drawers for all 
Makes of Adding Machines 


[re YOU are not selling one 
combination cash register for every three add- 
ing machines, you are missing an opportunity. 
An adding machine on a cash drawer is EASY 
TO SELL because 


it serves the merchant as a cash registet 
it provides him with an adding machine 
it sells at a price he can afford to pay. 


MAIL THIS COUPON FOR HELPFUL HINTS ON 
SELLING COMBINATION CASH REGISTERS 





Indiana Cash Drawer Company 
Shelbyville, Indiana 


Please send full information, prices, etc.. on cash drawers for use 


with an adding machine. 


Check make 
of adding 
machine handled Name 
R. C. Allen 
[) Allen Wales 
) Barrett 
') Burroughs 
i | Corona 
_) Monarch City 
-] Remington Rand 
-| Sundstrand 
} Vietor 


Address 





State 
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a job he resigned in 1915 to become vice-president of 
the Safe Cabinet Company, Marietta, Ohio. In 1922 
he opened an office in New York City as a consulting 
management engineer and ten years later took charge 
of The Todd Company, Rochester, N. Y., remaining 
with that organization until October, 1938, when he 
resigned to move to Columbus 
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SMITH-CORONA HONORS W. L. SMITH 
WITH PLAQUE 

Paying honor to one of the four men who founded 
the L. C. Smith & Bros. Typewriter Company in 1903, 
the board of directors of L. C. Smith & Corona Type- 
writers, Inc., recently placed a plaque to the memory 
of the late Wilbert L. Smith at the Syracuse factory 
offices. 

It was in 1876 that W. L. Smith went from Lyle, N. Y.., 
to Syracuse to join his brother, Lyman C. Smith of the 
firm of Smith & Baker, manufacturers of shotguns 
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EMORY 


WILBERT L SMITH 





PLAQUE PLACED IN THE SYRACUSE PLANT OFFICES OF 
L. C. SMITH & CORONA TYPEWRITERS INC, BY THE COM- 
PANY’S BOARD OF DIRECTORS IN HONOR OF THE LATE 
W. L. SMITH. ONE OF THE FOUNDERS OF THE COMPANY. 


Shortly after the new arrival took over the job of fac- 
tory manager of the gun works he and a mechanic 
named Alexander T. Brown produced the first Smith 
Premier typewriter, and between them succeeded in 
persuading Lyman C. Smith to enter the typewriter 
manufacturing business and thereby lay the founda- 
tion of the great manufacturing company of today. 

Three years later Monroe C. Smith and Hurlbut W. 
Smith (now president of the Smith-Corona organiza- 
tion) joined the two elder brothers in a new company 
known as the Smith Premier Typewriter Company. In 
1893 that organization became a part of the Union 
Typewriter Company and, ten years later, the four 
brothers withdrew to organize the L. C. Smith & 
Brothers Typewriter Company of which W. L. Smith 
was vice-president. 

Upon the death of Lyman, W. L. Smith became presi- 
dent of the company, piloting it successfully as active 
head until 1924 when he retired, remaining, however, 
as chairman of the board until his death in 1937. 
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MASTER BRADLEY ARRIVES 
E. James Bradley, of Charles M. Higgins & Company, 
last month sent out to his friends an announcement 
of the arrival of a baby boy born to Mrs. Bradley on 
April 17. The young man, who weighed eight pounds, 
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has been named John Patrick 








Che crowd shouts, “ Play more, Mr. Pryor! 
C An ‘encore. before you retire Fr 

OLD TOWN CARBONS, foo, 

Get ‘encores. from you, 


When neat duplicates you require. 


OLD TOWN DOUBLE DUTY gives 
equal satisfaction on both standard 
and noiseless machines. A bear for 
wear, a beaver 
for sharp copies, 
DOUBLE DUTY 
doesn't smudge, 
curl or wrinkle — 
gets ‘encores’ 
from users in 
thousands of of- 


fices. Go to town 
with OLDTOWN! 


@ ROGER PRYOR famous 
moving picture star and Lane 








Truesdale, featured with Pryor 
and his orchestra. 
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DIRECT VISION SORTEL 
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Here is the key to all system sales. 
Before any paper is filed it must be 
sorted — and the new “Yand E” Di. 
rect Vision Sorter is so simple, so 
easy to use that dealers are cashing in 
on this fast selling item. But that's only 
the beginning of the dealers’ profits. 
This sorter is of inestimable value in 
introducing “’Y and E” System knowl- 
edge—the first step to sales of sys- 
tems, files and supplies. 


Available in letter size, check size, 
slip size, and 3x6 card size with any 
guide system required, trays, bases, 
etc. Each size available in two depths. 


The latest addition to the “ ¥Y and E”’ Line of Direct Vision Sorters is the 


slip size. Now sales slips, and small original or duplicate records of all 


types can be sorted as quickly as correspondence. Compact and very fast 





in operation. Stock guide sets available for alphabetic, numeric, geo- 


graphic or subject sorting. ‘’Y and E” Direct Vision Celluloid Angle Tabs — Special tables are provided for one, two, 


and removable Label Guides speed operation while reducing eyestrain three or four sorters. 
and physical effort to the minimum. Automatic spacing of the guides, as e 

st , , The sales possibilities of this new line 
matter is inserted, embodies a new feature in guide expansion, accomp- of sorters ic but one of the many a 


lishing two functions in one operation. vantages of the “Y and E” Franchise. 
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UEF’S 14-TON TYPEWRITER DEDICATED BY 
STOWELL AT N. Y. WORLD’S FAIR 


One of the wonders of the New York World’s Fair 
—the fourteen-ton typewriter in the Underwood Elliott 
Fisher Company display—was dedicated last month to 
its service at the exposition by L. C. Stowell, executive 
vice-president of the company. 

The dedication ended a ceremony held to celebrate 
the completion of the UEF display, and onlookers at 
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THE DICTAPHONE SYSTEM 


is the 


the event were given an opportunity to witness the | 
typing of messages on the giant machine. The type- | 





L. C. STOWELL 


writer will be one of the principal features of the 
Business Systems and Insurance Building near the 
exposition’s theme center. 

The giant typewriter will occupy a central position 
in the building from which it can be observed on all 


sides. Visitors will see it in daily operation by remote | 


control from a standard typewriter. Its amazing pro- 
portions include a platen which takes a sheet of paper 
nine by twelve and one-half feet, and drilled steel type 
bars which thump up and down with the force of a 
sledgehammer, printing letters three inches high with 
keys big enough to dance upon. 

In his brief speech while dedicating the typewriter 





Mr. Stowell struck an optimistic note when he said | 


he was confident that the world’s fair would prove 


a great stimulus to business in general and the office | 


equipment industry in particular. 
SE tie cant a 
SHREINER “DOLLS UP” HIS BUSINESS TRAILER 
After having completed a successful year on the road 


in the service of dealers as well as the manufacturers | 


he represents, the trailer showroom of H. G. Shreiner, 
manufacturers’ representative of Upper Darby, Pa., 
has been completely redecorated and is now covering 
the territory of New England, New York state and 
Pennsylvania. 

The new color scheme on the exterior is of Washing- 
ton blue and chrome. The interior is finished in old 
ivory and gold with modern indirect lighting in effect. 
New methods sample display are employed in the 
roomy vehicle wherein dealers can obtain a number 
of sales helps and codperation which Mr. Shreiner 
maintains for them. 
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COLE REOPENS AFTER FIRE 


The old saying “you can’t keep a good man down” 
was amply exemplified last month when the A. L. 
Cole Company, Lawrence, Mass., reopened for busi- 
ness after a disastrous fire swept through and com- 
pletely destroyed the former store at 232 Essex street. 
The new store is located at 290 Essex street. 

Almost forty years of continual business was inter- 
rupted by the conflagration which gutted the store 
despite every effort of the fire department and did 
not burn itself out until the Cole stock was a complete 
loss. But William H. Cole, president and treasurer of 
the company, and his executives refused to allow a 








Modern Dictating System 


Dictaphone enables you to record corre- 
spondence, memoranda, notes and ideas at any time, with- 
out requiring the presence of a secretary. This modern 
dictating machine helps you get your work done when it 
should be done, easily, conveniently. 


Dictating to the Dicta- 
phone is as simple as us- 
ing a telephone. You 
merely remove the speak- 
ing tube from the hook 
and talk into the mouth- 
piece. And as you talk, 
your words are engraved 
on a revolving wax cylin- 
der. You may pause 
whenever you desire. . 
to correct an error or to 
listen back to your own 
words. The Dictaphone 
records in any language, 
and unusual and techni- 
cal words are taken just 
as they are spoken. 





Your secretary takes the 
cylinder from your dic- 
tating machine and puts 
it in a transcribing ma- 
chine. Through ear- 
phones, she hears your exact words and types what she 
hears. She can regulate the machine to any desired speed, 
and can stop or listen back at any point to check what you 
have said. When the cylinder has been transcribed, the 
engraved portion is removed by a shaving machine and 
the cylinder can be used many, many more times. The 
electrical cost of operating Dictaphone dictating, transcrib- 
ing, and shaving machines is negligible. 
The Dictaphone is simple, efficient and economical. 
not get the facts about this modern system of 
dictation. Mail the coupon TODAY! 


Why 





Model A-12 
Dictating Machine 


Model B-12 
Transcribing Machine 


These machines are also available in De Luxe and Progress Cabinets 
You are cordially invited to make your headquarters 
in the office of the Dictaphone Corporation when you 
visit the 19839 New York World’s Fair. A most cor- 
dial welcome awaits you in Office 750 in the Graybar 
Building. 


DICTAPHONE CORPORATION 


420 LEXINGTON AVENUE, NEW YORK CITY 





The word ‘Dictaphone is the registered trade-mark of the Dictaphone Corpo- 
ration. Manufacturers of Dictating Machines and Accessories to which said 
trade-mark is applied 
DICTAPHONE CORPORATION 
420 Lexington Avenue 
New York City 
In Canada—Dictaphone Corporation Ltd. 
86 Richmond Street, West, Toronto 
I should like to talk with someone about the loan of a 
Dictaphone at no expense to me. 
Please send me a copy of “‘The Dictaphone System.”’ 
Name 
Company 
Address 
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This is another profit- 
able item in the Acme Visible Line! 
FLEXOLINE is the speediest—most compact 
—most economical visible record equipment 


for every kind of Index or Reference 
Record. 

Individual orders of 
FLEXOLINE amounting to thousands of 


dollars have been sold by Dealers. 


No matter what busi- 
ness Or organization you call on there is one 
or more uses for this Acme product. 


You can sell Acme 
FLEXOLINE Visible Record Equipment 
and make added profits. 


Ask for FLEXOLINE Brochure No. 41. 
It tells you WHERE and HOW to sell 


FLEXOLINE Visible Record Equip- 
ment. What is more, it will reveal to 


you opportunities for making sales you 
have never made before. 


ACME VISIBLE RECORDS, INC. 


(Aeme Card System Co.) 


World's Largest Exclusive Manufacturer of Visible 
Record Equipment 


6 South Michigan Avenue Chicago, U. S. A. 
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disaster to cancel their “Cole’s Service Is as Close as 
Your Telephone” slogan and almost before the fire 
cooled search was begun for new quarters and, when 
found, remodernizing and remodeling started imme- 
diately. 

When the new store opened for business the event 
was heralded in the pages of the local newspaper, The 
Evening Tribune. Almost an entire page was given 
over to advertisements from manufacturers offering 
congratulations to the enterprising spirit of Mr. Cole 
and his associates in the business. Among the mes- 
sages appearing on the newspaper page were those 
from the following: 

Dennison Manufacturing Company, Framingham, 
Mass.; Stationers Specialty Corporation, New York, 
N. Y.; Hermsdorf Fixture Manufacturing Company, 
Manchester, N. H.; W. A. Sheaffer Pen Company, Fort 
Madison, Ia.; Standard Diary Company, Cambridge, 
Mass.; Art Metal Construction Company, Jamestown, 
N. Y., and the L. E. Waterman Company, New York, 
fe € 

The spirit of the industry demonstrated by manu- 
facturers and dealers alike won a fine tribute from Mr. 
Cole who used the columns of the newspapers with 
which to express his thanks in the following state- 
ment: 

“We take this opportunity to publicly express our 
heartfelt thanks and sincere appreciation to the sta- 
tioners and friends in surrounding cities who rushed 
to our aid with kind offers of assistance in our recent 
rehabilitation following the disastrous fire that com- 
pletely destroyed our store. We are also grateful to 
all our suppliers for their immediate shipments and 
cooperation to restore us to normalcy.” 
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WALSH BROS. “SPOTLIGHTS” TYPEWRITERS 

Looking for an unusual way to “spotlight” new model 
typewriters this year? Then try the clever window 
treatment used one year by the Walsh Bros. Type- 
writer Company, Phoenix, Arizona. 

Window glasses were painted white except for round 
openings in the centers of the two panes facing the 





Phoenix, Ariz., use unique display to draw atten- 
tion to its line of Royal typewriters by the “spot- 
light” method. 


store foyer. Through these openings, the passerby 
could see just one new model machine—beautifully 
displayed on an attractive foundation. 

On the white covered front windows were painted 
slogans featuring the new model. Arrows near the 
front on the lobby windows pointed down toward the 
visible circles. Above each circle appeared the iden- 
tification: “Here it is!”—BART 

oa + - 
OKLAHOMA ADOPTS NEW BUYING POLICY 

Of interest to Oklahoma stationers is the new policy 
for buying state supplies which has been put into 
effect by the new state Board of Affairs. E. W. Smartt, 
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Neva-Clog’s THREE MUSKETEERS 


There are many uses for NEVA- 
CLOG Stapling Pliers in offices, 
stores, shipping rooms, ware- 
houses manufacturing plants, 
greenhouses, dry cleaning estab- er or pocket when not in use. In- 
lishments, laundries; from fasten- dispensable for vertical filing or 
ing correspondence to assembly for attaching material to a perma- 
operations in manufacturing. MODEL J-30 STAPLING PLIER $3.00 nent card. 


MODEL J-30 is light in weight, yet 
rugged. Requires but little space 
and can be put into the desk draw- 








MODEL S-100 STAPLING PLIER $4.50 VIODEL B-100 STAPLING PLIER $5.00 
A rugged, powerful Stapling Machine with 4 to For heavy duty and for fastening of tough mate- 
1 leverage. Will fasten all materials that the staple rials, this machine uses a broad flat staple. Fastens 
will penetrate without bending. Particularly de- such materials as fibre, softwood baskets, veneer 
signed for production work and hard usage, but wood, leather and belting. Used for sealing heavy 
can be used for any stapling operation within its paper or cloth bags, packages of corrugated board, 
capacity. Delivers a strong sharpened staple of and similar difficult operations. The flat staple, 
-023 wire, and clinches it securely even in light tightly clinched, prevents tearing thin materials. 


material. Safety Lever and Ejector Bar make it 
clog-proof so that it will give constant production. 
Easily and quickly loaded with 100 NEVA-CLOG 
A-1000 or L-1000 Staples. Guaranteed. 


Features: Powerful leverage, durable, fool-proof. 
Ejector Bar eliminates jams, clearing channel if 


necessary. Staples used: NEVA-CLOG B-%. 


WEVA'CLOG 
arid Mach;, 
ond Staple, x 


i) 
_ FASTENING e 
“MINGS TOGETHER” NING THINGS 


TOGETHER 


And here is a display card This new colorful 8-page 





to send you for use with folder in two colors wil! 
NEVA-CLOG stapling ma- stimulate your sales vol- 
chine FREE. WRITE. ume. Free, imprinted. 


Looe? «= NEVA-CLOG PRODUCTS. Inc. 


mochine for most every Fastening equrement 


inne BRIDGEPORT. CONN. 
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RESPONSE TO 


NATIONALLY ADVERTISED 


el one, 


WIN-A-FORD CONTEST IS PHENOME- 


NAL. FACTORY PRODUCTION HAS 


DOUBLED, DOUBLED AGAIN AND RE- 
DOUBLED AGAIN. NATIONAL ADVER- 





TISING BLANKETING THE NATION 


IS BREAKING NOW. YOU CAN RUN 
5 OR 6 STORE CONTESTS, AWARD 
FREE PRIZES ON EACH, BEFORE 


NATIONAL CONTEST CLOSES AUG. 


31. ALL YOUR STORE WINNERS 


AUTOMATICALLY COMPETE IN NAT’L 
CONTEST FOR FORD AND OTHER 


VALUABLE PRIZES. GET THE STORY 


ON DEALS, PROMOTIONS, FREE 


GOODS PRIZES. JOIN UP AND 


PROFIT! 


SHEAFFER'S 


MAIL IT NOW !---------- 


W. A. Sheaffer Pen Company, Furt Madison, lowa. 
Gentlemen: | want to get ir, on the Fineline Win-a-Ford Profits. 
Please send details at once. 





MY NAME 


ADDRESS 
STATE 


CITY 
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former executive secretary for the Oklahoma Retail 
Merchants Association, whom Governor Leon Phillips 
recently appointed as chairman of the board of affairs, 
announced that hereafter all state supplies would be 
purchased through competitive bids. 

Mr. Smartt reported that this policy recently effected 
a saving of fifty-seven per cent on one stationery order. 
An order for writing paper and envelopes identical 
with one for which $402 was paid last summer by the 
former board, was bought recently for $171, Mr. 
Smartt said —EVH 


nee ee ee 
TYPING CHAMPION PRAISES DoMORE 
POSTURE CHAIR 

Norman Saksvig, speed typing champion who dem- 
onstrated his ability at a business show held recently 
by the Office Management Association of Chicago, is 
a firm believer in correct posture. 

As proof of this Mr. Saksvig took time out at the 
demonstration which was held in the L. C. Smith & 
Corona Typewriters Inc., booths, to explain to on- 
lookers why he was using a DoMore clerical chair 
manufactured by the DoMore Chair Company, Inc., 





DoMORE POSTURE CHAIR AIDS SPEED TYPING.— 

Norman Saksvig. champion speed typist tells onlookers 

at Chicago Office Management Association business 

show why he uses DoMore clerical posture chair when 
engaged in speed contests. 


Elkhart, Ind. To the correct posture created by use 
of this chair, he said, Mr. Saksvig placed considerable 
credit for his success as a speed writer. 

“I didn’t pay much attention to posture at first,” 
he explained, “until one day I happened to use a 
posture chair. It was comfortable and it fitted me 
with the result that I studied the relation of correct 
posture to performance and found that sitting easily, 
naturally and correctly aided me materially in keeping 
up top speed with surprisingly little fatigue.” 

iellaidieniineees 

DISPOSITION OF TISCH-HINE ASSETS MADE 

Complete disposition of the assets of the Tisch- 
Hine Company, commercial stationers and printers of 
Grand Rapids, Mich., was announced last month by 
C. W. Seely, receiver for the organization. In his state- 
ment Mr. Seely said: 

“The merchandise stock and store fixtures and office 
equipment of the Tisch-Hine Company was bought in 
court by the Paul Desk Company of Detroit. After a 
few days of liquidating the merchandise will be re- 
moved to that city. 

“The company title and good will was purchased by 
D. H. Benner, president of the Kessler Office Supply 
Company of Grand Rapids, who has as yet made no 
announcement of his use of it.” 

Mr. Seely said the machinery will be sold piece- 
meal at private sale and the receivership is expected 
to be closed in about sixty days. 





MAY, 1939 


BAKER COMPANY REPRINTS BENJAMIN 
FRANKLIN’S “THE WAY TO WEALTH” 


The wisdom, humor and simplicity of writing of 
Benjamin Franklin in his famous “The Way to Wealth” 
which he wrote as a preface to “Poor Richard’s Al- 
manac” for 1758 is recalled by a reprint of that his- 
toric article issued recently by The Baker Company, 
Lubbock, Texas. 

Recognizing the sound philosophy of Benjamin 
Franklin as being as applicable today as when he wrote 
it into his “almanac” nearly 200 years ago, The Baker 
Company reprinted “The Way to Wealth” after secur- 
ing permission from the Porte Publishing Company, 
and incorporated it in a little booklet which is being 
mailed to friends and customers of the company. As 
a foreword points out, the “way” has changed but 
little in the past 181 years, being written in a time of 
“heavy taxes and poor business” with a homely wisdom 
to promote “cheerfulness, thrift and economy.” 

Every reader familiar with the almanac and more 
especially the preface, will remember the manner in 
which “Father Abraham” is introduced and is made 
to utter sentence after sentence with a proverb in- 
jected into each with that delightful “as Poor Richard 
says” qualification. 

In these times when Government sets examples of 
loose extravagance; thrift, economy, industry and 
sacredness of contract appear to be scorned by many. 
The situation has developed the notion that by some 
economic magic length may be increased by cutting 
off at ends: that turnips can be made to yield blood 
and silk purses made from sow’s ears. 

“The Way to Wealth” and “Poor Richard” set up 
guide posts for the way out of most of our present 
economic difficulties. But the eyes of the leaders and 
many of the followers are turned the other way. Alas! 

But it is good to be reminded that a way exists. We 
compliment The Baker Company upon doing that. 


BIXBY DISCOVERS MEANS TO SELL 
PRE-CZECH WORLD GLOBES 


With the bewildering and rapid changes in the 
boundaries of Europe due to recent world-wide events 
on the other side of the Atlantic, world globes stored 
by the thousands in dealers’ stockrooms have become 
obsolete almost overnight. 

And it was with this thought in mind that the Bixby 
Office Supply Company, Grand Rapids, Mich., last 
month exemplified the stationers’ spirit by offering to 
the industry at large a plan by which they managed 
to rid themselves of a large number of the globes 
showing the former boundaries of Czechoslovakia. 

First they printed a large sign calling attention to 
the recent shifts in national boundaries in Europe, 
and affixed it to the inside of their display window. 
The sign concluded with the words: “All Globes— 
Forty Per Cent Off!” 

Behind the sign were piled high, enough globes to 
fill the window display space entirely. The sign itself 
measured 22 by 26 inches and was done in yellow and 
blue. 

That the plan worked well is evidenced by a letter 
from the Bixby organization saying “the globes are 
selling rapidly and we hope to have them cleaned 
out soon.” 


— 
OAKVILLE IS PACKAGE CONTEST WINNER 


The Oakville Company, division Scoville Manufac- 
turing Company, Waterbury, Conn., was one of the 
winners in the 1938 annual All-America package com- 
petition conducted by Modern Packaging. 

The packaging which won the award was a book- 
type package for straight pins which was adopted in 
place of the usual roll-up type. Another special fea- 
ture taken into consideration by the judges was the 
cover which is die cut so that it can act as a button 
hole to support the pin book on the sewer’s jacket or 
dress button. 
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PENDOM'S 
GREAT 
TRAFFIC 

BUILDER 


IS IN FULL SWING AGAIN. 


PEN INSPECTION WEEK IS 


MAY 15 TO 20 THIS YEAR. 


NATIONALLY ADVERTISED, 
SHEAFFER - SPONSORED, BUT WITH 
NO MENTION OF SHEAFFER IN ANY 
PART OF THE PROMOTION. DEALERS 
WHO HAVE TIED-IN REPORT SALES- 
AND-TRAFFIC INCREASES OF MANY 
HUNDRED PER CENT, EACH YEAR 
TOPPING THE LAST. 


FREE 


PROMOTION MATERIAL — WINDOW 
AND COUNTER DISPLAYS, MATS, 
ETC., ARE OFFERED YOU. 


PLANS SELL PENS, PENS MAKE HIGH 
PROFIT, AND THIS IS THE ACE PEN 
PROFIT PLAN. TIE IN! START THE 
SELLEBRATION! 


SHEAFFER'S 


MAIL IT NOW! 


W. A. Sheaffer Pen Company, Fort Madison, lowa. 
Gentlemen: | want the profit and traffic of Pen Inspection Week. 


Please send details at once. 
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CITY _ STATE 
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—PUT VISUAL PROOF OF THE SUPERIOR VALUES OF 


Jasper Chair Company 
Leather Upholstered Chairs 


IN YOUR OFFICE FURNITURE DISPLAY 


Most dependable in the test of experience. Your 
recommendation of JASPER CHAIR CO. office 
chairs when backed up by the chairs themselves 
demonstrating their lifetime durability, freshness 
and charm of design and thorough, pleasurable com- 


fort—carries the preponderant evidence. 





Important refinements of form and proportion, genu- 
ine American walnut wood (and a popular series in 
birch) genuine Eagle-Ottawa leathers in guaranteed 
colors, Collier-Keyworth balanced action chair irons 
are joined and builded by Jasper Chair Co. crafts- 
men in the form of fine office chairs—outstanding 


quality at right prices. 


In addition to our leather upholstered line, we have 
an extensive group of all wood office chairs made in 
solid walnut, quartered oak and birch in great va- 
riety of style including posture chairs, tablet and 
jury chairs, stools, etc. Take advantage of these 
exceptional values; let us explain how your display 


can be made profitable to both of us. 


Jasper Chair Company 
Wie INDIANA 


} 


JASPER, 





REPRESENTATIVES R. J. Freeman, (Eastern) 
Geo. A. Litchfield, Sales Mgr Fifth Ave., New York, N. Y 


James S. Fowls, (Southern) E. W Thomas, Southwest ) 

3414 Euclid Heights Blvd 04 Mountain Ave 

Cleveland, Ohi Birmingham, Ala 

S. H. MacDonald, (West W H. Browr ( Chicago-Midwest 
Orpheum Bldg 6708 Glenwood Ave., Chicago 


Seattle, Wash Phone ROGers Park 3644) 
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OFFICE MACHINES IN MUNICIPAL SERVICE 
Benefits of modern office appliances in the operation 


of municipal departments are outlined on the basis | 


of actual experience by Howard L. Bristow, clerk of 
the Board of Finance of Paterson, N. J., in a compre- 
hensive article on the subject appearing in the current 
issue of “New Jersey Municipalities,” read by municipal 
officials as the publication of the New Jersey State 
League of Municipalities. 

The City of Paterson has recently completed the 
installation of mechanical equipment in its tax asses- 
sor’s, tax receiver’s and comptroller’s offices, under a 
mechanization program whicn first started in 1929. 
Cash savings and other benefits which have accrued 
to the city as this installation of office machines gradu- 
ally progressed are explained at length by Bristow in 
his article entitled, “Advantages of Mechanical Equip- 
ment.” 

“The successful operation of the mechanized system 
has proven unquestionably that its installation was a 
step in the right direction,” he states. “It leaves no 
comparison with the old system. It has saved each 
year the necessity of employing extra help at an ex- 
penditure of $2,550.00 in the tax assessor’s office, 
$3,400.00 in the temporary employment in the tax 
receiver’s office in the preparation of tax bills twice a 
year.” 

In conclusion, he states: “The Board of Finance, 
therefore, is deeply proud of its foresight in permitting 
the purchase of machines to speed the operations of 
these offices where time is of the essence in performing 
the ministerial duties imposed upon them by law. The 
board is also appreciative of the efforts of all those 
employees in making the new system a success and 
without whose cooperation and help, the plan would 
have resulted in failure. The old antiquated system is 
gone, engulfed in the machine age in which we are 
living today and it can be safely said Paterson is not 
sorry.”—NJNS 

<>< 
CANADIAN NEWS NOTES 

A. Eyre Davis, sales manager of the McGlashan, 
Clarke Company, Niagara Falls, Ont., and owner of 
the Davis Stationery of Welland, Ont., was recently 
appointed a director of the McGlashan, Clarke Co., 
Ltd., taking the place of the late E. G. Long of Toronto. 

* * ~ 

Thomas Westwell, old established office stationer at 
Duncan, B. C., has enlarged, renovated and redecorated 
his premises here and converted the rear half into a 
restaurant featuring light lunches and full course 
meals. Over this section a large balcony has been 
erected to provide needed room for the firm’s larger 
stock. 

A. C. Bayliss has opened an office and general sta- 
tionery store at 11 Reeve street, Woodstock, Ont. 


* 7 + 


The contract for supplying a number of new type- 
writers for the City Hall, St. Thomas, Ont., was 
awarded to Bram Saywell, office equipment firm and 
Remington agents in that city. J. M. Rosser, of the 
same city, Underwood agents, was also awarded a con- 
tract for typewriters. Mr. Saywell was awarded the 
contract by the Board of Education for the duplicating 
paper required at the public schools.—SJL 

o © 


OLD TOWN’S FOREIGN REPRESENTATIVES 
ARRIVE FOR N. Y. FAIR 
Attracted by the New York World’s Fair, several 
representatives of the Old Town Ribbon & Carbon 
Company in Europe and Latin America arrived in this 
country last month, with several more due to arrive 


in May. The Old Town organization has prepared 
Special quarters and services for the visitors from 
abroad and enable them to carry on their business 


activities while in America 

















Xo) 298-39." 


Case No. G 4 


‘And because you are, 


without question, the most 
reliable firm with which we 
do business, | always hold you 

up as anexample to my own 


people as the ideal of 





proper treatment of 


customers."’ 


Ce) 538-99," 


Case No. L 21 


“Your shipment of Columbia 
Filing Cabinets has proved sat- 
isfactory and has provoked a 
voluntary compliment by the 
customer. Further, we have this 
morning received from this 
customer a rush order for six 
more cabinets, standard 
green finish.’’ 





0) 58-5 9.5 


Case No. R 39 
‘‘l want to take this oppor- 
tunity to thank you for the 
splendid job done by Columbia 
Savings Bank 
desks. Both the architect and 
the President of the bank have 


done nothing but compli- 
ment us since these desks 
were installed.’’ ; 
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COLUMBIA STEEL EQUIPMENT CO. 
LINCOLN-LIBERTY BUILDING 
PHILADELPHIA, PA. 
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The Mitchell DAYLIGHT 
Fluorescent LAMP 


THIRTY FOOT CANDLES AT TWENTY FOUR INCHES 


PRACTICAL DAYLIGHT for the first time 
in the history of artificial illumination. This 
new lamp outrivals the sun in its bright day- 
light effect true outdoor light indoors 


A Lighting Sensation! 
“THE LAMP OF TOMORROW... TODAY!’’ 


@ Fluorescent lighting is sweeping 
the country. It is exciting interest 
among millions of potential users 
from coast to coast—and here is your 
opportunity to go places with it. No 
other unit can touch this MITCHELL 
FLUORESCENT DAYLIGHT LAMP 
in either price or value. 

Business men will want this revo- 
lutionary new lamp the moment you 
show it to them. It can be used and 
sold wherever reading tasks are performed, or where color 
matching or selection is important. Every office, store and 
business place is a prospect. 

Four times as much light as the average man has on his 
desk—the finest light in the world for seeing ease and eye 
protection—and the final word in economy. 

Minute details can be séen with startling vividness; small- 
est type can be read with ease. Color springs to life. 

Uses the new MAZDA T-8, 15-watt Fluorescent Daylight 

bulb which gives the closest approach to real daylight indoors 
ever achieved . . . the goal science has been striving for ever 
since the introduction of electric light. Gives cool light. 
No Glare! No Eyestrain! 
The “MITCHELL DAYLIGHT” measures 1542” high by 18” 
long, its adjustable metal shade and base are finished in 
rich Georgian bronze, the supporting standards being satin 
gold finish. It is supplied for 110-120 volt 60 cycle alter. 
nating current, unless direct current is specified. 


LIST PRICE 


LESS BULB 








Inside view of shade 
showing 15-watt T-8 
Fluorescent bulb in 
position, and built-in 
reflector with highly 
polished mirror-like 
reflecting surface. 

















This lamp is a “natural” for commercial stationers and 
office equipment dealers. Write today for full information 
on discounts, merchandising plan, etc. 


MITCHELL MANUFACTURING CO. 


1550 DAYTON STREET 


CHICAGO, ILLINOIS 
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SCHWABACHER-FREY REMODELS S. F. STORE 

In line with San Francisco’s “Shine in 39” campaign, 
Schwabacher-Frey Company has just finished remod- 
eling and redecorating their Market street store. 

One of the first steps in the remodeling program was 
the installation of a new marquee. Gold neon letters 
stand out on a white background edged with maroon, 
giving a stunning, modern effect. The _ interior, 
throughout, is finished in white. Glass cases, with white 
frames and all white floor counters with red tops, 
chrome trimmed, display their large choice of select 
merchandise under indirect lighting. All displays are 
below eye level, giving a spacious appearance tc the 
main floor, a large section of which is given over to 
commercial stationery. 

The camera department, which was already one of 
the most complete in the city, now takes up twice its 
original space. An exclusive typewriter department has 
been installed, under the management of a young 
lady, who not only explains the modern features of 
today’s typewriter, but also teaches the purchaser how 
to use the machine. 

An expansive staircase at the rear of the main floor 
leads to the electrical balcony, where a thickly car- 
peted dark tan floor covering sets off the white wood- 
work. Four comfortably furnished soundproof, glassed 
in salons are used for radio displays, phonograph re- 
cordings and the making of records. The windows in 
two of these rooms are draped with blue flowered 
chintz, the other two with coral flowered prints, to 
add the necessary warmth. The roomy spaces on either 
side of the balcony are lined with gleaming white 
refrigerators, stoves, electric washers and vacuum 
cleaners, set against an azure blue wall. 

The remaining five floors of the building are used 
for wholesale artist materials, wholesale pictures, 
wholesale toys, office furniture, a direct mail depart- 
ment and the executive offices. 

The formal opening was celebrated by a Store-Wide 
Easter Event.—SS 


_—-——! 


WIS-ILL CLUB NEWS NOTES 

The March 31 gathering of the Wis-Il] Club was un- 
usually well attended. Herbert Walsh, the president, 
was back from a road trip and took charge of the meet- 
ing. George J. Aigner, president of G. J. Aigner & 
Company and a Wis-lIller, was present after a sojourn 
in Florida. When it was announced that the next 
day would mark the thirtieth anniversary of Mr. 
Aigner’s business the club expressed its congratulations 
by means of vigorous applause. 

Mr. Walsh appointed a committee to arrange details 
for the dealer meeting to be held by the Wis-Ill Club 
May 17. The chairman is John Gilbert of OFrrice AP- 
PLIANCES, Other members being George Aigner, John 
Smythe of Geyer’s, John Uden of Boorum & Pease 
Company, and Old Bob Pinney of Acme Card System 
Company. 

In preparation for means of venting pent up energy, 
Mr. Walsh appointed a golf committee of which A. C. 
Van Horne of Eberhard Faber is chairman, assisted by 
Gordon Kickels of The Globe-Wernicke Co., and George 
Cormack of Wilson-Jones Company. The exact date 
was not set but the plan is to have the outing during 
the early part of June. 

Frank Palmer, of the Eaton Paper Corporation, was 
a guest, going to the meeting with Ed. Rohrs, Chicago 
manager of the Eaton organization. 

* * o 

Johnny Pydlek, Blaisdell’s Wis-Ill-er, returned to 
Chicago recently after a sojourn in a St. Louis hos- 
pital occasioned by an infected foot. Although still 
forced to hobble around he is well on the road to 
recovery at this writing. 

The weekly meetings at Eitel’s restaurant continue 
to show attendance gains. President Herbert Walsh 
reports that without the use of double features, free 








S 


s @.°S @ 


ot 


Of ® 


Crm CO tw 1 ht 


Lm 4 
~ 


= fe 


e 


rer Kt ec 


Mm. 


~ Dem Ft VM 


— = ~~ « 


ww © 


om FF YY 


‘ym (D 


MAY, 193 79 


©} FO) =) 27-0 ie B) 2) 
WITH 8 LEGS 


This superb line’ of desks 


Eval Ga-VoS(--Bat--Bact-bat welt beta: 





in features for the con- 





venience, efficiency and 


OEE ANNOUNCING —A NEW LINE OF 


“are attractive, well-made 


amma SILEL DESKS WITH 4 LEGS 


Made in many styles and 


— TTRACTIVE, new Globe-Wernicke steel desks with four 

legs are now available in a variety of the most popular 
styles and sizes. They have features of great convenience 
and are preferred by many users. Rounded legs and top 
corners add to appearance .. . furnished in standard green 
or imitation walnut and mahogany grained finishes. 


















Globe-Wernicke now offers various lines of fine steel desks 
to meet every business requirement. They are built to last a 
lifetime and give the kind of service which makes the office 


more efficient and working conditions more pleasant. 
ADVANCE DESKS. 


WITH 8 LEGS Dealers are invited to write for illustrated descriptive catalog 


s . 
A new idea in desks for and prices. 


general office use... light 
ban 2-9 (of ot a 0 / E-T-to) ob ba) 
top .. . beautiful green, 


brown or maroon ‘‘Duro- 





Velv’’ finishes . . . not 

easily Yes a-haedat-ve! or faat-tea:te| Single pedestal drop head Double pedestal drop head Double pedestal flat top 
typewriter desk . handy typewriter desk most desk .. . for executives and 
where space is limited popular style for secretaries general office use 







. popular prices. and stenographers 


Globe-Wernicke 


robe Cincinnati, Ohio 
S MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 

. Steel & Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special 
Service feel & Wood Equipment for Libraries, Schools & Public Buildings—Filing 
Supplies, Stationers’ Products; Storage & Visible Record Equipment & Steel Shelving. 
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It's the Best “Sticker” 


FOR ARTISTS, LAYOUT MEN, OFFICE 
PORTFOLIO, RECORD, SCRAPBOOK AND 
NOTEBOOK WORK... WON’T WRINKLE 

THINNEST TISSUES 


In 25¢, 40¢, 75¢ and $1.25 bottles—also gal- | 
lon lots—or the handy I0¢ and I5¢ tubes. 











CARTER’S 2 
PAPER CEMENT 


For Permanent Sticking— Apply to both surfaces—let it 
dry—then press together. It stays stuck. 

For Movable Sticking — On non-absorbent paper— Apply 
a thin coating to one surface, join while wet. 


For Neater Sticking— You can rub off the surplus with 
your fingers. Its gum base acts as an eraser—cleaning 
margins (and fingers!). 


For Economical Sticking —Spread it thin for best results— 
You can thin it out even more with Carter’s Paper 
Cement Thinner. 


CARTER’S NEW 
DISPENSER TOP 


(to retail at $1.50) converts 
quart and pint bottles into a 
modern dispenser jar ideal for 
everyday use. The fine-quality 
horsehair brush—adjustable 
to constant cement level—will 
outlast dozens of Carter Paper 
Cement refills. 

The 25¢ and 40¢ bottles of 
Carter’s Paper Cement have 
brushes attached to their caps. 





The Carter’s Ink Company 


BOSTON NEW YORK CHICAGO 


Makers of fine Inks — Adhesives — Carbon Paper— 
Typewriter Ribbons — Cube-Wells 


OFFICE APPLIANCES 


dishes or Bank Night the Friday noon event is selling 
itself on sheer merit. 
% * * 

As a means of adding to dealer attendance Herb 
Walsh is considering a plan whereby an accomplished 
speaker will appear at one meeting a month to address 
the gathering on matters of importance to the sta- 
tioner and office supply dealer. 

- * * 

We are glad to report that Herb Murdock, buyer for 
Gregory, Mayer & Thom in Detroit, is back on the job 
after a brief illness. 

* + a 

Ed Shapiro, of Horder’s, Chicago, is at present enjoy- 
ing a California vacation and Hollywood is one of his 
stops, which means that any day now we may see at 
Horder’s a stupendous, colossal, titantic, magnificent, 
breath-taking, super-super feature on paper clips. 

-  emtine8 ---— 
UTILITY TAKES OVER HUB OFFICE SUPPLY 
COMPANY 

Early in April, the Utility Supply Company, Chicago, 
purchased the Hub Office Supply Company, operated 
at 1610 North Ogden avenue, Chicago, by the Pruitt 
Company for the last three years. The entire business, 
including the twelve employes, was included in the 
deal. W. J. Saunders, who has managed the Hub 
store since its establishment, is being retained by the 
Utility Supply Company in an executive capacity. 

The new Utility outlet will be maintained as a regu- 
lar retail business and serve as a distributing station 
for customers located on Chicago’s north side. The 
store will be remodeled and the entrance changed to 
open on North avenue. New window display space will 


| be secured as a result of the layout changes. New 

| signs will brighten up the exterior and indicate that 

| the Hub Office Supply Company is a division of the 
Utility Supply Company. 


—- 
ALASKAN STATIONERS INVENT SNAPPY SLOGANS 

Stationery and office supply firms in Alaska are 
not one bit behind similar companies anywhere in the 
world when it comes to bringing home to the shopping 
public the store’s stocks via the slogan route. 

As evidence of this were two advertisements which 
appeared in a recent issue of the Daily Alaska Empire 
for two stationery dealers in Juneau. The first was 
for J. R. Burford & Company, Seward street, a company 
which carries a complete stock of desks, chairs, safes, 
files and office machines. Their slogan is: “Our Door- 
step is Worn by Satisfied Customers.”’ 

And Trick & Murray, a Seattle concern, with C. R. 
Griffin, Alaska representative, has a clever cut that 
gets across a forceful message at a glance. A messen- 
ger boy, kicking up the dust with his racing feet, car- 
ries outstretched before him a box labeled “Office 
Supplies.” The slogan, in large, bold type which en- 
circles the figure, is “In A Hurry—Trick & Murray.’’— 
BART 

*—-¢ 
SENGBUSCH ISSUES SUPPLEMENTARY PAGES 
FOR DEALER’S SALES MANUALS 

The Sengbusch Self-Closing Inkstand Company, 
Milwaukee, Wis., has recently issued a number of 
“No-Tear” catalogue pages for dealers’ sales manuals 
covering several of the firm’s well-known lines of desk 
sets and lamps 

There are twelve pages in all, each abundantly illus- 
trated with pictures of the Sengbusch Handi-Pen desk 
sets, Dipaday sets, self-closing inkstands, North’rn 
Lites desk lamps, sponge cups and moisteners. The 
useful “No-Tear” feature of every page is a wide strip 
of heavy material attached to the inner edge and al- 
ready punched for loose leaf. The size of the page, 
plus the “No-Tear” feature, makes it convenient for 
quickly inserting in dealer manuals and salesmen’s 
price books 
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The New Art Metal 5-Drawer File is only 581,” 
high with full height (10%3%"” clear) drawers. 


OST FILING is done by girls, most girls are five foot 

five. So the four-drawer file became standard. The obvi- 
Ous advantage of the five-drawer file with 25% more filing 
Space per square foot of floor space, has been offset until now 
by the fact that it could not be used comfortably, efficiently 
by average feminine filing clerks and stenographers. 

Now Art Metal has solved the problem—with the only 
§8'-inch five-drawer file on the market that provides stand- 
@rd (full size) drawers using standard guides, that has the 
Guide tops below the eye level of a five-foot clerk, and that 
Permits top drawer filing with the upper arm horizontal. 

In this Art Metal five-drawer cabinet height has been saved 
by ingenuity in design —not sacrificing important features such 
@s cross rail between drawers, reducing guide rod chan- 
Rel depth, or by necessitating guides of special design. 

This new Art Metal five-drawer file gives 25% more 
filing space with no strings to it. It is available with 
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Art Metal 


Jamestown New York 
USA 
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WITH THE NEW ART METAL 
FIVE-DRAWER FILE 


Speed-File or Standard Action in 2, 3, 4 and 5-Drawer units. 


both Speed-File and Standard Action. It is just one more in 

a long list of examples of Art Metal's realistic thinking and 

progressive designing. 

Here is something that offers true value that your custom- 
ers can appraise instantly. Some territories are still 
available. Write today about yours—to Agency 
Division, ART METAL CONSTRUCTION COMPANY, 
Jamestown, N. Y. 


EBeaepewiliPMENT 
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Sell Quality-Bilt 
Double-Top 


File Jackets 





Increase Your Sales 
on these 


Constant Repeat Items 










THEY SUST 
WONT BRFLAA 





TABS ARE THE 
TOUGHEST 
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Made in legal and letter sizes with 1”, 11/ 
and 2” expanding gussets. 





An economical filing container for grouped 
letters, legal files, orders or contracts. 


You are sure of a satisfied and repeat customer 
when you sell Quality Park merchandise. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 





| P. Murphy. 








Factory at St. Paul 
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NEW ENGLAND TRAVELERS NOTES 
Tuesday, March 14, was a gala evening for the mem- 
bership and five guests who gathered for a capital 
roast beef dinner and short meeting at the Hotel 
Manger. President Guy Hart carried things through 
in fine style and then led the bunch to the Boston 
Garden to witness an exciting hockey game. 


” * ” 


Fifteen inches of snow means nothing to a stationer, 
as witness the turnout of the Boston Stationers Asso- 
ciation on March 13 for the annual meeting and 
election of officers. Following a turkey dinner the 
assembled members listened to an interesting talk on 
narcotics by Inspector Francis L. Sweeney of the police 
narcotic division, and another talk on the delights of a 
Bermuda trip by Al Rebhan. The new officers of the 
association are: President, George R. Hayes; first vice- 
president, Daniel L. MacDonald; second vice-president, 
Edward Y. W. Dunn; third vice-president, Guy W. 
Hart; auditor, Harry L. Chandler; historian, Joseph 


* 7 * 


We welcome the following new members to the club: 
Joseph B. Doucet, Adams, Cushing & Foster, Inc.; 
George H. Farrell, L. C. Smith & Corona Typewriters 
Inc; A. B. Coelin, Wilson-Jones Company; Lawrence 
French, Oakville Company; Osman F. C. Giddy, Amer- 
ican Lead Pencil Company; Paul Dell, Merriam Manu- 
facturing Company. 

* * ~ 

Louis and Frank Narcus, popular and well known 
stationers of Worcester, Mass., on April 10 celebrated 
twenty-five years in the business and recalled their 
opening in 1914 the little establishment upon the site 
of which now stands their imposing and modern store. 
Our club extends heartiest congratulations and best 
wishes for continued success. 


* * * 


Club members will be glad to learn that our fellow 
traveler, Jim Inman, who has suffered several weeks 
of serious illness and went through a major operation, 
is now convalescing at his home on Minot street, 
Greenwood. Don’t forget that a postcard or letter is 
like a tonic to a man recovering from an illness. 


7 . ” 


The E. C. Eastman Company, of Concord, N. H., 
which was established in 1857, is ready to move into a 
new home on the opposite side of Main street. The 
new store is modern in every respect with a fine in- 
stallation of new steel fixtures. 

- * co 

Here’s our golf schedule to paste in your hat: May 
17, Norfolk Golf Club, Westwood; June 7, Pawtucket 
Golf Club, Pawtucket, R. I.; June 21, Bellevue Golf 
Club, Melrose; July 12, Unicorn Golf Club, Stoneham; 
August 2, Vesper Golf Club, Lowell; October 4, Norfolk 
Golf Club, Westwood. The September game will de- 
pend upon plans of the N. S. A. convention. 

* = - 

Clayton B. Morgan, C. H. Morgan Company, Lawr- 
ence, and Hjalmar Tillikkali, salesman for the A. S. 
Hyland Company, Fitchburg, are recovering from 
injuries suffered in falls brought about by icy streets. 


- . * 


It is a good sign of codperation when we are able 
to announce that thirty-seven per cent of our member- 
ship also belongs to the Boston Stationers Association. 
Four more of our friends to be elected as associate 
members of the Boston organization are Osman Giddy, 
George Sanger, George Slater and Gordon Walker. 


The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Travelers 
Club. 
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W: Better Sight Index 


ECAUSE Postindex is basically 
functionalized for speed, visibility, 
flexibility and capacity, it can be used 
in more ways and more effectively for 
the recording and using of business facts 
than any other visible record system. 
The patented spring wire trunnion 
holder with four-page folded, twice in- 
dexed PostinDEX forms, that lay flat 
and stay put, mean faster posting, fast- 
er finding, greater capacity, greater flex- 
ibility and range of signals. 
Every feature of PostinpDEX func- 


tionalizing multiplies the value of all 


the others. That’s why PosTINDEX has 
never been stumped—and why Post- 
INDEX dealers can sell every business, 
large or small, for every purpose from 
sales management to cost accounting, 
from credit control to production, in- 
ventories, payrolls or purchases. 

POSTINDEX is Just as important in 
public and private institutions and in 
professional offices. 

If you have never considered the 
profit possibilities that PosTINDEX may 
have for you, write Agency Division, 
Postindex Co., Jamestown, N. Y. 
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Check These Exclusive Selling Features: 


Patented Trunnion Wire Positive Visibility Forms 100% Usable One-Hand Posting 
Easiest to Insert Double Visible Margin Forms 100% Accessible Forms Can't Fall Out 
Quickest to Shift 4 Sides to Write On Widest Range Offset Signaling 
Self-Aligning Multiple Forms of Card Sizes Traveling Signals 
Uniform Visibility Greater Writing Area Perfect Lay-Back Nothing to Wear Out 


Drawer Cabinet Model 8 Below: Postindex Flat Book 
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POSTINDEX COMPANY: 


of ART METAL CONSTRUCT! 
JAMESTOWN .N Y 
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* DURABILITY 
* GOOD LOOKS 
*ECONOMY * 


2 de can show your customers CANCO 
wastebaskets knowing that their quality 
will never let you down. Not only are they 
made of long-lasting, durable metal that can 
stand rough treatment they are attrac- 
tively lithographed in a variety of colors and 


wood finishes. So they look good, too. 


Because they combine practical construction 
with good appearance, you can sell them 
easily on both points. And they'll win reorders 
for you on the strength of their service and 
economy in use. The CANCO line is a fast- 
selling one—which means steady, profitable 
turnover. It will pay you to get facts and 


prices. Why not write today? 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY 


PARK AND HAMILTON ST... TOLEDO. OHIO 
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MITTAG & VOLGER BOWLERS MAKE GOOD ABC 
TOURNAMENT SHOWING 


Once again the bowling team of Mittag & Volger, 


headed by W. H. Baldwin, has made a name for itself 
in bowling circles. This year the team, playing in 





BOWLING TEAM LEADER.—W. H. 

Baldwin, of Mittag & Volger, Inc., who 

led the M. & V. bowling team to hon- 

ors in the recent ABC national tourna- 
ment. 


the ABC national tournament, finished with a five- 
man team score of 2740 which brought them in the 
money. 

By way of celebrating this fine showing Mr. Bald- 
win and Vernon Stark, assistant treasurer of the com- 
pany, are scheduled to bowl in the Kentucky Derby 
tournangent at Louisville on May 7. The balance of 
the team is hoping for big things from them and looks 
forward to seeing another trophy brought home to the 
M. & V. headquarters at Park Ridge, N. J. 


*—-« 


I.B.M.’S NEW INTERIOR COMMUNICATION SYSTEM 


The International Business Machines Corporation, 
New York, N. Y., has announced a page-writing sys- 
tem of interior communication which utilizes its 
standard electric writing machines. The system has 
been developed to furnish either one-way or two-way 
communication, and the machines when not being 
used for this purpose may be used for the purpose 
of an ordinary typewriter. 

Because all of the characters and controls of the 
keyboard, including backspacers, carriage return, line 
spacer and shift key, reproduce their action over cir- 
cuits it is possible to write letters, fill in printed forms 
and do billing, invoicing and similar operations by re- 
mote control. Whether used in connection with the 
system or as typewriters the machines are capable of 
producing as many as twenty clean copies at a time. 

No “tending” of the receiving machine is necessary, 
the sending operator merely putting the system in 
operation with a signal key or manual switch. A cir- 
cuit with but two machines requires no switching at 
all, but a buzzer for call signals is provided. 

The machines are of the page-printer type and can 
operate on sheets fed separately, forms printed on 
perforated rolls, or on continuous rolls of paper of 
page width or less. The two-way system is adaptable 
for rapid written communications such as with credit 
departments, file rooms, stock rooms and _ traffic 
departments 
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a 50c Roll of SCOTCH CELLULOSE TAPE 
Resale You'll find this new roll of 
Scotch Cellulose Tape in the Desk Dispenser a repeat 
seller because of its many uses in home and office. 
SEALS WITHOUT WATER—FULLY TRANSPARENT 
Retails at $1.25 complete, with attractive profit for you! 
Your Customers “de 
Mending book Sealing gift packages, Holding surgical dressings, 
pages, window lunch packages, incinerator snapshots in albums, 
e- shades, papers. packages, jelly labels. windings on golf clubs. 
he 
d- 
m- 
of 
Ks 
ne 
EM 
on, Actual size— 
ys- made of heavy 
its metal, finished 
1as in a rich walnut brown. 
vay 
ing 
ose 
the 
ine . 
5 Sealing Store Packages 


ORDER BLANK OA 539 


Gentlemen: Please send me complete details regarding 
the Desk Dispenser and 50c roll of Scotch Cellulose Tape. 


FOR STORE USE ship the following order I have checked: 
2 rolls, 2"’ x 2592 in. Scotch Cellulose 


re- makes SALES for you! 


Seal your own packages with Scotch 
Cellulose Tape in the Heavy Duty 





Tape, TEGMOPONORE 26s ccccccci ces @ $1.08 -— $2.16 
: i 6 rolls, 2"'x 2592 in. Scotch Cellulose 
in Dispenser _and — turn out neater Tape, franaparent eh bngieden hbwe @ .98— 5.88 
cir- packages in faster time. 1 Heavy Duty Dispenser............. @ 125— 1.25 
at 
You also create sales of Scotch Cellu- Name oe — 
ity 
can lose Tape to your customers — each Address State 
ee package sealed is a Sales Demonstra- My Wholesaler 
) . : 1 
bie tion before an interested prospect! Mside ant Pemnnd ty @ Uke 
edit S : ’ MINNESOTA MINING & MFG. CO. 
: eal with th av uty and you'll 
.ffic e Heavy Duty Y SAINT PAUL MINNESOTA 


sell more Desk Dispensers. 





Unadder ome or more af the following U S Potente Max (PS7020 (779508 105e0me, 1804732 OP9TER 1990619, 1956805. Re. New 18762 101 
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STAPLING 
MACHINES 













CLIPPER 
$450" 










Superior Performance [| 

and Durability have ig : 
earned them that coveted > sEAeT oF noceuts 
Award of Merit— 


WORLD- WIDE LEADERSHIP IN SALES 


“An ACE always comes out on Top’ 





ACE FASTENER CORPORATION — 3415 no. Ashiand Ave., Chicago, Illinois 


Makers of the World's Best Stapling Machines and Precision Staples 
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SAURMAN TAKES JOHN UNDERWOOD BRANCH 


A rapidly expanding demand for its products last 
month prompted the John Underwood Ribbon & Cir- 
bon Company, 30 Vesey street, New York City, to open 
a district sales office at 1001 Chestnut street, Philadel- 
phia, under the management of A. R. Saurman. 

Mr. Saurman is a native of Philadelphia and has 
been associated with the typewriter industry since 1902, 
having served his apprenticeship as a mechanic and 
as a salesman of typewriters and accounting machines 
in the city of Philadelphia. Later he won the manage- 
ment of the Allentown, Pa., territory for one of the 
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A. R. SAURMAN 





large typewriter companies where he became ac- | 


quainted with the supply end of the business. 

As representative of the John Underwood organiza- 
tion Mr. Saurman will cover Eastern Pennsylvania, 
Southern New Jersey, Delaware and Maryland, and will 
have district offices in such important cities as Allen- 
town, Reading, Scranton, Wilkes-Barre, Harrisburg, 
York, Lancaster, Trenton, Wilmington and Baltimore. 

————o i _ 
W. N. JOHNSON NOT A REPRESENTATIVE OF AMER- 
ICAN WRITING MACHINE COMPANY OF NEW YORK. 


In a recent communication an executive of the | 


American Writing Machine Company, New York, N. Y., 


states, “It has been reported to us that a man repre- | 
senting himself as W. N. Johnson uses a business card | 


carrying the following words: 
‘American Writing Machine Co. 
W.N. Johnson 
307 N. Lafayette Street 
Brownsville, Tennessee 


Head Office 
Chicago, II.’ 

“It is further reported that this man solicited a 
repair job from Mr. Paul Crider in Brownsville, Tenn.., 
and failed to return the machine to the owner. 

“Mr. Johnson is not and never has been employed 
by our company.” 

sisal an 


FASTENER CORPORATION IN NEW HOME 


Forced by a need for additional space brought about 
by steadily increasing business, the Fastener Corpora- 
tion, manufacturers of stapling machines, last month 
moved its general offices to the Harris Trust building, 
111 West Monroe street, and its factory to new quar- 
ters at 860-902 Fletcher street, Chicago. 


—-<- 
CODO APPOINTS BENDALL AS N. Y. MANAGER 


The Codo Manufacturing Corporation, Chicago, last 
month announced the appointment of Donald P. Ben- 
dall as manager of the firm’s New York office. Mr. 
Bendall, who is well known to the trade in the eastern 
territory, has had considerable experience in the inked 
ribbon and carbon paper field which he will place at 
the disposal of dealers throughout his territory. 


\ SMOKE. OUT. . 
z SEASON IAL. ORDERS 
4 







Get Seasonal Quantity 
Orders at Transfer Time 
with 


BOX-WRAPT 
FILE FOLDERS 


With the favorable prices that 
can be quoted on BOX-WRAPT FILE 
FOLDERS in special, run-to-order quan- 
tities, to your customer’s own specifi- 
cations—you can really go “gunning 
for bear’’ between now and the semi- 
annual transfer time. 


It's an opportunity to give your old 
customers an additional service...and to 
make new customers... by offering an 
economically attractive “buy” for their 
semi-annual file folder requirements. 


You can compete even with unusual spec- 
ifications — special or standard sizes... 
with single or reinforced tabs, any cut 
desired . . . printed for individual office 
systermns. 


Get going NOW! Send us samples of 
your customers’ present folders—or speci- 
fications of new ones—for BOX-WRAPT 
quotations. Our special, run-to-order 
prices will put you in line for orders you 
never could get before. 


ROCKWELL-BARNES CO. 
CHICAGO 


1515 WEST 38th STREET 
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jow—-I'M CASHING IN 

ON A 

1FAST GROWING MARKET- 
WITH FACTORY 

REBUILT NOISELESS 
TYPEWRITERS 
DIRECT FROM 

LREMINGTON RAND! 





















Remington Paragon 
Factory Rebuilt 
No. 6 Noiseless 


Y E § —TYPEWRITER DEALERS... 


You can now buy Remington Paragon Factory Rebuilt 
Noiseless Typewriters direct from Remington Rand... and 
cash in with New Sales and New Profits. 


Now you can sell Remington Rebuilt Noiseless Type- 
writers—the finest typewriter value—to a fast growing 
market. Remington Rand's stocks are such that you can 
get immediate delivery on your Remington Standard 


and NOISELESS Factory Rebuilt Typewriter needs. 


REBUILT EXCLUSIVELY BY 
REMINGTON RAND 


Sell with confidence to your customers a really QUIET 
writing machine that has been rebuilt from stem to stern, 
exclusively by the original manufacturers—the originators 
of the Noiseless principle in typewriters. 

Sell Remington Factory Rebuilt NOISELESS typewriters 
at a saving to your customers of as much as 50°, and ata 
very attractive profit to you. Start now to get more of these 
Sales for your store. Write for Special Dealer's Price List 
and full details today. 


Remington Rand Inc. 


REBUILT TYPEWRITER DEPARTMENT 
Buffalo, New York 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


USINESS in this district may be accounted as fair. 

There is some building going on, mostly of a 
residential character. Improvements in stores and 
offices are noticeable. When, however, the big harbor 
improvement gets under way at Redondo Beach there 
will surely be an upturn for Redondo and adjoining 
towns. 

There seems to be at present a tendency to mark 
time and see what the future will bring. People are 
holding on to their money and this means, of course, 
that merchants still find collections difficult. In the 
meantime there is war in all the headlines of the 
daily press. But we pray that that catastrophe may 
somehow be averted. 


* * * 


Art Meta! and Industrial Rearrange Quarters.—The 
Industrial Printing and Stationery Company’s branch 
office at 218 East Third street, Los Angeles, O. G. 
Lawton, sales manager, has taken larger space adjoin- 
ing their main store at 6136 Pacific boulevard, Hunt- 
ington Park, thus bringing the office furniture de- 
partment, the typewriter division, and other depart- 
ments of the business under one roof. 

The Industrial carries the lines of the Art Metal 
Construction Company, the Gunn Furniture Company, 
L. C. Smith & Corona Typewriters, Inc. and a fuil line 
of scationery, as well as complete printing department 
equipped to handle printing of the highest character. 

The Los Angeles branch of the Art Metal Construc- 
tion Company has taken over the entire building at 
218 East Third street, Los Angeles. This branch is 
under the management of R. H. Pohlgrean, who covers 
the states of California, Nevada and Arizona. 

Ed x x 

Well Known Furniture Man Joins Gunn Force. 
“Happy Mac” McLaughlin now represents the Gunn 
Furniture Company in the western territory. Happy 
the man who is constitutionally optimistic. 


* * 


Geil Finishes Successful Trip.—‘Les.” Geil, 139-A, 


| Palm Drive, Beverly Hills, California, recently returned 
| after a successful trip throughout his territory. Les. 
has recently added the Marble & Shattuck fine office 


chairs to the lines he represents, which include the 
Tell City Desk Company and the All Steel-Equip Com- 
pany 


Joe Hildreth Returns to Chicago for Short Session. 
Joe Hildreth, salesman emeritus of the Esterbrook Pen 
Manufacturing Company, after having spent the win- 
ter at Daytona Beach, Florida, is about to return to 
Chicago to attend to business matters. 

o * 7 

Takes New Residence.—Charles Hyatt, Pacific Coast 
manufacturers’ representative, recently moved with his 
family into a new house at 4164 Stansbury, Van Nuys, 
California 


Seattle Man Visits L. A—S. H. MacDonald of Seattle, 
Washington, called last month on old friends in the 
office furniture trade of Los Angeles. Mr. MacDonald 
represents the Heosier Desk Company, Leopold Desk 
Company, Jasper Chair Company and other well- 
known concerns in the Middle Western states. 

Tag and Label Concern Moves.—The Draper Tag & 
Label Company have taken possession of new premises 
at 843 South Los Angeles street, Los Angeles. They 
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For more SPEED in bookkeeping and types 


PINS 
THE YELLOW BOX LINE oe 
. FASTENERS 
ASIER for you to order, easier to sell, Oakville’s complete top THUMB TACKS 
quality Yellow Box Line cuts down your paper work. You can get 
all kinds of metal fasteners in one transaction. And the Yellow Box Line is STAPLES 
easier to se//. It wins customer satisfaction in these ways: TAK-A-PINS 


They are packed in strong boxes. No breakage. 
No lost time in picking up scattered pieces. 


Yellow Box fastening devices are perfectly uniform, 
perfectly constructed for the customer’s easiest, 
most convenient use. Full count in every box. 


The largest stationers in the country stock this line 
because there 1s demand for it. The attractive yellow 
boxes win your customers’ attention are easy for you 
to display to best advantage. 


Order the complete line all at once. Free sales helps to 


all dealers who do. Write to us for details 


A complete 
variety of sizes 


and related items 
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OAKVILL 


COMPANY 


Division of Scovill Manufacturing Company 


Waterbury, Connecticut 





NEW YORK ° CHICAGO ° SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 
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THE SHIPMAN-WARD 
QUALITY STANDARD 
IS YOUR PROTECTION 


It is actually cheaper to buy a Shipman- 
Ward rebuilt typewriter than to pay 
several dollars less for one which has 
not received the same expert atten- 


This “rough” 
machine is about 
to enter the S-W 
factory for re- 
building from 
which it will 


emer ge— 





asa S-W Rebuilt 
that looks and 
operates like 
new. It is the 
kind that makes 
real profit pos- 
sible. 





tion. Your service costs are at a mini- 
mum. You make a profit and retain it 
instead of passing it out in the form of 
free service during the period of the 
guarantee. In spite of the tendency to 
cheapen the work so as to reduce 
prices Shipman-Ward will continue to 
adhere to its present high standard. 
The dealer is offered a service which 
is second to none. 


Investigate and learn how Shipman-Ward rebuilts 
can make money for you. Complete information 


upon request. 


SHIPMAN-WARD MFG. CO. 
325 N. Wells St., Chicago 
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carry a manufacturers’ stock of Reliance pencils, Noe- 
sting pins, clips, etc. 

Pasadena Firm Moves.—The Union Stationery & 
Printing Company, which for fifteen years has been 
located in one situation in Pasadena, California, has 
moved to its own recently completed building at 1543 
East Colorado street in that city. 

Denison Changes Jobs.—For twelve years Guy L. 
Denison has competently held down an arduous posi- 
tion as a pen salesman. Recently he has been ap- 
pointed salesman for the Esterbrook Pen Company 
under the direction of Harry Homer. His territory in- 
cludes the field from Fresno south and east to Denver. 
George Silman works north of Fresno, also under the 
direction of Mr. Homer. 

Rising Back from Successful Trip.—Franklin E. Ris- 
ing, known all over the Pacific Coast as a manufac- 
turers’ representative, recently returned to Los Angeles 
after a visit to coastal points. He handles several well 
known lines, including loose leaf products, ruled and 
printed forms, chair mats, typewriter stands, and 
tables, the last by L. C. Flewelling, South Gate, Cali- 
fornia. He also carries the popular “Celludex”’ line. 

* * . 

Eastern Manufacturer Visits the West.—Harry Yager, 
vice-president of David Kahn, Inc., of North Bergen, 
New Jersey, recently visited Joseph D. Hale in Los 
Angeles. Hale represents the Parrot Speed Line and 
the David Kahn lines on the Pacific Coast. 

* 7 * 

Bruce Fargo Now with Browns.—Bruce Fargo, re- 
cently manager of Green’s Stationery department at 
Long Beach, is now associated with the J. E. and 
K. F. Brown Company at Long Beach. 


= ~<a —2— 


RENTAL INCOME TAX ILLEGAL 

A recent decision of Judge Van Norstrand of the 
San Francisco Superior Court held that income from 
the rental of typewriters in California is not taxable 
under the State Retail Tax Act. 

Thus a fight against the retail tax launched two 
years ago by the Typewriter Dealers of California, ends 
in a complete victory for the typewriter interests, 
which will be saved thousands of dollars assessed under 
the Act, which was made retroactive by the State 
Board of Equalization to August, 1933, when the law 
was enacted, and which was not collected from the 
public by dealers, and representatives of the manu- 
facturers. Not only this big saving, but the public will 
be saved many thousands of dollars annually from now 
on through holding of the Act illegal. 

The story of the fight, in brief, is as follows: 

Three years ago the California Board of Equalization 
issued a ruling, known as No. 68, and based on Chapter 
1020, Statutes of 1933, amended by Chapters 351, 355 
and 357, statutes of 1935, known as the Retail Sales 
Tax Act, levying a tax of three per cent on all rental 
income of typewriter dealers, and the branches and 
stores of typewriter manufacturers. This ruling was 
made retroactive to August, 1933. 

Thoroughly aroused by what appeared to be an un- 
just and illegal levy upon dealer income, and indignant 
because of the retroactive feature of the ruling, the 
typewriter dealers of San Francisco organized them- 
selves, obtained contributions from dealers throughout 
the state, engaged able legal counsel and inaugurated 
their resistance by selecting Lestor Secor of the Guar- 
anty Typewriter Company, of San Francisco to pay the 
tax under protest, and challenge legality of the ruling 
of the state board. 

To the Typewriter Dealers of San Francisco, and 
especially Lestor Secor, Herbert J. Hastings, Arthur 
Perry, Louis Smith and others who headed the move- 
ment, and to the dealers generally over the state full 
credit is due, and all concerned in California, including 
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MODELS 
ADDING MACHINES COMPLETE CATALOG—FREE 
CASH REGISTERS 
CALCULATORS * cian tl. Allen Calculators, Inc. 
FIG U RI NG 22 E. 40th St.. New York 


Send for our nen cataloy Please send complete catalog. 


Send “Adding Machine Short Cuts” 


showin -om plete line + ‘ 
“ g a complete € MACHINES 


figuring machines 


starting at $60 for Model ma" ; 


“66” shown above. 
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ON IDEAL STANDS 
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Model 36 Sorter Tray 
Stand. Sorter tray 
only, with rubber feet 
and without stand, can 
be furnished separate- 
ly. “A Type and Size 
for Every Need.” 


Once you sell a user Ideal Stands, you 
find they come back for more. That 
is the experience of Ideal dealers 
everywhere. Profitable repeat busi- 
ness results. 

As one dealer says, ‘‘Your stand was 
received yesterday, and the customer 
has already sent in a friend who 
wants one too.”’ 

You will find the right stand for 
every job in the complete Ideal line. 
Write for general catalog listing 
models for typewriters, adding 
machines, calculators, and business 
machines generally, as well as sorter 
trays and stools. 

We sell through dealers only. 


SHERMAN-MANSON MFG. COMPANY 
625 S. Kolmar Avenue, Chicago, IIl. 


IDEAL 


STANDS AND STOOLS 


OFFICE APPLIANCES 


the typewriter manufacturers, owe this little band 
a debt of gratitude, not only because of the large sums 
saved them during the period of from August, 1933 to 
date, but also the large sums that will be saved by 
the public from now on.—GSW 

ee 

TYPEWRITER MERCHANTS OF SAN FRANCISCO 

The San Francisco Typewriter Dealers’ Association, 
having served the Dealer interests for many years, is 
no more. 

But, in its stead was born a new and vigorous child 
of the typewriter men of San Francisco, to be known 
henceforth as the Typewriter Merchants of San 
Francisco. 

It all happened at a recent get-together dinner, at 
which time the old organization was, with ceremonies 
befitting the occasion laid to rest, and this new instru- 
ment of dealer collective bargaining came into being. 

Officers of the Typewriter Merchants ot San Fran- 
cisco, who will serve for one year, follow: 

President, Lestor Secor Guaranty Typewriter Com- 
pany. 

Vice-president, Herbert J. Hastings, San Francisco 
Typewriter Exchange. 

Secretary-treasurer, Miss Claire Kanakaris. 

The Typewriter Merchants of San Francisco not only 
wanted a new organization, but also a new name, and 
it is believed they are the first in the country to have 
classified themselves officially as ‘Merchants’. It is 
felt that more prestige will be gained through using 
the name Merchants, for ‘“Dealers’ Association” has 
become somewhat frayed and worn, whereas the new 
name not only is stream-lined, but it more correctly 
typifies dealer business ——GSW 

ici Ni a 
HORDER’S SPONSORS WORLD AFFAIRS 
BROADCAST 

Sponsored by Horder’s, Inc., well-Known Chicago 
stationery and office supply house, a series of radio 
broadcasts on foreign affairs started last month over 
station WBBM with Carroll Binder, foreign editor of 
the Chicago Daily News at the microphone. 

Horder’s is one of the largest and best known com- 
panies in the industry. Last year it did a $3,280,000 
gross business, which is an impressive record of growth 
when it is remembered that the company was launched 
in 1901 by Edward Young Horder with a capital of 
$250 when he was forty years old. 

Today the company has a net worth of $1,558,000 
which, with the exception of $500,000 raised during 
the depression, rerresents earnings which have been 
put back into the business. 

—— oe 


COOPER RETURNS FROM LENGTHY TRIP 

Frank S. Cooper, president, Codo Manufacturing 
Corporation, 509 South Franklin street, Chicago, last 
month returned from a lengthy business trip through- 
out New York and the New England states. During 
the trip Mr. Cooper reports finding conditions much 
improved with an optimistic outlook for the carbon 
and ribbon industry for future months 

niall ty 
SCHNELL REPRESENTS INVINCIBLE IN FOUR 
STATES 

Charles T. Schnell of Detroit, is now calling upon 
dealers in Ohio, Indiana, Kentucky and Michigan for 
the Invincible Metal Furniture Company, Manitowoc, 
Wisconsin. Announcement of this appointment was 
made last month by Invincible’s vice president, George 
H. Alter 

—- 
OAKVILLE RE-LOCATES N. Y. OFFICE 

The Oakville Company, division of Scoville Manufac- 
turing Company, Waterbury, Conn., last month an- 
nounced the removal of its New York City branch 
office from 280 Broadway to rooms 630-636 Chrysler 
building, Forty-second street and Lexington avenue 
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Community of 15,000 © 


Sold Twenty-Four Teletalk S: 


in Approximately One Year’s Tir 
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his is Model 
5. It permits 
system with 
otalcapacity 
five stations. 


You, too, can make money with... 


Whatone office equipment dealer can do, 
you can do—and make money doing it! 


Teletalk opens an entirely new avenue of 
profits. It can be sold to every customer 
now on your books to whom you are sell- 
ing other office equipment. 


And it develops prospects for you—such 
as hotels, restaurants, hospitals, schools, 
manufacturing plants, beauty parlors, 
and other retail establishments where 
the profits depend upon the number of 
customers handled. 


Teletalk— because it saves time, steps, 
money, and enables you to handle cus- 
tomers better—will help build business 





Webster 
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for any service, commercial or 
manufacturing business. 


Teletalk is available in five mod- 
els, two different circuits, with 
Speaker-Microphones for use at 
unimportant stations. It permits 
you to furnish electronic inter- 
communication for two stations for as 
low as $49.00. There is no limit to the 
possible number of stations. 


Do what this dealer did—put a system in 
your own place of business. Make dem- 
onstrations. You'll get business. A re- 
quest will bring you complete informa- 
tion and all necessary selling helps to 


WEBSTER 
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WEBSTER ELECTRIC 










REG. U.S. PAT. OFFICE WY] 


enable you to make Teletalk a _profit- 
builder. 


Licensed by Electrical Research Products, Inc. under 
U.S. Patents of American Telephone and Telegraph 
Company and Western Electric Company, Incorporated 


COMPANY 
U.S.A. 


ELECTRIC 
WISCONSIN, 


WEBSTER 
RACINE, 


Export Dept.: 100 Varick St., New York 
Cable Address: “ARLAB,”” New York 


Electric 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 


This nurse is operating a 
Model SA-45B Speaker 
Microphone connected to 
Annunciator Model 212A. 


This is Model 224. It has a 
capacity of twenty-four sta- 
tions, ample fora large busi- 
ness office, small school, hos- 
pital, or similar institution. 
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WILL YOU SPEND 
TWO MINUTES : 


D\ 
TO FIND YY), NK \ 
| . 
~ YOU CAN MAKE 


MORE WITH DO/MOREP 


7ZOU'RE in business for one main reason—to make money. And it will take 
vou just two minutes to read why there are greater profit possibilities for 
vou in the Domore complete line of posture seating. 
Every reason we give is based on the actual experience of successful dealers 
in large cities and small—who write us about the increased profit opportunities 
Domore has brought them. We'll tell it in their own words. 












satisiied customers 


1 [The Domore name is well and tavorably The Domore educational service makes 
known to all 


No 506 Only one of 


several executive models D full ¢ 
ymore 71VES S full erricofria pro - ' 
? r ' 7 The ‘Air-Duct’ with its exclusive features 


tectior ’ a F 
reduces sales resistance and makes many 


friends for us 
From your magazine and direct mail 


campaigns you furnish us valuable leads 


of which we close 3 out of $ b Domore enables us to concentrate our 


selling on acomplete line under one name ' 


tO talk aD 


4 Domore exclusive features such as vot 
patented “Exerciser Back’ give s more : , : 
; Domore margins are liberal 
5 Domore introduces us to new prospects 1 Our Domore business increases vear after 
to WwW hon we se other merchandise vear 

If these advantages appeal to you, we suggest that you write us today for 
full particulars of the Domore line aad the Domore dealer plan. There are still 
a few territories where an aggressive dealer has a real opportunity to step up 





No. 590, The’ Air-Duct 
having exclusive patented his sales and profits 


DOMORE CHAIR COMPANY, INC., 501 Monger Bidg., Elkhart, Indiana 


features 





VISIT US WHILE AT THE NEW YORK FAIR 


When vou attend the New York World's Fair this vear, we invite 
you Co visit out special display rooms, 300—Fourth Ave. Full line of 


Domore late models on display. A cordial welcome to all dealers 


DO/MORE 


THE BEST KNOWN NAME IN THE CHAIR INDUSTRY 


DO/MORE DEALERS HAVE THE ADVANTAGE! 











No. 060-N Facrory Chair 
Available in different 
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heignets 

















ANCES 


es 


Pp 











PASSED 





LOUIS ZECHA 

Mr. Louis Zecha, chief of the Soekaboemi Printing 
& Publishing Company and Lawsim Zecha Company, 
Soekaboemi, Java, passed away April 1 at the age of 
sixty years. 

An enterprising and industrious business man, Mr. 
Zecha’s career is singularly like that of many an 
American who, starting with modest beginning, 
reached the top through sheer grit and ability. This 
is the reason that his two establishments are among 
the leaders in their fields throughout Netherland East 
Indies. 

Mr. Zecha started in business in 1895 with one hand 
press and some assorted type of the style used for 
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THE LATE LOUIS ZECHA 


printing cards. From which small start was developed 
through succeeding years a printing and binding busi- 
ness, employing processes of letter press, lithography 
and offset, produced on the most modern equipment 
of manufacturers in the United States. Along with his 
printing and engraving business was established a 
substantial stationery business of which some lines are 
sold throughout Netherland East Indies 

In later years Mr. Zecha devoted part of his time 
to tea growing and introduced to America a special 
orange pekoe under the brand name of “Zecha Finest 
Java Tea”. 

Always eager to keep abreast of the times and fully 
informed upon changes and improvements of the prod- 
ucts he sold, Mr. Zecha made several trips to the 
United States, visiting manufacturers and inspecting 
plants. His son, A. W. Lauw Zecha, a graduate of the 
University of Iowa, and who has made several trips 
to this country and to Europe, was an interested and 
interesting visitor at The National Stationers Associa- 
tion convention in Chicago last year 


By the death of Louis Zecha we lose a friend whose 
good will through a quarter century has helped to cheer 
us on our way. In our few meetings in Chicago and in 
occasional correspondence over the years we came to 
know something of the philosophy which formed the 
pattern of his life. Of a family from China, for several 
generations in Netherland East Indies, he maintained 
the traditions of the older Chinese culture, disinclined, 
like many elders in all countries, to accept the new 
social ideas and customs which make the modern 
world. But by his acumen and enterprise he contrib- 
uted to the progress of his country. We lament his 
passing.—E.J 


BERNARD GROSSMAN AND BEN COPLON 


Speeding to Texas to the bedside of their dying wife 
and sister, two prominent Illinois stationers were killed 





he Unique 


An All Steel Collapsible 
Storage or Transfer Box 


Here is a steel box collapsed to a minimum of space for 
shipment and stock but thoroughly rigid when assembled. 
No bolts nor screws required. Any Unique box can be 
set up in less than a minute. Provided with labels, label 
holder and pull strap. 

The market for this new box is enormous. Popular for 
checks, warrants, letters, vouchers, tabulating cards, in- 
voices, ledger sheets, index cards. 


The Unique file is permanent. It will not wear out. 
It cannot collapse, warp nor swell when in use. A wen- 
derful item for demonstration in the store or in your 
prospect’s place of business whether it be office or factory. 


Place a sample order today and see how quickly a 
little effort on your part will create buying interest. 


HENRY T. ADAMS MFG. CO. 


8561 SOUTH CHICAGO AVE. CHICAGO, ILL. 
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General Office & Factory: 409 Mulberry St., 
THE KEY MEN OF AMERICA. Manufacturers wit/ 
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Out of 72 trials ) 
Dealer sells ~ 
70 sets of 





We have been hammering one thought home to 
Dealers—"“Give PEERLESS Tuchtype Keyboard a 
chance to sell itself. A trial a day means a sale a 


day!” 


Are we right? Every day proof pours in. Grimes 
Stassforth Stationery Co. put out 72 sets on trial in 
Los Angeles—got only 2 back. Think that’s wonder- 
ful? Wait a minute ...a drive in Chicago sold 247 
sets. Another mid-western city produced 500 sales 
in a month. Walsh Bros. of Phoenix has just “re- 
peated” for 25. Schwabacher-Frey on the coast dis- 
posed of 49. Bailey Stationery Co., Riverside, Calif., 
took 12 sets on memo Thursday, March 30th— 
phoned for 13 more on Friday. Want more?—we'll 
give you a raft of names, cities, figures—inviting 
your closest checkup. 


Are these Dealers different from you? They wanted 
profits and we showed them how to get them, gave 
them a sure-fire sales plan, pepped up their sales- 
people, made it very much worth their while to push 
PEERLESS. Do YOU want some of this business? 
It’s easy! In a month you'll be saying, ““Where’ve you 
been all my life?’’ Today—no»—write for full data. 


IMPERIAL RIBBONS & CARBON 
WORK for — NOT against YOU! 


Here is an outstanding quality line that does not 
carry water on both shoulders in regard to Dealers 
and Consumers. Ask to see most attractive carbon 
packaging you ever saw. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
Newark, N. J. 


view point 


Office Keyboard Machines © Peerless Tuchtype Keyboards 
Rubber Twirler Rings, all sizes * Rubber Cushion Feet © 


Wolded Rubber Goods to customer's specifications * Rubber Typewriter Pads © imperial Kibbons 
and Carbon Paper of every description and for every purpese * Carbon Rolls for all uses 


We make Peerless Rubber Keys for all 
for all Office Keyboard Machines « 


BRANCHES 
New York City. 321 Broadway Chicago, 19 South Wells St 
1127 Wall Street 


Detroit, 1000 American Radiator Building Los Angeles, 112 
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March 26 in the tragic crash of an airliner at Okla- 
homa City. The two men were Bernard Grossman, part 
owner of Paramount Stationers, Inc., Aurora, Ill., and 
Ben Coplon, proprietor of a stationery store at 2136 
East Seventy-fifth street, Chicago. 

Mr. Grossman and Mr. Coplon left Chicago aboard 
the plane to rush to Houston, Texas, where Mrs. Gross- 
man, who was the sister of Mr. Coplon, was reported 
dying in a local hospital, and who died six days after 
her husband and brother met death in the crash. 

Mr. Grossman was thirty-seven years of age and 
before going to Aurora operated a stationery store in 
Chicago for eight years. Together with his brother, 
Foster S. Grossman, he sold out and opened the new 
establishment at Aurora in 1933. Mr. Grossman and 
Mrs. Coplon are survived by his father and mother, 
three brothers and three sisters. 

Mr. Coplon was fifty-one years of age and went to 
Chicago from Russia at an early age. He entered the 
stationery business in that city in 1921, which he sold 
out seven years later to open the establishment he 
headed at the time of his death. He is survived by his 
mother, one sister and six brothers 
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JOHN FREEMAN 


John Freeman, vice-president of the Taylor Chair 
Company, Bedford, Ohio, with which he had been con- 
nected continuously for sixty-three years, died on 
March 3 following a short illness. He was in his 
eightieth year. 

As a boy of seventeen Mr. Freeman started working 
for the chair manufacturing firm in November, 1876, 
starting in the factory and working his way up and 
through the various departments. When he was thirty 
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THE LATE JOHN FREEMAN 


he had mastered the production end of the business 
and was sent out on the road selling chairs in an 
eastern territory. 

For the next fifteen years he covered this large dis- 
trict and then returned to the home offices to assume 
duties there. Although Mr. Freeman has not been 
active in affairs of the company for a considerable 
time he retained the office of vice-president up to the 
time of his death. 

Mr. Freeman is survived by a son, Roland J. Freeman 
who is a factory representative for the Jasper Chair 
Company and the Hoosier Desk Company in New York. 
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F. W. BRYANT 

Carrying on for years although suffering from a long 
and lingering illness engendered by war service, Fred 
W. Bryant, forty-six years old and branch manager 
of the Miller-Bryant-Pierce Company of Seattle, Wash.., 
died in that city recently. No matter the state of his 
feelings, he carried on from his offices in the Wash- 
ington Mutual Bank building on Second avenue, where 
the stationery organization specializing in carbon 
paper was located, and was daily active in the trade 

Born in Manitoba, Canada, he served with the Cana- 
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With 1250 Genuine 
Hotchkiss 
Staples 


NEW! The lever action with the floating driver. Power where it ZZ ‘ 
belongs — squarely on the staple being driven. ‘¢ / 

FAST! Press the red button upward! Pop! Out comes the slide for } Pid p i if r 
a strip of 210 Genuine Hotchkiss 1A Chisel Pointed Staples. ( f ( 


EFFICIENT! The anvil slides forward and backward. Permanent or MODEL 101A 


temporary clinching at your finger tips. 


he “ew 


HOTCHKISS 


slaplers 


FEATURES THAT MEAN REAL VALUE 


. Styling by one of the foremost mechanical designers. 
. Tempered steel construction throughout. 
. Vital parts welded together for exceptional strength. 
. Latest pusher type feed mechanism. 
. Loads 105 Genuine Hotchkiss 2A Chisel Point Staples 
(Standard Size). 
6. Heavy nickel plate and tough black 
crackle lacquer for lasting good looks. 


MODEL 122A 


LIST 
PRICE 
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With 1250 Genuine 
Hotchkiss 


anes Norwalk HOTCHKISS connecticut 
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HARTER Scores Another 
“First”: This Time With NEW 
Posture Chair Seats! 
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HE new Harter Posture Chairs— 


with foam rubber seats on venti- 






lator rests—are in line with public 
demand. They are proving highly 
popular in fine offices throughout the 





country. Harter dealers know all 
about this trend and are making 
much of the opportunity. If you are 
not a Harter dealer perhaps you 
would like to join our organization. 
If so, just write for complete details 
about the Harter Dealer Plan. 





These new posture chairs in the Fifteen Group 
are self-adjustable. The back adjustments —vertical 
and horizontal—and that of the seat as well, are 
made by means of quick-acting hand controls. In 
other words, the occupant of a new Harter Posture 
Chair makes each adjustment himself. This exclu- 
sive feature has already met with popular acclaim. 


* FOAM RUBBER SEATS ON VENTILATOR RESTS 


THE HARTER CORPORATION 


Sturgis, Michigan 
MODERNIZE-= HARTERIZE 
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dian forces during the World War. Disabled as a sol- 
dier, he was a member of the Canadian Disabled War 
Veterans’ Association and the Seattle Community Club. 
For the past fifteen years he had lived on Mercer 
Island, across Lake Washington from Seattle, and daily 
commuted on the ferry. He leaves a widow, Edith, a 
daughter, Diana, and a brother, Charles A. Bryant, of 
Lethbridge, Alberta, Canada. Burial was in Acacia 
cemetery.—CML 


bok ob 


F. B. JOHNSON 

Failing to rally after an illness of eighteen months’ 
duration, Frank B. Johnson, president of the Omaha 
Printing Company, Omaha, Neb., and former owner of 
the Omaha Republican newspaper, died April 6 at the 
age of seventy-eight years. 

The printing company which Mr. Johnson founded 
was an outgrowth of the Omaha Republican when the 
owner sold that publication in 1889. At the time he 











JOHNSON 


Kinehart Marsde Phot 


retained the job printing department which he op- 
erated under the name of the Omaha Printing Com- 
pany and began the task of building up the organiza- 
tion into the modern establishment it is today with 
its letter press, lithographing, stationery and office 
furniture departments. 

The company, which is located at Thirteenth and 
Farnam streets in Omaha, is carrying on under the 
management of Harvey E. Milliken, secretary-treasurer 
of the organization. 


r , + 
B. A. DICKERSON 


B. A. Dickerson, vice-president and general manager 
of the Faries Manufacturing Company, Decatur, Ill., 
died April 9 at the age of fifty years. He is survived 
by his widow and father. 

Born in Vera, IIll., in 1889, Mr. Dickerson spent his 
early boyhood in Illinois. He attended the public 
schools in the vicinity of Decatur and later entered a 
business college. Early in his business career, thirty- 
two years ago, he became associated with the Faries 
organization and worked his way up through the 
various departments to the position he held at the 
time of his death. 

Mr. Dickerson was well-known among electrical and 
office supply leaders and was a member of some of 
the early trade associations including the Artistic 
Lighting Equipment Association and others. He was 
also a member of the Illumination Engineering Society. 

+ - | 
C. C. WHITLOCK 

Colin C. Whitlock, of Calais, Me., a veteran whole- 
saler and retailer in office supplies, died recently, three 
months after the passing of his wife and one day 
before his fifty-sixth wedding anniversary. 


Born at St. Andrews, N. B., Mr. Whitlock resided | 





3 Effective 
Bates Sales Aids 





Bates dealers throughout the country 


are taking more and more advantage 
of these Bates Demonstrators—number- 
ing machines, staplers and MUN-KEE 
pads. They are offered at nominal cost 
and all are plainly marked, not for resale. 

Wherever these are being used we 
find a direct increase in orders—that 
means more profit for the dealer, and 
better volume for the salesman. 

The new Bates movie, ‘It’s the Little 
Things that Count,”’ shows the vse of 
these demonstrators—evidently pro- 
gressive salesmen see the point and are 


cashing in on it. 


Bates 


QUALITY PRODUCTS 





THE BATES MFG. CO., Orange, N.J. * New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines, Bates Staplers, Bates Indexes, 
Bates Eyeleters, Bates Mun-Kee Stamp Pads, Bates List Finders, 


Bates Inks, Bates File Fasteners, Bates Eyelets, Bates Perforators, etc. 
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vareful attention to dealer require 























ments is an essential point in the 
VAIL policy. Goods of top quality are 
furnished without delay. A complete 
stock is carried at all times, permitting 
immediate shipment of everything the 
dealer needs in PAPER CLIPS, PINS. 
STAPLES, BRASS FASTENERS and 


THUMB TACKS. 


QD } . 
But while the best in quality is nece: 
sary, u thorougniy sympatnetic under 
also vitally 


standing of dealer needs is 


important. VAIL understands and ren 





ders a brand of service that evidences 
appreciation of the privilege of serving 


you 


Dealers Write For 

















- Price List 
A schedule giving complete information Ks i 
s yours for the asking. If you are not a Ll) 
VAIL dealer now, try us on your next Yi 
order. You will be satisfied with qual 
ty, price wna pI pt ite yent atter ) 
t n t need ¢ 


VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, Ill. 
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during all of his eighty years on the St. Croix river, 
first on the Canadian side and then on the United 
States shore. He sold office equipment and supplies in 
Calais for twenty-two years, prior to that conducting 
the same type of business across the river in St. Ste- 
phen and Milltown, N. B. 

A novel phase of his life involved the establishment 
by him of a beacon light on the St. Croix river not far 
from his business base as a guide to mariners. This 
light revealed to the American authorities the urgent 
need of a warning signal at this point and some time 
later a lighthouse was installed there and named the 
Whitlock Light in honor of the founder of the move- 
ment. 

Mr. Whitlock is survived by two daughters, the 
Misses Muriel and Bessie Whitlock, who will conduct 
the business; an adopted daughter, Miss Marian Lamb. 
a married daughter, a son and a grandson.—_WJM 
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MRS. M. L. GEIGER 

Mrs. Mabel Leach Geiger, wife of George H. Geiger, 
owner of an office equipment company bearing his 
name at Leavenworth, Kan., died at the family resi- 
dence on April 10 following a lengthy illness. Mrs. 
Geiger was sixty-two years of age. 

One of the Frst Presbyterian church’s most active 
members, Mrs. Geiger throughout her lifetime was 
deeply interested in civic affairs. She was a charter 
member of the church’s Needlework Guild, served as its 
first secretary and, during the World War period, took 
a leading part in war service work in Leavenworth. 

Born on a farm near Lawrence, Kan., on January 21, 
1877, the daughter of Mr. and Mrs. N. B. Leach, early- 
day residents who traveled from Ohio in a covered 
wagon, Mrs. Geiger is survived by her husband; a son, 
George Lowell Geiger, city editor of the New Bedford 
(Mass.) Standard Times; a daughter, Mrs. Henry 
Gould, Kansas City, Mo.; two sisters, Mrs. E. P. Barlow, 
Leavenworth; Mrs. Herman M. Langworthy, Kansas 
City, Mo.; two brothers, E. P. Leach, Leavenworth; 
E. M. Leach, Boise, Idaho, and four grandchildren. 

Following services on April 12 interment was in the 
family lot at Mount Muncie cemetery. 


re + 
C. A. CHASE 


Charles A. Chase, vice-president of the American 
Pad & Paper Company, Holyoke, Mass., died at his 
home in the Massachusetts city on April 10 at the age 
of sixty-five years. He was also president of the 
Holyoke Belting Company and was a former post- 
master of Holyoke. 

Mr. Chase was born at Holyoke, the son of the late 
Mr. and Mrs. Henry A. Chase. His father was also a 
postmaster and was mayor of the city in 1895 as well 
as being a prominent lumber dealer. Mr. Chase suc- 
ceeded his father as postmaster in 1905, continuing in 
that office until 1914. 

He is survived by his widow, Mrs. Harriet Brewster 
Chase; one son, Robert Chase; three brothers, Henry 
and Richard of Holyoke and J. Paul Chase of New 
York; one sister, Laura, a missionary in Japan, and 


three aunts. 
+ + + 


MRS. J. H. HART 


Mrs. Janet H. Hart, widow of the late S. R. Hart, 
who was a well-known stationer of Toronto, Ont., for 
a number of years, died at her Toronto home recently 
in her eighty-third year. Mrs. Hart is survived by two 
sons, R. Wylie and M. M. Hart, both of whom are asso- 
ciated with the Hart business, and one daughter, all 
of Toronto.—SJL 
ob + 
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MRS. F. L. KING 
Mrs. Florence Lang King, wife of William H. King 
Jr., sales supervisor of the supplies division in the New 
York City branch office of L. C. Smith & Corona Type- 
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For a good clue to what constitutes the best in modern 
office furniture, note what careful buyers choose and use. 
You will find STEELCASE desks, files, cabinets, etc., serv- 
ing leading business houses, institutions and government 


buildings because STEELCASE is a leader. 


A recent interesting STEELCASE installation, consisting 
of desks, files, tables, storage cabinets, lockers, shelving 
and special equipment, is in the new Municipal Courts and 
Police Headquarters Building, Kansas City, Missouri. In 
one department alone, devoted to criminal record infor- 
mation, over 100 STEELCASE filing cabinets are used to 
house the cards and records of hundreds of thousands of 
finger prints and other identification data. They depend 
on STEELCASE because STEELCASE is dependable. 


Shall we send you our latest catalog and facts which 
prove our claim that STEELCASE is a great profit line to 
tie to? Write today! 


WITH 


STEELCASE! 


|Susiness F qupment 

















«++ FOUND WHERE BUSINESS SUCCEEDS 
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CALLING ALL CARS / 


STEELCASE 


At Police Headquarters 





—— 





Top Photo: Finger Print Department. 
Middle Photo: Dispatchers office—Con 
trols all police cruising cars. Lower 
Photo: Pension Fund Department 


METAL OFFICE FURNITURE CO. 
GRAND RAPIDS, MICHIGAN 
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A “PUSH-OVER"” 
for DEALERS 


You can sell these "Little Dandy’’ 
stands with very little effort. 


GeassTEeL “WT. 








Typewriter Stands 


are backed up by 27 years of satis- 
factory service to hundreds of thou- 


sands of users. 


Imitators by the 
dozen. Some dealers 
report that they 
tried to handle the 
cheap _ imitations, 
| but are now selling 
the "Little Dandy" 
Stands again. 


No. 671 


A neat, good-looking little stand 
with excellent finish on wood and 
metal; strong, rigid, built to last a 
life-time. 






Conservative 
business men do not 
buy trashy imita- 
tions. 

Wise dealers sell 
the UHL Steel "Lit- 
tle Dandy" type- 
writer stands. 





No. 671-LSX 


Made in several sizes with varied 
equipment— |6 different combina- 
tions. 


... Send for Catalog... 
THE TOLEDO METAL FURNITURE CO. 


1670 Hastings Street Toledo, Ohio 
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writers Inc, died April 1 at her home, 25 Tuscan road, 
Maplewood, N. J., at the age of fifty-two. 

Mrs. King, who with her husband moved from New 
York to East Orange twenty-five years ago and had 
resided in Maplewood for the past twelve years, is sur- 
vived by her husband, a mother, Mrs. Annie Lang of 
New York; a daughter, Mrs. Dorothy Schaedel; three 
sisters, Mrs. Edna Stier, Mrs. Mae Huegel and Mrs. 
Anna Hotaling, and three grandchildren —NJNS 


+ | & 
Cc. W. BOMAN 


Claes W. Boman, ninety-one, inventor and designer 
of a great many products used by the Eagle Pencil 
Company, died March 30 at his home, 1098 Greene 
avenue, Brooklyn, N. Y. Born in Sweden, he had lived 
at the Brooklyn address for more than fifty years. 

Some of Mr. Boman’s earliest patents were on a 
wood-wound pencil which could be sharpened by un- 
winding the ribbon-like strands of wood, a combina- 
tion fountain pen and pencil, and the “Flash-Fill” 
fountain pen, a rubber tube encased in metal. 

Retiring ten years ago after fifty-five years of service 
with the Eagle Pencil Company, Mr. Boman had been 
head of various departments as inventor and designer. 
He is survived by two daughters, Mrs. Barton R. Smith 
and Mrs. Wallace C. Doremus, and a grandson, Barton 


F. Smith.—NJNS 
+ b+ % 


J. N. BOSTICK 

J. N. Bostick, president of the Oakland Rubber 
Stamp Company, Oakland, Calif., died late in March 
at the age of sixty-six years. Mr. Bostick was a native 
of Arkansas but had made his home in Northern 
California for the past twenty-five years. He is sur- 
vived by his widow, Mrs. Rose Bostick; a son, N. H. 
Bostick; a daughter, Beverly, and a brother, Dr. J. B. 
Bostick, U.S.N. Funeral services were conducted by 
the Sequoia Masonic lodge, of which Mr. Bostick was 


a member. 
+ - - 


MEMORIAM ISSUE OF “YOUR MAN FRIDAY” 
HONORS AMES 

The April issue of “Your Man Friday,” house organ 
of the Ames Supply Company, Chicago, was an “In 
Memoriam” number in honor of the late A. R. Ames, 
president and founder of the company whose passing 
was recorded in the April issue. The booklet, finished 
in black and silver, bore a portrait of Mr. Ames upon 
the cover while the inside pages expressed the sorrow 
of his associates and bore a brief history of his life 
and career. 

a 
“A PLAIN UNVARNISHED INVITATION” 


The National Blank Book Company, Holyoke, Mass., 
has put into the mails an attractively printed invi- 
tation to the New York World’s Fair, under the words 
quoted above. The cordial invitation, on a double- 
fold sheet, suggests that a visitor to New York will find 
it impossible to get away from business altogether 
because mail will be forwarded and will require an- 
Swers, because visits with certain people in New York 
will be desirable, because a certain amount of clerical 
routine will be necessary. In view of the circumstance, 
the National Blank Book Company offers the facilities 
of its New York office. One paragraph of the message 
reads: 

“Realizing that you will have come for your own 
enjoyment, we will neither try to Cook’s Tour you 
around the white lights nor mix our business with 
your pleasure. But in so far as we can aid you to find 
the greatest enjoyment in Manhattan and at the Fair, 
you will find all of our people genuinely hospitable to 
the visitor who crosses our threshold.” 

It would seem that the New York office of the 
National Blank Book Company will be a busy place 
this summer. 
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L. L. Brown Papers 
pay Dividends 


in Proftable Orders 


When times are tough, some consumers are fooled by the 
appeal of cheapness. They let quality go by the board. But 
shrewd printers have found that it pays them to stick by 
their guns...to recommend L. L. BROWN papers, especially 
as they add practically nothing to costs per record book, 
form, or letterhead.* 

Far-seeing printers are profiting because users of record 
papers remember quality long after price is forgotten... 
because repeat orders and steady business result from in- 
sistence upon L. L. BROWN papers—the papers in which 
selected raw materials are carefully combined to put 
strength, durability, and perfect writing and erasing in 
proper balance—papers whose unequalled resistance to 
time and hard handling has made them the standard of 
value, dependability and security since 1849 


Since 
1849 


Super 
Quality 





ADAMS, MASSACHUSETTS - 


DISTRIBUTORS IN 
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“Thanks again, Mr. Jones, we're glad 
to have your contract.”’ 


You deserve it. You've always 
had the foresight to recommend 
dependable paper 


for our records.” 






If you sell record books, forms, documents and stationery, 
you'll profit by recommending L. L. BROWN papers when- 
ever permanence, durability or prestige is a factor. Ask your 
regular L. L. BROWN agent or write for samples. 


*L. L. BROWN papers add nothing to costs when compared with papers of 


their own grade levels crease total accounting and letter costs only a small 
fraction of 1 over inferior papers 

Rags 
L. L. BROWN’S Linen Ledger 100% 
ADVANCE Linen Ledger . 100% 
RESISTALL Linen Ledger’ 100% 
BROWN’S FINE ... . 85% 
GREYLOCK Linen Ledger . 5 Anal S55 
L. L. BROWN’S LINEN 100% 

100% 


ADVANCE BOND? . 
GREYLOCK BOND: 75% 


RESISTALL Index Bristol’ 100% 
tEnvelopes to match *Hydroil Process 
LL.BROWN 
LEDGER, LINEN AND BOND 
Permanent / Durable - Dependable 
ALL PRINCIPAL CITIES 











The Hilco Automatic 


REGISTRATION 
Really Means 













1S 
TRY TH 
CONVINCING 


Run 100sheets | 
Automatic : 1c 
ressions will : 
The letters 
sharp “ - 
istration ss 
“hairline - 






And Another Feature. . 


The patented Automatic Front Paper Stop and Impres- 
sion Roller Release — exclusive with Hilco — safeguard 
your work. A sheet of paper which 
starts crookedly into the machine 
automatically stops contact be- 
tween impression roller and drum. 
This prevents offsetting on the next 
sheet — and assures you of no 
spoiled pages! 





Shows You What 


AUTOMATIC 
DUPLICATOR 


There's nothing like the Hilco Auto- 
matic at anywhere near this price! 


It is outstanding for Sh 950 


Reto! 
F.OB.C 


accuracy, speed 
and economy. 


hicog 


CHECK THESE 


Pico. 





FEATURES 


... Here are 5 good reasons for the 
satisfaction which the Hilco gives :— 


e Automatic Front Paper Stop 








| Write 


for 


ALL METAL CABINET | 
17 x 30 x 31 inches high — 
$7 850 | 

L 


especially designed for 
Hilco 


Catalog | 


e Rubber Roller Releaser 
e Closed-in Leok-proof Drum 
e Automatic Feed 


e Automectic Paper Counter 
| 


which counts only the sheets whick 


co threugh the mochine 





THE HILCO CORPORATION 


TOoI2 MERCHAN BOSSE 





en ae 


CHICAGO 
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Meetings and Dinners Section 
Continued from Page 54 


Foulke, manager, analytical report department, Dun & 
Bradstreet, Inc. 

“Sound credit policies involve three essential ele- 
ments,” the speaker said. “Co-relation between selling 
policies and credit policies, co-relation between gross 
profit and credit policies, and co-relation between 
financial] strength and credit policies.” Mr. Foulke 
closed with a warning of a need for a thorough investi- 
gation of questionable accounts 

A. L. Popper, attorney for the board of trade, gave a 
splendid talk on the new Chandler Act benefit in bank- 
ruptcy procedure which, although technical, was made 
clear to those present. This was followed by a short 
speech by H. R. Armstrong, president of the organiza- 
tion, and then the guests were treated to a humorous 
skit entitled “What Happens When a Credit Manager 
Neglects His Wife,” with Mr. Sanders and Miss Dorothy 
South, a talented young actress, playing the stellar 
roles. Dancing and plenty of good music wound up a 
thoroughly enjoyable evening 

i eetiied 
ILLINOIS CARBON-RIBBON DEALERS MEET 

Braving strong winds and a steady downpour of rain, 
more than twenty members of the Illinois Carbon 
Paper & Inked Ribbon Association met on April 17 to 
welcome as guest speaker G. M. Markle of the DuPont 
Company 

The gathering was held as usual in the Atlantic 
hotel, with President L. D. Kenney, L. D. Kenney Com- 
pany, presiding. Seated with him at the head table 
were Mr. Markle and another prominent guest, Bob 
MacDonald, well-known golf champion and profes- 
sional, as well as the association vice-president, Harold 
Quest, Quest Manufacturing Company, and Secretary- 
Treasurer H. R. Holden, vice-president, Codo Manu- 
facturing Company 

Following a capital lunch President Kenney intro- 
duced Mr. Markle, who spoke on the interesting sub- 
ject, “Dyes and Colors.”’ Carefully avoiding the use of 
figures or scientific phrases, Mr. Markle led his listen- 
ers through the mysteries of the manufacture of dyes 
and their application to the carbon and ribbon indus- 
try. He told of the experiments with quinine which 
accidentlly led to the disclosure of dyes and he de- 
scribed the various ingredients and processes necessary 
before these products reach their proper form for 
application 

The speaker, after concluding his address with the 
statement that America now manufactures 96.4 per 
cent of the world’s output of dyes as compared to only 
1914 per cent in 1914, spent another twenty minutes 
answering questions put to him by those present 

The interest with which his address registered was 
amply illustrated by the fact that when President 
Kenney adjourned the meeting it was realized that 
nearly three hours had elapsed from the time the 
gathering was called to order 

>—-« 
N. Y. STATIONERS GOLF SCHEDULE 

Denoting a busy and happy season for everyone 
connected with the organization, the 1939 golf sched- 
lle of the New York Stationers Golf Association has 
been issued to the membership by President Louis H 
Tavernier. The schedule, with each designated host 
for the day, follows 

April 25, Oakland Golf Club, Tom Rudel; May 9 
Leewood Golf Club, George Griffiths: May 23, Youn- 
takah Golf Club, Ray Urmston: June 13, Preakness 
Country Club, Julius Kahn; June 28, Metropolis Golf 
Club, Percy Elias: July 13, Ridgewood Country Club 
Herman Price; July 25, Old Oaks Country Club, Robert 
Sainberg: August 8, Winged Foot Golf Club, Ralph 
Kennedy: August 22, Hackensack Golf Club. Louis 
Tavernier: September 12, Westchester Country Club 
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No CURLING 


UNCOATED EDGES of 

C€EN=TR=-KOTED 
CARBON PAPER 
PREVENT ‘Curling’! 


This special feature of CEN-TR-KOTED 
means longer life in the carbon paper and 
better carbon copies! And just as important 

CEN-TR-KOTED Carbon Paper insures 
permanency in carbon copies, thanks to the 
special-formula ink with which it is made! 
Rigid factory inspection assures uniformity! 




















Send for our helpful booklet ‘*Car- 


bon Paper Facts.” It will be sent 
to you free on request and will give 
you many informative facts on 


Carbon Paper 











An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer proposition 


booklet. 
* 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connon, Pres. 
Head Office and Factory: 


1451 Harrison St San Francisco 


Los Angeles Denver 
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DID THIS EVER 
HAPPEN TO YOU? 


Did you ever spend a lot of time and money 
making a survey of your customer's filing 
requirements—and prepare a report—sub- 
mit quotations—sell the idea of conversion 
to your plan—AND THEN have some sales- 
man—-selling the identical merchandise 
direct from the factory—step in and take 
the order at less than you could sell for and 


make a profit? 


No GUSSCO dealer ever had that experi- 
ence because the GUSSCO line is sold 
through dealers only. And the GUSSCO 
line is comprehensive enough to enable 
them to sell everybody—a quality line com- 


petitively priced. 


If you are not handling the GUSSCO line 
you should investigate its profit possibilities. 
NOW is a good time. 


GUIDE SYSTEM & SUPPLY CO. 


> 335 CANAL STREET NEW YORK, N. Y 


The DE LUXE 





TRANSFILE -. 


CORRUGATED BOARD FILES 
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E. T. MacIntyre; October 3, Mountain Ridge Country 
Club, Julius Kahn; October 17, Richmond County 


| Country Club, Fred Huber. 


At a meeting held on March 27, the board of di- 


| rectors unanimously elected Eberhard Faber an hon- 


orary member and set aside the opening day of the 
schedule as “Eberhard Faber Day.” 
It is expected that reports of the first two games 


will be available for the June issue. 
Pee ay Smaeaiaatat 


CANADIAN ASSOCIATION ELECTS OFFICERS 

Marked by a record attendance and an election of 
officers, the annual meeting of the Canadian Busi- 
ness Equipment Manufacturers Association was held 
March 23 at the Royal York hotel in Toronto. Those 
slated to head the organization for the next twelve 
months are: 

President, Joseph McDowell, Canadian distributor for 
the Friden Calculating Machine Company; vice-presi- 
dent, J. L. Rapmund, general sales manager, The Bur- 
roughs Company; secretary-treasurer, F. G. McGinn, 














JOSEPH McDOWELL 


who was re-elected to that position. J. J. Seitz, presi- 
dent, Underwood Elliott Fisher, Ltd., was again elected 
honorary president of the association with the assem- 
bled members voicing the hope that he may continue 
in that position for many years to come. 

As a visitor to the annual meeting the delegates 
warmly welcomed Francis H. Lehman, general sales 
manager, telephone division, Dictograph Products 


| Company, Inc. 


—- - 
MANUFACTURERS EXHIBIT AT ROTARY CHICAGO 
SHOW 


Twelve manufacturers of office equipment and one 
stationer were among the exhibitors of a business show 
held at the Hotel Stevens, Chicago, by the Rotary Club 
of Chicago, from April 18 to 21. 

The event, listed as the sixth annual Rotary Business 
Exposition, occupied the entire mezzanine floor of the 
hotel with nearly ninety separate exhibition booths 
where displays ranged all the way from glass blowing 
to high-priced automobiles and from medical motion 
pictures to foreign trade bureaus. 

Members of the office equipment industry, the mer- 
chandise they displayed and those in charge of the 
exhibits were as follows: 

Addressograph-Multigraph Sales Agency, Addresso- 
graph and Multigraph machines, J. Basil Ward; Amer- 
ican Can Company, Karl S. Breckenridge and George 
L. Spence; Art Metal Construction Company, files and 
desks, Ray D. Cooper; Autopoint Company, autopoint 
pencils and other writing instruments, Clarence N. 
Cahill; Burroughs Adding Machine Company, adding 


| machines and typewriters, Rex Rathbun and Lamont 


F. Hoffman; Clemco Desk Manufacturing Company, 


| executive and clerical desks, Dante A. Raggio; Edwin 


C. Barnes & Bros., Ediphone transmitting equipment, 
Edwin C. Barnes and Otto C. Dentzer; Horder’s, Inc., 
Clemco desks and Johnson chairs of practically every 
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EVERY DAY 
YOU WAIT... 


"> "ylang india aSi ARAM toy eine nh teeta ceed 
we Ee elas a i 


MORE AND MORE 
SAY WITH PRIDE: 


“My Royalchrome Shop” 
“My Royalchrome Office” 
“My Royalchrome Reception Room” 


—lt is the present and future furniture that is practical 
for every installation where hard continuous wear and 


rough usage is encountered. 


Try a few pieces on your sales floor—these together 
with the ROYALCHROME catalog, complete in descrip- 


tions and illustrations, will get you orders for any item. 


Our advertising in Time Magazine, Architectural Forum, 
Life, House and Garden, and over 40 professional and 
trade papers, makes the name "ROYALCHROME" known 


all over America. 





Dealers find the big ROY ALCHROME 


catalog a wonderful sales help. It’s an 











ROYALCHROME DIGN 


: , New York 
unobtrusive high pressure salesman to 
oe Los Angeles 
use on your prospects. Write for it! on 


F | 


Wetal Furniture since '97”" 
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ROYAL METAL MFG. CO. 


1107 S. Michigan Blvd. 


Ropal 


CHICAGO 


Miami Beach 
Pittsburgh 


Boston 


N€3 3 
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description for the business office, Frederick P. Sey- 
mour. 

Marchant Calculating Machine Company, calcula- 
tors, Harry E. Shifflette; The Mosler Safe Company, 
safes, Charles A. Donnell; L. C. Smith & Corona Type- 
writers Inc, Alfred H. Foxcroft; Tallman, Robbins & 
Company, files and binders, Percy L. Tallman and 
Stuart K. Fox. 

—- © 


RUEDY TO HEAD ST. LOUIS STATIONERS 


L. Walter Ruedy of the S. G. Adams Company was 
elected president of The Stationers’ Association of 
Greater St. Louis at the annual meeting and election 
of officers on March 20. He served as secretary of the 
association in the past year. 

Other officers elected are: M. T. Weingaertner, Egyp- 











; L. WALTER RUEDY 


tian Stationery Company, Bellevilie, Ill., vice-president; 
Chester Kennedy, William J. Kennedy Stationery Com- 
pany, secretary, and C. A. Spalding, Spalding Sta- 
tionery Company, treasurer.—HB 
<= 
THE STATIONERS’ GUILD OF CANADA HOLDS ITS 
ANNUAL MEETING 

Monday, April 17 was the date, the Mount Royal 
Hotel, Montreal, was the place, and a very representa- 
tive group of stationers made the sixth annual meeting 
of The Stationers’ Guild of Canada quite a successful 
event. 

The directors of the organization spent practically 
the whole morning discussing various plans for the 
organization’s future. In the afternoon, the general 
business session had forty in attendance; the reports 
were heard and elections carried out in a very orderly 
fashion; and some committees were appointed to 
“indertake new phases of activity and endeavour to 
expand the influence and effectiveness of the “Guild.” 
W. Ed. Dawson of Dawson Bros. Ltd. as retiring 
district chairman for the Province of Quebec did an 


excellent job in his official capacity as chairman of | 


the meeting. He is followed in that office by Angus 
Barwick of Barwick Ltd. The forty attending repre- 
sented many centres in Ontario, Quebec, and from as 
far East as St. John, N. B. 

The reports presented gave evidence of keen interest 
being continued throughout the whole of Canada and 
further progress seems assured 

One of the features for 1939 will be the Third All 
Canada Stationers’ convention sponsored by the 
“Guild” and which will be held in Toronto, October 2, 
3 and 4. 

Much thought was given to the lining up of the 
programme for this affair, and the committees are 
already receiving a very encouraging response to the 
requests for suggestions and assistance 

In the evening, a banquet, organized by the Montreal 
members was very efficiently carried out and followed 
by fitting entertainment. A feature of this was a “True 
or False” contest with most of the questions dealing 
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GOING 70 THE FAIR ? 
Visit the Home of “Speed Products’’ 


Hundreds of dealers have indicated a desire to visit our 
plant while on their New York World’s Fair trip. To these 
and all others who are planning a New York jaunt we ex- 
tend a hearty welcome. Our combined offices and factory 
Indeed, of all office 


supply manufacturers, we are nearest the Fair. 


are on direct subway and auto routes. 


So stop in to enjoy a glimpse of Speed Products in the mak- 
ing. See modern manufacturing methods as applied to the 
production of world-famous SWINGLINE Speed Fasteners. 


Our entire personnel will be on hand to greet you. 


Map below shows the one direct “Mid-Manhattan to 







Fair” route. Notice how “in your path” We are. 


BY AUTO 
From Mhtn cross 59th St. brdg 


Lowel Level. Queens Plaza, - 
on Nthn. Bivd. Proceed “4 Mile 
to 37-18, last Bldg on right. 





10) =) ed 
ath Ave. Line, train No. boun 
from Mhtn Vel aaits Plaza r 
in Ride one Std. 
ch. to \ocal train. 
46 St. Walk few steps to 3] 8, ger 
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PARROT SPEED FASTENER CORPORATION 





37-18 Northern Blvd. Long Island City New York 
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STATIONERY RACKS 
Oak, Mahogany and Walnut Finishes 


No. 20 
Letter 
Size 








They sell quickly and profitably when properly 
displayed. Order today. 


IMPERIAL METHODS CO. 


Forest Park, Illinois 
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with stationery problems, printing and paper knowl- 
edge and a few tricky and witty incidental questions 
thrown in. A team representing the East kept the 
last man standing in this contest. 

One of the surprises of the evening was the presenta- 
tion of an engraved loving cup to I. C. Rockwell of 
J. A. McMillan Ltd. for having the honour of being the 
delegate who had travelled farthest to attend the 
meeting. 

The following are the Directors who will hold office 
until the next annual meeting. 


Retailers 


Eugene Charters, Charters & Charters, Montreal, Que. 

Jas. P. Cook, Jas. A. Cook & Son, Ltd., Toronto, Ont. 

W. Ed. Dawson, Dawson Bros. Ltd., Montreal, Que. 

O. H. Manning, O. H. Manning & Co., Montreal, Que. 

H. P. Nichols, H. P. Nichols & Son, Hamilton, Ont. 

W. J. O'Reilly, Underwood, Elliott, Fisher Ltd., To- 
ronto, Ont. 

Allan Robertson, National Stationers Ltd., Toronto, 
Ont. 

Geo. Smith, Instruments Ltd., Ottawa, Ont. 

C. Eric Swift, Thos. V. Bell Ltd., Montreal, Que. 


Wholesalers and Manufacturers 

Don. L. Campbell, Dennison Mfg. Co. Ltd., Montreal, 
Que. 

H. G. Dawson, W. V. Dawson Ltd., Montreal, Que. 

Ed. Gariepy, Granger Freres Ltee., Montreal, Que. 

Chas. Gillooly, Canada Carbon & Ribbon Co. Ltd., 
Toronto, Ont. 

A. G. Lancaster, Dennison Mfg. Co. Ltd., Toronto, 
Ont. 

J. S. Luckett, The Luckett Loose Leaf Ltd., Toronto, 
Ont. 

W. S. Stewart, Venus Pencil Co. Ltd., Toronto, Ont. 

J. F. Taylor, W. J. Gage & Co., Ltd., Toronto, Ont. 

J. A. Wilson, Viceroy Mfg. Co. Ltd., Toronto, Ont. 

The District Chairmen of the Organization for this 
year are as follows: 

Nova Scotia: R. R. Wright, R. W. Wright & Co., 
Halifax, N. S. 

New Brunswick: I. C. Rockwell, J. & A. McMillan 
Ltd., St. John, N. B. 

Quebec: A. C. Barwick, Barwick Ltd., Montreal, Que. 

Ontario: L. F. Beattie, Bixby-Beattie Co., St. Cathar- 
ines, Ont. 

Prairie Provinces: H. L. Willson, The Willson Sta- 
tionery Co. Ltd., Winnipeg, Man. 

British Columbia: M. McDiarmid, The Clark & Stuart 
Co. Ltd., Vancouver, B. C. 

[en 
CINCINNATI O. A. M. A. MEETS 

With thirty members present to listen to interest- 
ing addresses by two prominent speakers, the Office 
Appliance Managers Association of Cincinnati held its 
regular monthly meeting on Monday, March 27. 

The two speakers, both of whom spoke on “Com- 
mon Mistakes Made by Salesmen,” and, at the request 
of association executives “pulled no punches,” were 
J. R. Freeman, purchasing agent of the Cincinnati 
Gas & Electric Company, and Ferris M. Angevin, secre- 
tary of the Cincinnati Milling Machine Company. The 
visitors were introduced by Association Secretary 
G. W. Bailey, branch manager of the Dictaphone Cor- 
poration, while Association President C. B. Moore, 
Felt & Tarrant Manufacturing Company, responded 


at the close of the meeting. 
—_- —— 


GUILD HOLDS TWO HAMILTON MEETINGS 

On Tuesday, March 28, the Hamilton, Ontario, sta- 
tioners held a special meeting at which J. S. Luckett 
of The Luckett Loose Leaf Ltd., Toronto, gave an 
interesting and helpful talk on “Visible Records.” This 
meeting was a part of a definite program to present 
to the younger men in the stationery business an 
opportunity to hear discussed the features and selling 
points of various commodities they handle. Mr. 
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HERE is no secret to the steady 

growth of Corry-Jamestown’s dealer 
organization. First we provide a complete 
line of over 600 items of quality built 
steel office equipment . .. each unit a 
plus value .. . regardless of grade. 

Then we render the kind of dealer co- 
operation . . . we would appreciate if 
we were at the dealer's end of the log. 
A service that follows through until the 
dealer’s customers are satisfied. 

This close personal relationship with 
our dealer organization enables us to 
keep constantly alert to the equipment 
requirements of modern business. We 
make our dealer's problems . . . our 
problems. 

You may wish to know more about 
our product and our facilities to serve 
you. If so, write us. Complete details 


will be furnished without obligation. 






CORRY-JAMESTOWN MFG. CORP. 
CORRY, PENNA. 


1105 Chester Ave.. Cleveland, Ohio 





Export Address 





thy (/amestown 


Corry-Jamestown Equipment includes—-BOOKSHELF UNITS ... CARD INDEX CABINETS ... CARD TRAYS... 
COUNTER HEIGHT EQUIPMENT... DESKS ...HIGH LINE EQUIPMENT... 
TAL WIDE-SECTIONS... 


SECTIONAL BOOK CASES... SHELVING... STORAGE CUPBOARDS ... TABLES ... TRANSFER CASES... 
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CHAIRS... 
HORIZONTAL HALF-SECTIONS ...HORIZON- 
LAW BOOK UNITS... LETTER TRAYS... LOCKERS... PLAN DRAWER EQUIPMENT... SAFES 


TYPE- 


WRITER STANDS ... VERTICAL FILING DEVICES ... WARDROBES ... WASTEBASKETS .. . Also Custom-Built Equipment 


for BANKS ... COURT HOUSES... HOSPITALS... LIBRARIES... PUBLIC INSTITUTIONS. 
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Office Chair Casters 


This caster is the largest selling quality office chair 
caster in the world! 

Why? Because every sale has resulted in satisfied 
customers and in additional business. The BASSICK 
DIAMOND ARROW represents the outstanding caster 
development in recent years. [ts remarkable principle 
of two-level ball-race construction gives full floating. 
free swiveling action. 

It is the leader in the famous line of BASSICK 
casters and floor protection equipment ——the line that 
has built an increasing volume of profitable business 
for leading office equipment dealers. 


THE BASSICK COMPANY sripvGeport, CONNECTICUT 


BELLEVILLE, ONTARIO 


Canadian Factory . . . STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD... 
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Luckett’s long experience with loose leaf and visible 
records enabled him to supply just what the salesmen 
needed to face some of the problems they meet every 
day. He had a demonstration set of equipment that 
attracted much attention and keen interest was indi- 
cated by the number of questions asked 

On Tuesday, April 11, the Hamilton stationers held 
their regular quarterly meeting. Dinner was served 
in the board room of the Y. M. C. A. and the usual 
business session followed. 

At eight o’clock the meeting was thrown open to a 
number of visitors from neighboring centers, and a 
color movie on “Paper Making” was shown. The Don 
Valley Paper Company Ltd. of Toronto supplied this 
feature of the program. 

Thirty-four were present. Besides the Hamilton 
group, St. Catharines, Port Colborne, Stratford and 
Toronto were represented. 


>? 


SMITH-CORONA OKLAHOMA BRANCH MEETS 

Around thirty Oklahoma dealers and salesmen at- 
tended a sales meeting of the L. C. Smith division of 
L. C. Smith & Corona Typewriters Inc., which was 
held in Oklahoma City, March 15 at the Biltmore hotel. 

J. B. McCormick, vice-president of the company, 
and Richard Strowbridge, secretary-treasurer, Newell- 
Emmett Company, New York advertising firm handling 
the L. C. Smith & Corona advertising, outlined past, 
present and future advertising campaigns by the L. C. 
Smith firm. 

The meeting opened at 9 a.m. and included noon-day 
luncheon and an afternoon session ending around 4 
o’clock. During open forum sessions, dealers and 
salesmen exchanged experiences and offered sugges- 
tions in addition to those presented by the speakers 
abeut successful methods used for dealer tie-in with 
national and local advertising. The meeting did not 
include Corona dealers. 

L. A. Hummer, Arkansas dealer, was among those 
attending. W. B. Christian, Oklahoma City branch 
manager, was local host.—EVH 

cies iageilaiaat acai 
INDIANA STATIONERS ELECT OFFICERS 

The recently-organized Commercial Stationers Club 
of Indiana held its first meeting at Lafayette last 
month and elected the following officers: 

President, Paul F. Hooker, Deckers, Inc., Lafayette; 
vice-president and treasurer, J. O. Henderson, J. O. 
Henderson Company, Inc., Bloomington; secretary, 
R. M. Darling, Gary Office Equipment Company, Gary. 

Those appointed to serve as directors are: K. M. 
Brown, Central Office Equipment Company, Fort 
Wayne; I. W. Coffin, Nicholson & Bro., Richmond; 
W. B. Brass, W. C. Brass & Associates, Indianapolis, 
and Sidney Butterfield, Smith & Butterfield, Evans- 
ville. 

The next meeting of the club will be held late in 
July in northern Indiana, the specific date and place 
to be announced later. 

— Pt « 
ATLANTA 0. A. A. ELECTS OFFICERS 

At the annual meeting of the Atlanta (Ga.) Office 
Appliance Association, the following officers were 
elected to head the organization for the current year: 

President, J. L. Howerton, L. C. Smith & Corona 


Typewriters, Inc.; vice-president, Charles Philips, 


Miller-Bryant-Pierce Company; secretary-treasurer, 
J. B. Sheriff, Marchant Calculating Machine Company; 
board of directors, C. W. Franks, Addressograph Sales 
Agency, and R. J. Ashman, Standard Register Com- 
pany. 
*—-> 
MICHIGAN STATIONERS MEET 

Incessant rain which deprived them of a scheduled 
attendance at a ball game did not keep members 
of the Stationers Club of Michigan from gathering 
in the Fort Shelby hotel, Detroit, for the regular 
monthly meeting on April 19. The principal feature 
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WE FILL A NEED 
WITH BRAND NEW ITEMS! 


There are hundreds of loose-leaf binder 
systems on the market. But not one com- 
bines these two most attractive selling fea- 
tures: efficiency and economy by punchless 
binding in inexpensive covers. The new 


*FAVORITE "SPRING-SEALED" BINDER 
does it. 


Businessmen, professionals and others realize 
the advantages of punchless binding. Look- 
ing for a perforator and punching of sheets 
is unnecessary. The handsome, flexible cover 
and a choice of colors are appealing. The 
10 cent price makes the new binder an easy 
seller. 

* Another new item the “SPRING-SEAL” 
CLIP is an ideal device for binding loose 
leaves together or in any file and paper- 
cover. It is available for two capacities (I 
to 24 and | to 70 sheets) and is packed 
conveniently for small and large quantity 
customers. 


Let our sales-making “Spring-Sealed” Binder- 
display start working at once for you. Write 
for it, for details, samples and for sales-leaflet 
No. 32 illustrating the new binder and 8 
selected other easy-sellers of the FAVORITE- 


line. It will bring more business and more 


profit for you. 





THE COOKE & COBB Co. 


“70 Years of Leadership” 


211-217 STEUBEN ST ':] tele) 4&4. Ma, mad 
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Business : 


The C.E. SHEPPARD CO., 


44-03 21%! Street,- LONG ISLAND CITY, N.Y. 


Or 


Every / 


i i i 


4 | 





















































RECORD KEEPING 
EQUIPMENT 


DO YOU KNOW 


—that the logical time to feature new 
systems is along in June, July and August? 

It is then that most business houses 
are in a receptive mood to consider 
improvements and changes. — Cesco 
dealers enjoy the advantage of being 
able to offer their customers a complete 
and modernized line of Record Keeping 
Equipment—a line that constantly is 
being improved and revised to meet 
present day needs. They have at their 
disposal an organization of 40 years 


experience. 
Send For Catalog 


No matter how well you may be 
satisfied with your present connection, 
an investigation of the Cesco Line is sug- 
gested. It will be worth your while to 
get our catalog and acquaint yourself 
with the many up-to-date Forms and 
Systems available from stock. Exclusive 
agencies available. 
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of the gathering was a thorough discussion of fair 
trade legislation with many additional subjects crop- 
ping up and leaving the impression that closer co- 
Operation among the dealers of Michigan is a fore- 
gone conclusion, according to Secretary Ray Dykema, 
Doubleday Bros. & Company, Kalamazoo. 


a no 


SEVENTH DISTRICT MEETING OPENS 
As this issue goes into the mails the seventh regional 
district meeting of The National Stationers Association 
is being held in the Hotel Fort Des Moines, Des Moines, 
Iowa. A full report of the two-day convention will 
appear in the June issue. 


—>- ——- 


TOOF CELEBRATES 75TH YEAR IN INDUSTRY 

Seventy-five years of faithful service to its com- 
munity, spiced with reminiscenses of dangers braved 
during the hectic days of the Civil War, are being cele- 
brated this month by S. C. Toof & Company, printing, 
engraving and stationery house of Memphis, Tenn. 

One fine Spring morning in 1864, when the streets of 
Memphis were mud lanes traversed with difficulty by 
horse cars and ox carts, a young man opened a little 
job printing shop at the corner of Main and West 
Court. The young printer was Stephen C. Toof and his 
modest shop bore the imposing name of Franklin Job 
Printing House. 

That was the beginning of the history of S. C. Toof 
& Company, but not of young Printer Toof. For, two 
years prior to his opening, he had distinguished him- 
self in no small way, according to Judge J. P. Young’s 
“History of Memphis.” It was on June 7, 1962, when 
Memphis was upon the verge of falling into Federal 
hands that he worked on a newspaper called “The 
Appeal,” an organ vital to the Confederacy. In answer 
to an urgent appeal from Confederacy leaders young 
Toof that night directed a gang of workers all through 
the night and helped to dismantle the press and pack 
it, with type cases and other equipment, aboard a 


| southbound train to begin a thrilling “rebel press ex- 
| pedition” all through the Southern states and stave 


off for nearly three years ultimate seizure of the news- 
paper. When the war ended the “rebel press’”’ was re- 
turned to its home and when passing time brought the 
need for a bigger and better newspaper, it was S. C. 
Toof & Company—the new name for the Franklin Job 
Printing House—that won the job of printing it. 

Although printing and engraving is about the largest 
activity of this well-known firm, it maintains one of 
the most complete and up-to-date stationery and office 
equipment departments in the country, with sub-de- 
partments for office supplies, social stationery, office 
furniture, safe and vault doors and the A. B. Dick 
Company’s Mimeograph. 

Early history of the company includes two other 
prominent men who at different periods guided the 
destiny of the House of Toof. One of these was William 
H. Bates, a brother-in-law of the founder, who was 
president of the firm from 1910 to 1918. The other is 
Otto Zahn, acclaimed by leading authorities as the 
greatest bookbinding expert of all time. A statement 
in “Who’s Who” for 1904 and a list of prizes Mr. Zahn 
won in world-wide competition, bears out the high 
rating given him by critics and experts. He became 
president of the Toof organization upon the death of 
Mr. Bates, serving with honor until he retired in 1922. 


Present officers of the company, who are planning 
extensive remodeling of the large establishment at 


| 195-201 Madison avenue with much internal modern- 


ization in the near future, are: 

President, St. Elmo Newton; vice-president, S. Toof 
Brown; vice-president in charge of city sales, R. Bates 
Brown; vice-president in charge of out-of-town sales, 
St. Elmo Newton, Jr.; treasurer, W. E. Wilson, and sec- 
retary, J. O. Bratton. 
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TELLING THE DOUBLE STORY of 
COLUMBIA PRODUCTS and 
COLUMBIA DEALER SUCCESS 


HAROLD E—. DAHL CO., Tacoma, Wash. 





‘a hl 

| HE significant thing about all the window displays of Columbia prod- 

ucts is not only that they are telling the public about Columbia Ribbons and Car- 

bons—but also that they are telling the story of the success of Columbia dealers. 

For no dealer is likely to waste valuable window space on unprofitable items— 

and the fact that Columbia dealers universally feature Columbia products in 
their displays is proof that Columbia pays. 

The Harold E. Dahl Co., Tacoma, Washington, recently displayed the window 
above, latest of many windows featuring Columbia products. Mr. Dahl has han- 
dled Columbia merchandise for twenty years—knows that Columbia may be 
depended upon for quality, whole-hearted cooperation, lasting satisfaction to 
customers, steady profits for himself. Write and let us give you the story in detail. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. IL, N. Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 


FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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: The many outstanding construction and convenience 
: features—PLUS complete range of sizes, heights, and 
’ combinations—make the Invincible No. 1600 Line a 
z remarkable sales builder. Rich beauty, rugged depend- 
: ability, the famous Invincible free-floating roller pro 
gressive drawer suspension—all in a Grade “‘C’”’ file at 
\ a utility price—make this the biggest dollar-for-dollar 
; file value in the field today. Send your sales and profits 
UP—stock and display the Invincible No. 1600 File 
Line. Write for catalog and prices NOW! 
; 
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NORTHWEST TRAVELERS NOTES 
By A. J. Nordstrom, Correspondent 

Harry Bergquist, formerly with the Wilson-Jones 


Company, is now with Boorum & Pease Company, and 
was seen in Davenport, Peoria and Springfield late in 
April with that genial smiling Beau Brummel of the 
Northwest Travelers Club, Eddie Cooper, better known 
as “Light Horse Harry,” name given him by his pal 
and severest critic, Herb Morgan, because, as Herb 
says, he plays “golf” so different from the original 
“Light Horse Harry.” Anyway, that’s the way we 
“heered”’ it. 
* + . 

Willis Mohn, seventh district governor, says that the 
Des Moines stationers are going to put on a skit to 
dramatize correct selling procedure at the Saturday 
Sales Institute on May 6 at the Fort Des Moines hotel. 
This skit and the Sales Institute will be in charge of 
Frank Zeller of Koch Brothers. Speakers will be Ralph 
Stutzman of Zaisers whose talk is titled “Sales Oppor- 
tunities.’ James Smith, assistant sales manager of 
Koch Brothers, will speak on “Selling Ethics in Our 
Industry,” and Ray Hammond of National Blank Book 
Company on “How the Manufacturer's Representative 
Can Help the Dealer’s Salesmen.” 

At the dealers’ meeting talks will be given by Past 
Governors Sterley Jerue, Ed Hansen and Joe Popple. 
In addition to General Manager Garvin and President 
Harold Hampton, Past Presidents Blaine Bristoll of 
Koch Brothers in Des Moines and Arthur J. Walker 
of Minneapolis are on the program as guest speakers. 

The ladies’ entertainment committee has promised 
a good time for the ladies attending the convention. 
The Northwest Travelers Club will hold their annual 
meeting and election of officers on Saturday, May 6. 

We understand one of our Chicago friends was 
taught a new game the latter part of April (and our 
informant says it wasn’t marbles, either) in the land 
where the “Tall Corn Grows.” 

Have you seen “Luke’s” new fire wagon, which oper- 
ates within a radius of fifty to seventy-five miles of 
Des Moines? It’s some buggy, and all Luke needs now 
is a fireman’s helmet. (He has the siren.) 

Ed Hansen’s talented daughter, Jean, is fulfilling a 
skating engagement at the New York World’s Fair, 
with a skating troupe recruited in the northwest states. 
Mrs. Hansen is staying in New York City with her 
daughter during this engagement. Dealers and trav- 
elers will remember Miss Hansen for her singing and 
dance numbers during some of the regional meetings 
held in the Twin Cities in recent years 

Art Grayston, Ed Hansen, Bob Davies, Arthur Walker 
and Sterley Jerue are among the dealers expected to 
attend the convention at Des Moines on May 5 and 6. 


Iowa will be well represented with dealers from all 
over the state in attendance. We understand that sev- 
eral dealers from Omaha plan to attend this meeting 
as well. At any rate, our hard working governor and 
his committees have done a grand job, and look for- 
ward to seeing you in Des Moines at the Hotel Fort 
Des Moines not later than May 5, though the precon- 
vention registration is expected to be quite a bit 
heavier than usual. So until then, see you in Des 
Moines 

*—-« 

OLD TOWN ADDS McLAURINE TO SALES STAFF 

Progressing further in the development of its sales 
force, the Old Town Ribbon & Carbon Company, 
Brooklyn, N. Y., last month added to its staff Wil- 
liam M. McLaurine, Jr., of Charlotte, N. C. A native 


of the South and for many years connected with the 
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WALL 


Furnace Tested 





Mr. Dealer: 


The addition of this New Wall Safe to the Meilink Line is 
most opportune. 

F. W. Dodge Corporation reports that residential building 
is at a ten year peak. 

Every home worthy of the name is a prospect for one or 
more of these New Wall Safes. 








BUILT IN TWO SIZES AT PRICES EVERY HOME OWNER 


CAN AFFORD 
Inside Dimensions Wall Depth Price 
No. 72A 9/2" High 11” Wide 4%," Deep 8” $30.00 
No. 728 9/," High 11” Wide 8%” Deep ag 35.00 


LIBERAL DEALERS’ DISCOUNT 


Many items in the Meilink Line are “open.” If you are not 


selling Meilink, write today for catalog and prices. 
MEILINK STEEL SAFE CO. 
TOLEDO, OHIO 
CHICAGO NEW YORK 
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AN ADVERTISEMENT OF THE WORLD'S LARGEST 
MANUFACTURER OF PENCIL SHARPENERS 





1, Because the APSCO Line is complete — a 
pencil sharpener for every purpose . . . for every 
price. 

2. Because the APSCO Line is engineered for 
performance: The only cutters that combine 
knife-like edges with great durability . . . that 
give your customers the correct number of non- 


clogging, hollow-ground cutting edges. 


3. Because the APSCO Line is designed for 

more sales: Quick eye-appeal . . . in every model 
. and a model for every purpose! 

4. Because the APSCO Line is all-season mer- 

with a high-quality standard that 

and give you fast turn 


chandise .. . 
will build good will. . . 
over. 

5. Because the APSCO Line is a proved profit 


maker ! 


DISPLAY THE APSCO LINE 


Automatic Pencit Suarreener Division 


SPENGLER-LOOMIS MANUFACTURING COMPANY, CHICAGO, ILLINOIS 
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ribbon and carbon industry, Mr. McLaurine will con- 
tact the dealer trade throughout the Carolinas and 
Virginia. It is expected that through his activities 
he will establish even closer relations between Old 
Town and its dealers in the territory. 


iinet aiden 
“HERE’S THE CUSTOMER WE WANT TO 
SERVE AGAIN!” 

A letter addressed recently to inactive customers by 
the Shipman-Ward Manufacturing Company, Chicago, 
was typed on a special letterhead whose pattern con- 
sists of a large background illustration of an open 
visible record binder. The picture, in actual size, 
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REDUCED REPRODUCTION OF LETTER SENT TO IN- 
ACTIVE CUSTOMERS BY SHIPMAN-WARD MANUFAC- 
TURING COMPANY 


(Letter designed by the John E. Wolf Co., Oklahoma City, Okla 


includes the hands of a person consulting the record, 


| with a pencil in the right hand pointing to a space in 


which is typed the name of the customer to whom the 


| letter is mailed. At the top of the letterhead are the 


words, “Here’s the Customer We Want to Serve Again!” 
An individually typed message signed by C. A. 
Thompson, sales manager of the company, calls atten- 
tion to the length of time since an order had been 
entered and expresses the desire to make amends if 
services or products have not reached the standard 
expected. The letter and the unusual design of the 

letterhead combine to make an impressive appeal. 

—— 2 
BUFF BURTIS ESTABLISHES STATIONERY 
BUSINESS 


On or about Friday, May 12, Buff B. Burtis, formerly 
part owner and manager of the Clinton Daily News, 
will open a commercial stationery business under the 
name of Burtis Press & Office Supplies at 621 Frisco 
avenue, Clinton, Okla. 

The new business will occupy a building 25x130 feet 
on the main business street of Clinton. Opening on 
the street will be a 25x60 foot space housing station- 
ery, Office supplies and equipment. The 25x70 foot 
space at the back will be devoted to a commercial 
printing department. 

In the stationery store the ceiling will be of white 


| light reflecting insulation boards. The upper walls 


will be of variegated insulation boards with wainscot- 
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CARD CASES 


WE ARE EXPECTING YOU 


We are looking forward to the pleasure of seeing you 
when you come to New York for the World's Fair this 
year. You'll be interested in going through the ASCO 
plant to learn how ASCO products are made and why 
your customers keep on coming back for more. There's 
a reason and you'll know it when you see it. 

So, when you have given the Fair a “look-see"’ phone 
MOTT HAVEN 9-2390 and an ASCO courier will escort 
you to the plant. You'll find the trip both enjoyable 
and profitable. We'll be seeing you! 


ART STEEL COMPANY, Inc. 


300 E. 145TH ST. NEW YORK 


M09-2390 

















TYPEWRITER STANDS 




















STATIONERY CABINETS 


| 
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THIRTY-NINE SIZES OF CARD CABINETS FOR EVERY i | 
STANDARD AND “HIGHER THAN WIDE" CARD 
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STORAGE CABINETS 
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Machine illus- 
trated Model 30 
Price $32.50 


wntly of 





THE DUPLICATOR CORPORATION 


OF AMERICA 
FOREST LAKE (Suburban Minneapolis) MINNESOTA 





*All Commanders possess the outstanding feature of instant Drum Removal and can readily be converted into 
a Rotary Gelatin Film Duplicator with the new FILM DRUM at small additional cost, Thus providing a TWO 
PURPOSE Duplicator which covers every range of application in the Duplicator field. 
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ing in a brown insulation board, topped with a brown 
wooden moulding to harmonize. Semi-indirect drop 
lighting fixtures provide adequate illumination. The 
floor is light brown. A large display window is sur- 
mounted by a streamlined sign across the front of the 
building 

—- <« 


PACIFIC NORTHWEST NOTES 
Many years a landmark at 13 West Main street, 
Walla Walla, Wash., Clark’s Book Store, made famous 
by Pal Clark, prominent in association work of the 
Pacific Northwest stationers’ body, moved across the 


street, April 10, occupying new quarters at 18 West 
Main street. Many new stationery lines are brought 


to the fore for fresh progress of this established sta- | 


tionery and book house in Walla Walla. 


* 


D. B. Starrett, who had been temporarily in charge 
of the Seattle offices of the Royal Typewriter Company 
and who is district manager of the Coast section, has 


transferred his headquarters and district management | 


to Portland, Ore. G. R. Hughes, for the past nine years 
manager of the Portland office of Royal, has been 
transferred to Seattle, where he is now supervising 
sales and service for the company, not only throughout 
Seattle and all of western Washington, but the terri- 
tory of Alaska, to which Seattle is “The Gateway,” as 
well. He maintains his Seattle headquarters in the 
Columbia building, 1516 Second avenue, that city. 


Replete with valuable retailing material for station- 
ers, the Second Biennial Retailers’ Institute was held 
at the University of Washington, Seattle, April 13. 
“The Retailer of 39” was the theme of the institute 
and the topic of Nathaniel H. Engle, acting director of 
the Bureau of Foreign and Domestic Commerce, United 
States Department of Commerce. Other outstanding 
speakers were faculty members and leading business 
men. Karl Karschner, assistant manager of Minard & 
Company, Elma, spoke on “The Retailer’s Advertising.” 
Dr. H. A. Burd, head of the business college of the 
university, spoke on “Mobility of Retail Trade in the 
State of Washington.” Sessions emphasized problems 
of retail merchants with volume 
annually 


* * 


In order to widen the stationery scope of The Book- 
store, 322 Pacific avenue, Bremerton, Wash., in “The 
Navy Yard City of Puget Sound,” Stanley E. Warden 
has changed its name to The Peninsula Stationers, 
honoring the picturesque Olympic Peninsula, adjacent 
travel and vacation land. He features in this set-up 
8000 items of business furniture, office supplies, Royal 
typewriters, Shaw-Walker filing equipment, stationery 
and books. Mr. Warden purchased The Bookstore a 
short time ago from O. V. Darrow, who retired from 
the field after selling his store in the naval city. Prior 
to his purchase of this retail stationery house, Mr. 
Warden traveled in the Bremerton territory for H. D. 
Baker & Company, of Tacoma, Wash., dealers in office 
supplies and equipment. He believes the new name, 
“Peninsula Stationers,” will better describe the busi- 
ness than the old one, although a stock of books is still 
carried, along with enlarged lines of stationery, office 
equipment, typewriters and other business machines. 


* * 


An “Easter Gift Hunt” was a timely merchandising 
feature at several of the university district stationery 
shops and stores near the campus of the University of 
Washington. The University Book Store of University 
Way gave a host of stationery, wastebasket, atlas, pen- 
cils, date-books and other prizes, while Hartzell’s sta- 
tionery stores, also along the Way, gave stationery and 
other gifts for the lucky finders of numbers in brilliant 
Easter window displays.—CMI 


less than $100,000 | 








1. STURDY COLUMNAR CONSTRUCTION 
2. HEAVY STEEL REINFORCING FRAME | 


3. FULL GRIP HANDLE—4 PLY DRAWER 
FRONT-LABEL ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of 
operation. 

SEND NOW ... For complete details on 
this entirely new and exceptional value 
in Transfer Files. 
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GOES WITH MODERN OFFICE EQUIPMENT 





The new BOSTON 
Silver Comet Model 
with its brilliant 
chrome plated stand 
and modern base is 
today’s PENCII 
SHARPENER. HAVE 
YOUR SALESMEN 
CARRY THIS MA. 
CHINE—AND DEM. 
ONSTRATE IT—for 
new pencil sharpener 
profits. If you 
haven’t a BOSTON 
Price List—write to- 


|b OR MEO} 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 


HUNT Pens, SPEEDBALL Pens, BOSTON Pencil Sharpeners 
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Have You 
the New 
BRIGHT 
Chair 
Catalog? 


Every oflice furniture dealer should have the new cat- 





alog of leather furniture, styled, fashioned and cus- 
tomed by BRIGHT. Beautiful designs of fine leather 
chairs embody dignity and charm. Priced to fit the 
purse of the ordinary man, thus greatly enlarging 
the sales opportunities for every Bright dealer. With 
doubled facilities we can guarantee you prompt, effi- 


cient service always. 





If you do not have the new Bright 


° ind when 
catalog, write for your copy today. tga ge ~is 


come to New 


York for the 


BRIGHT CHAIR COMPANY = | vor Fair 


ue sh all he 
127-33 Bleecker St. happy to see 


NEW YORK che 





























. =. - These titles have 
Creators « Designers : 

symbolized our 

company for over 20 years. Unceasing efforts to originate 

ideas and assist the industry have brought us outstanding 


leadership. 






Soft, 
Elk Chrome 
Tanned 
Top Grain 
Cowhide 


Popular 
Sizes 


Stebco styling plus Stebco quality gives you Stebco value. 
If you do not have our current catalog... WRITE US. 











T gc i BROS. MFG. CO., INC. 


231-239 SO. GREEN STREET 


CHICAGO, ILLINOIS 
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Show ‘Em and Sell 'Em 


By E. P. Haye 


San Antonio Branch Manager 
L. C. Smith & Corona Typewriters, Inc. 


At various times it has been the honor of the San 
Antonio branch of L. C. Smith & Corona Typewriters 
Inc to lead the entire nation in sales based of course 
on quotas, not on units sold. On one occasion this 
branch, during a sales contest, came out second in its 
district, being exceeded only Oklahoma City. 

I am mentioning these sales achievements not in a 
manner of boasting, but rather to show that methods 
we use in building sales have proven successful. After 
all, the final value of any sales plan or method rests 
in the results that are attained, and the very fact 
that we have shown these results offer definite assur- 
ance of the feasibility of our plans. 

I have been asked on numerous occasions to explain 
the methods we use in getting more business. Other 
branch managers, local business men, sales executives, 





if 











MR. HAYE 


and others have discussed business conditions with me, 
and, when I have told them of our results, they have 
asked me to explain how it was done. 

Frankly, we have no special methods. We use no 
special manner of hypnotism, no application of sales 
formulae, nor any of the various suggestions offered 
by business builders designed to get the consumer’s 
dollar. 

The most valuable and effective plan that we have is 
in giving an actual demonstration of those sales points 
which we bring out in our sales talk, and this can only 
be done by taking along one of the machines we sell. 
It matters not whether we are out to sell a Corona 
or an L. C. Smith, a machine goes along. If we are 
on regular routine sales work, going from office to 
office, or from store to store, we take along a type- 
writer. 

I have had many sales managers protest that it 
would be hard work to do this, and would be demand- 
ing a lot of the salesmen. I agree that it is hard work. 
But on the other hand, anyone will agree that if any- 
thing is to be accomplished, it takes hard work. As 
regards to its being hard on the salesmen, this is not 
true. By that I mean, it is not asking something that 
cannot and has not been done. 

The reason we take along a machine when we call 
on a prospect—regardless of the circumstances—is 
that we have found it the best method we know to 
get business. We are here to sell all the machines we 
can. If we hit upon some special sales plan that 
seems to get the business we are seeking, then it is 
not for us to decide whether it is too hard or not, but 
how it can be done. 

We use straight demonstration methods in making 
sales, arousing interest, building up a sale, and in 
closing the business for it is the only method we have 
found that will get the results we seek. If we knew 
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NEW... Bank of ENGLAND CHAIRS 


Here are two old chair favorites that 
have been given extra sales making 
refinements — Bank of England 
Chairs—streamlined for modern 
chair requirements. Your custom- 
ers will like the new swivel chair 
mechanism— it’s new—long-lasting 
—SILENT. No annoying squeaks. 
The new rubber bumper protects 
both chair and desk from abrasion. 
Of course, you’re familiar with our 
well established standards of con- 
struction that is your customers’ as- 
surance of dependable service from 
any chair in our complete line. 
We'll be glad to send prices and de- 
scriptive material. 





No. 6710 & No. 6711 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 








A Low-Priced Desk of Many Uses... 





®@ good item for your own salesmen. 


®@ good item for large installations 
where economy of space and low 
price is desired—can be used for 
calculating or typing. 


No. 36-8 ®@ good item (in plain OAK) for use 
Top 36 x 24 by shipping clerks and factory 
30” High foremen. 





The ALMA No. 36-S is a low priced salesmen's desk in walnut and mahog- 
any finishes, with bookshelf underneath knee space and two convenient 
drawers with locks. Also made in Plain Oak. 


ALMA DESK COMPAN Y vosicarouns 
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- LUXURY LINE RIDGEWOOD in Contemporary 
is ae « Modern 


one of the new profit build- 





ing designs shown in the 
1939 GUNN line. 


Built for a 
Lifetime of 


service 
* 


Designed for 
buying appeal 


Priced for quick, 
profitable 
sales 


The GUNN line offers a 


desk for every purpose and 


purse. Some Dealer fran- 





chises available. 


Write for catalog and details 


GUNN FURNITURE COMPANY, Grand Rapids, Mich. 











“The Lions Share” 


—OF TABULATING CARD FILE BUSINESS (ALL OF IT) AWAITS 
THE DEALER WHO OFFERS HIS CUSTOMERS— 


| | AUIOMATIC 


TABULATING 
CARD FILES 


HERE ARE A FEW REASONS WHY: — 


@ Lowest cost per filing inch. 

@ Exclusive Lift Out Tray—Tray Drawer feature. 

® Ball bearing progressive suspension slides on all 
Tray Drawers. 
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@ Strongest, Finest construction of any tabulating 
file. 
® A complete line—**4 Drawer”, Counter, and 


Desk High units. 











Many other exclusive details and features—W rite for them today! 


AUTOMATIC FILE & INDEX CO. 


Counter High 629 W. Washington Blvd. Dept. 795 Chicago, Illinois 
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of an easier method, or one that would bring us more 
business, then we would drop our present system and 
change to that. 

How It Is Done 

We call on a firm, and our first call is to the head of 
the business. We do this because we owe him that 
courtesy. It is not right to try and sell a secretary, 
clerk, office help or others before seeing the man at the 
top. We can interest him in what we have; then, 
with his permission, demonstrate our machine to the 
stenographer, office manager, or other member of 
the personnel. 

This gives us an opportunity to demonstrate the 
machine, and because we always have a machine with 
us, we can set the machine on a convenient desk, 
table or other article of furniture, and as we bring 
out features, demonstrate them on the machine. It 
will be readily appreciated that, if we claim we have 
a lighter touch, and so demonstrate the touch as we 
make this statement, we are going to arouse interest 
more quickly than as if we merely made the state- 
ment and asked permission to bring in a machine and 
show what we meant. If we are speaking about the 
new colored keyboard on the Corona, it is so much 
easier to show the keys and then, as the man or 
woman looks at what we have, demonstrate just what 
advantage this feature has for the person using it. 

We have a new shift arrangement. We have a new 
position for the shift lever. To the novice, or to the 
average stenographer, these improvements may not 
mean much. But if we have a machine along with us 
and can show just what these improvements mean in 
getting out better work in less time and with less 
effort, it gets the message home in a big way. 

As an illustration: A few weeks ago one of our men 
took a new L. C. Smith into an office in one of the 
local public office buildings. He had already called on 
the head of the business, so on this trip he called 
on the stenographer. He told her about the new 
features of the L. C. Smith. But what made his sales 
arguments more effective was that, as he brought out 
the sales points, he had the machine right on the 
desk in front of her, indicating them as they were 
brought out. Then, in turn, he had her try them as 
he explained their advantages. 

As she used the machine, copying off representative 
sentences and paragraphs, working the carriage shift, 
etc., he explained the numerous features, what they 
meant to her work, gave her some timely tips on how 
to make her work easier and neater, and before leav- 
ing had a good booster for the L. C. Smith. The sale 
was made, and, through her enthusiasm, we will have 
another good prospect for this machine this week. 


Hard Work—But Worth It 

It is hard work to carry around a large typewriter 

of course it is. But the fact remains that when we 
do carry around a big machine, or a little one for that 
matter, we come back with more signed orders, and 
that is what we are out for. The actual work, how- 
ever, is not so strenuous as it might appear. We will 
take one large office building and go from office to 
office. The man will go into one office. Of course, 
he will be in there for several moments, possibly 
waiting to see the person in charge, or until he can 
see the right person to whom a demonstration may 
be made. After his work is done, he merely carries 
the machine to the next office and goes through the 
Same procedure. At night he will leave the machine in 
one of these offices for an over-night trial, being 
careful to pick out an office where such a practice 
will do the most good. In the morning he gets the 
machine and goes on. 

This practice is one which is carried out by all 
Salesmen under me, the dealers in my territory, and 
all the others selling through this branch. It is the one 
plan that we have found that gets the best results, 
and those results will show how successful it has 
proven in practice—BCR 














MARK OF QUALITY 
UNIVERSAL 
The Choice of 
Office Machine 


Manufacturers 


Suppose you were putting a new accounting or 


writing machine into service—wouldn’t you 
select the most dependable stand you couid 
find? Well, that’s just what a number of of- 


fice machine manufacturers did when they se- 
lected TUSCO. They tested for convenience, 


$9 450 


structural strength, stability and adjustment. retail with 
Their findings are your assurance of top notch d leaf 
service. rop leaf. 
TUSCO Universal is mounted on 3-inch rubber tired noiseless 


casters, locks rigidly in position and adjusts for any unevenness 


of floor. Side leaf measures 16x18%4 inches, and top is adjust- 


able for practically every office machine in use. Stand weighs 
42 pounds packed for shipment 

We also make TUSCO 100 line, a lighter weight low cost stand 
made with welded joints and bolted cross tubes. It is fitted 
with two cadmium p'ated casters and two rubber feet, and foot 


Top 16x18” and drop leaf 12x18” 
Descriptive folders sent on request. 


if desired 


resd wood 


lock is available 
are of Masonite P 


TUBULAR SPECIALTY MFG. CO. 


1940 Stanley Ave. Detroit, Michigan 


C. E. Ritter, 2451 E. 78th St., Chicago Representative 














“KREILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


Other patents pending.) 


Patent 1,782,622 


(UC. 8 Canadian Patent 324,059 
All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 


bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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BENTSON 


N E “600° LINE 


EXTRA CAPACITY—28'4 inch- 
es deep outside—27 clear 
filing inches in every drawer. 


SUBSTANTIAL construction, 
beautiful lacquer finish, olive 
green, mahogany, or walnut 
—low cost—a line of out- 
standing value. 


MADE IN FIVE, four, three, two 
and one drawer heights, in 
letter and legal sizes, also for 
all standard sizes of forms 
and cards. 


BENTSON "600" carries the "C’ 
Label, assuring dependable 
economy and sales in volume. 
Illustrated catalog supple- 
ment with full details on re- 
quest. 





Write for illustrated circular 


28!/.” DEPTH with full particulars. 


The Bentson Mfg. Co. 


AURORA, ILLINOIS 
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STEP UP APPLIANCE SALES! 


Get the business of marginal buyers who have long needed 
an inexpensive liquid type duplicator. Wolber’s five ma- 
chines at five quick selling prices, will fit the budget of 
your customers whether it be large or small. Without 
gelatin, stencils, ink, type or ribbons, Wolber Liquid 
Duplicators reproduce anything written, drawn, or type- 
written in from one to five colors from a single carbon 
copy. 


Write or wire to-day for the attract 


Wolber Dealer Plan 


Master Automatic $79.50 DeLuxe Master $69.50 
Legal Master $44.50 Letter Master $28.50 
Junior Model $18.50 


W 0 L # E MANUFACTURING COMPANY 
1203 Cortland St., Chicago. Illinois 


PLUS DIVIDENDS FOR you! 


Wolber's complete line of Liquid Duplicator Supplies will give 
you repeat sales and repeat profits that mount up monthly. 
Wolber Supplies were developed and matched for outstanding 
performance on Wolber and other liquid duplicators. 
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McMILLAN, LTD., IN 117TH YEAR 
By William H. McNulty 

In the romantic Canadian seaport of St. John, 
New Brunswick, stands the wholesale and retail sta- 
tionery house of J. & A. McMillan, Ltd. Now in its 
117th year, the company mingles its history and tra- 
ditions with those of the city which saw its birth and 
watched its steadfast climb to the respected and dig- 
nified position it holds in the business world. 

The House of McMillan was born of the sea, by the 
sea and for the sea, for during its century and more 
of existence its majority of business has had to do 
with men who “go down to the sea in ships.” From 
the days of the famous old clipper ships—the schoon- 
ers and square-riggers—to the fast oil-burning motor 
ships of the present era, scarce a vessel has put into 
the harbor of St. John without transacting business of 
some description with McMillan. 

The sentimental attraction between the House of 
McMillan and the sea since the founding of the firm 
by the late John McMillan in 1822 has resulted in 
the interesting fact that its present manager is a 
graduate of that famous body of seamen, the Nova 
Scotia schooner sailormen. And thus is introduced 
I. C. Rockwell. 

Born on the Nova Scotia coast, Mr. Rockwell devel- 
oped an early love for the sea which all the frozen 
rigging, the howling gales and the storms could not, 
and have not, quenched. As a boy and a young man 
he sailed on Nova Scotian schooners to ports of many 
countries as a member of crews. Even when he 
dropped his anchor at St. John to take up the life of 
a landlubber after many years at sea he lived the 
life of the ocean with its seamen, vessels, docks and 
waterfronts. 

Joins House of McMillan 

It was natural, then, that he should find his way 
to the House of McMillan for a job. Perhaps he 
savored the spice of the ocean in McMillans, with its 





1. C. ROCKWELL 


continuous connections with ship owners, agents, 
stevedores, coal suppliers, sailors, tug captains, ship- 
ping clerks, ships brokers and chandlers. 

Twice a year Mr. Rockwell has made sales trips 
for his company for the past twenty years, through 
the provinces of New Brunswick, Nova Scotia, Prince 
Edward Island and eastern Quebec. And whenever 
possible he uses a boat for transportation. Twice a 
year also he personally contacts buying executives of 
water transportation companies in the Atlantic prov- 
inces, where shipping is a vital industry. 

Quite close to the McMillan building on Prince 
William street is the Seamen’s Institute, of which Mr. 
Rockwell is serving his third term as president, 
although he has been engaged in this active work 
on behalf of sailormen for twenty years. It is said of 
him that for periods as long as five months he has 
visited the Institute every day without a single excep- 
tion, to extend the hand of fellowship to deep-sea 
mariners from England, Ireland, Scotland, Wales, 
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office modernization. 





Bright, gleaming chrome . 
comfort seats . 





One of 
a complete 
line of 
Metal Tables 


eee 
No. 3048. Upholstered LEATHERETTE top table. 
Chrome, twin-tubular legs reinforced by foot 


. . leatherette covered table tops . 
sturdy all metal furniture for business houses that are going in for 
Here is a line that’s easy to sell at a good 
It will pay you to investigate this opportunity offered by 


INTERSTATE. 


Chrome Furniture hy 


INT ERO TALE «. cin. 
Gives You New Profits 


- colorful upholstery . . 


Send For 
CATALOG 


chrome tubular 
chairs 

chrome tubular 
tables 

utility tables 
wardrobe 
cabinets 
stationery cabi- 
nets with adjust- 
able shelves 
utility cabinets 
and a host of oth- 
er items for office 
and factory. 

ALL METAL 


CONSTRUCTION 


INTERSTATE METAL PRODUCTS CO., 


4401-4459 OGDEN AVE. 


. cushion 
.. beautiful and 








No. 1200. Chrome 
plated and deeply 
upholstered spring 
cushion _ settee. 
Leatherette covering 
in a choice of attrac- 
tive colors. 


cy 
No. 800. Uphol- 


stered _ tubular 


he 
ay chrome plated arm 
ad chair. A good com- 
. panion to No. 1200. 
INC. 


CHICAGO, ILLINOIS 
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"MASTER GRADE" 


U 4 DER W OOD Ecaos tHem aut 


Sells faster—Gives greater user satisfaction—And makes larger profits for you. 
@ Wholesale carries a supply of Underwoods, Royals, Reming- 





tons and L. C. 
States. 


THE 


THE 


THE 


THE 


COMPARE / 


APPEARANCE— 
WORKMANSHIP— 
PERFORMANCE— 
VALUE 


Smiths in every sizeable city of the United 
Write or phone our nearest Supply Depot for 
choice selections. 


"© WHOLESALE TYPEWRITER CO. 


155 SIXTH AVE., NEW YORK, N. Y. 


CABLE—SALETY PE 
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Ido fhe filing... 


That's why | insist on ''Peerless’' Files. My desk, too, is a PEERLESS 
product for | have learned both give extra service and satisfaction at 
lower costs. 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH and HASBROOK STS., PHILADELPHIA 


OFFICES 
BALTIMORE CHICAGO LOS ANGELES NEW YORK 











OFFICE heed DIRECTORS 
TABLES (GM ) TABLES 


SAMSON DIRECTORS’ TABLES 


Modern designs in variety for most business table needs 
Illustrated above is the ten foot size of the 171 


series, Mutschler’'s New Modern Group. It is made . - - ; 

in six sizes, from 72x36 to 192x48 inches. Shown Important to the architect and builder is the smart styling, 

— > = ghee 5 i aaaies mations eyes hoi range of sizes, variety of design and finish of SAMSON 
‘ r pered legs. ‘ eqs ° 

Both are genuine American walnut. TABLES. Here is remarkable adaptability, enabling you 


to furnish directors’ rooms, courts, libraries, etc., attrac- 
tively and harmoniously without the delay and added 
expense incidental to special order pieces. And in addi- 
tion to the regular sizes and finishes listed in our catalog, 
we are prepared to provide especial sizes and finishes 
to order. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA USS. A. 
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France, Italy, Newfoundland, America, British West 
Indies, South America, Mexico, South Africa, Australia, 
India and New Zealand 

In selling to shipping concerns Mr. Rockwell's sea 
background is invaluable. It is said that there is no 
better known salesman of stationery and office equip- 
ment on the road through the maritime provinces 
than the McMillan manager who, instead of detailing 
his road contacts to others and thereby lessening his 
own burden, continues to hit the sales trail on the 
two yearly missions. 

The Third Generation 

In 1860 John McMillan, Jr., son of the founder, 
was taken into partnership with his father. On his 
death in 1905 the presidency of the company went to 
his son, Alexander (Sandy) McMillan, who proved a 
fitting representative of the third generation of owners 
and Canadian pioneers by serving with honor in the 
Canadian Expeditionary Forces during the World War, 
participating in the battles of the Ypres salient, Vimy 
Ridge, Passchendaele, Amiens and Arras, emerging 
from active service with the rank of lieutenant-colonel 
of the 26th New Brunswick, a regiment recruited solely 
from that province. 

After the war he resumed active direction of the 
House of McMillan and continued to operate the busi- 
ness until his death about four years ago. A year later 
a group was organized to buy out the McMillan heirs 
and the business was sold with the express stipulation, 
however, that the original name of McMillan be re- 
tained. And so it is today that the House of McMillan 
still operates, although there is no McMillan now 
acting as owner or director. 

Rockwell Greets Callers 

Always, when not on his business trips, Mr. Rock- 
well is near the front door to greet all callers. And 
for their service are many long-time employes, staff 
members for periods from twenty to forty years, 
Frank Alexander, production manager, having served 
for thirty-three years. 

The store is an exceptionally well laid-out place of 
business and was completely remodeled only last year. 
But for all the modern lighting fixtures, new show- 





cases and 1939 methods of operation, the old sailor 


of the sea remains because, open for the inspection of 
anyone, are several large, bound scrapbooks in which 
is the history of the company in print. There are 
clippings, yellow with age, which tell of the pioneer 
years of the firm, its founder and his son. Old timers 
browse through the clippings and re-live the old days, 
while historians refer to them frequently in seeking 
authentic information of times, people, business con- 
cerns, and above all, things of the sea 
+ 
MEIER “VOX POPS” INTO PRINT ANENT 
TYPEWRITERS 

Hugo A. Meier, well-Known and prominent stationer 
of Milwaukee, Wis., recently set a record when a letter 
he wrote concerning the origin of typewriters was 
given six inches of space in the “Vox Pop” columns 
of the Milwaukee Journal 

Mr. Meier wrote his letter after reading an article 
in which it was alleged that a German manufacturer 
claimed the origin of the typewriter for his country, 
a claim, Mr. Meier points out, that has sprung up in 
other European countries from time to time. 

Like other complicated machines, the Vox Pop con- 
tributor said, the typewriter is a ‘veritable democracy 
of genius” rather than the invention of any one man 
A patent for a writing machine was issued to an 
Englishman—Henry Mill—in 1714 and several other 
similar devices were reported from time to time until 
Christopher Latham Sholes and Samuel Soule invented 
a keyed machine in 1866 to expedite the stamping of 
numbers in job printing, which came to the attention 
of Carlos Glidden. Thus Mr. Meier strives to point out 
that several men had something to do with perfecting 
the machine of today.—_JEH 
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POSTURE ,CHAIRS 


SOLD EXCLUSIVELY THROUG 


'. Rt 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 















PAPEROID 


Durable File 
Folders and 


Envelopes 


For durability and efficiency Bushnell’s Paperoid 
Filing and Carrying Containers fully satisfy every 


business and personal requirement. 


They expand as papers are added—No overcrowd- 
ing in the files. Specify “Bushnell” when you want 


the best. 


Alvah 
Bushnell 
Company 


925 Filbert St. 
Philadelphia, Pa. 
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STICK-STRIP 


FOR INSTALLATION OF GLASS TOPS 











Stick-Strip is made one 
inch in width and in 
two thicknesses, 5/32 
and 3/32”. It is a 
cork and = rubber 
cushion with the 
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reverse side u 
self-adhesive, 
protected 

\ until used 
\ with a linen 
cover. Re- 
move the 
linen cover 
and = apply 

to furniture 
top under 
the glass. 
Furnished 

in 100-foot 


rolls. ( Each 
100-foot 
roll packed 


in individ- 


ual box.) 





Complete Catalogue on Request 


POLAR MANUFACTURING CO. 


401 N. BROAD ST., PHILADELPHIA, PA. 
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SEE US IN OUR 
NEW QUARTERS 


Dealer acceptance of Raphael fine leather office 
furniture has led us to establish ourselves at our 
new address. Here we have greatly increased 
facilities for speedy and accurate attention to 
dealers’ requirements. 







In a spacious, daylight 
setting, Raphael cus- 
tomed furni- 
ture is being 
made to meet 
the trade’s 
+ finest require- 


ments. 


Get our catalog 


and prices now. 


RAPHAEL SHOPS, INc. 


125 PRINCE ST. NEW YORK 
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Calendar of Industry 
Activities 
Chronological A\rrangement of Major 


Events For Easy Reference 


May 2 and 3. N.S.A. sixth district meeting, Mar- 
quette Hotel, Peoria, Ill. (Governor) Cless O. Burras, 
Cless Burras Stationery Company, Inc., Oak Park, II 


May 5 and 6. N.S. A. seventh district meeting, Hotel 
Fort Des Moines, Des Moines, Ia. (Governor) Willis 
Mohn, Holden-Kahler Company, Cedar Rapids, Iowa. 


May 25 and 26. N.S. A. fifth district meeting, Louis- 
ville, Ky. (Governor) William Kelly, Office Equip- 
ment Company, Louisville, Ky. 


June 5, 6 and 7. Wholesale Stationers Association 
twenty-fourth annual convention, Hotel Chase, St. 
Louis, Mo. (Association manager) H. C. Whittemore, 
250 Fifth avenue, N. Y. C. 


« » 


June 16 and 17. N. S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) Robert 
L. Thomas, Lucas Bros., Inc., Baltimore, Md. 


« » 


July 24, 25 and 26. National Typewriter & Office 
Machine Dealers Association annual convention, Cleve- 
land, Ohio. (Secretary) J. Paul McWilliams, 800 Grand 
avenue, Kansas City, Mo. 


« » 


September 18, 19, 20 and 21. The National Stationers 
Association convention, Statler hotel, Boston, Mass. 
(Secretary) Charles P. Garvin, 740 Investment build- 
ing, Washington, D. C. 

- —— 
HOTCHKISS APPOINTS NEW SALESMEN 

The Hotchkiss Sales Company, Norwalk, Conn., has 
announced the appointment of three new salesmen 
together with the territory they will cover in handling 
the company’s lines of stapling machines and staples. 
The appointments are as follows: 

Frank P. Godwin, 120 Pine street, Baraboo, Wis., 
Minnesota, Wisconsin, Iowa, Nebraska, North and 
South Dakota. 

Stanley F. Mollerstrom, 1519 Magnolia street, Shreve- 
port, La., Texas, Oklahoma and Arkansas. 

W.H. Mullen and H. J. Johnson, 386 Gas & Electric 
building, Denver, Colo.; Colorado, Wyoming, Utah, 
Idaho, Montana and Mexico. 

At the same time the company announced that Rob- 
ert V. Nimmy, who covers a large southern territory 
consisting of Alabama, Florida, Georgia, Louisiana, 
Mississippi, North and South Carolina and Tennessee, 
has recently changed his address to 1130 Piedmont 
avenue, Atlanta, Ga. 

_—t - 


WATSON SAILS FOR EUROPE 


Thomas J. Watson, president of the International 
Business Machines Corporation, on April 7 sailed for 
Europe where, on May 18, he is scheduled to preside 
over a semi-annual meeting of the Council of the 
International Chamber of Commerce in Paris. Mr. 
Watson is president of the international organization 
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<@ HERE HE IS! meer your no. 1 


PROSPECT FOR MORE CHAIR SALES 


The man on the hot seat! He will LISTEN to your welcome 
message about new COMFORTABLE, VENTILATED 
KOOLCUSHION SEATING. Costs no more than the usual 
chair with loose, uncomfortable pad. Send for illustrated 
folder that tells the whole amazing story. 


KOOLCUSHION 
SEATING 


Exclusively on Sikes Chairs 

















Note that the porous latex 
cushion is ventilated thru and thru 
for COOL SITTING COMFORT. 


COMPANY, Inc 


a0 VG MILL STREET ... ..« «s « we ee «2 « » - BUFFALO, N.Y 





sidtiniiainiieiatsinaaail , = a Special aks for Spring / 


IMPERIAL'S NEW 
NO. 2300 SERIES... 





* Tops, slides and panels of 
Sliced Walnut. Drawer 
fronts veneered in center- 
matched half-round Walnut. 


* 5-ply tops, 1/4” thick. 
Legs, 134” square, blocked 
at bottom and turned. Hid- 
den rails on end panels. All 
exposed corners well round- 


ed. 


* Antique English finish 
pulls. Legs fitted with steel 
glides. 





No. 2367 Flat Top 
Desk—66" x 36” x 
30%” high. Also 
made in 3-drawer 
syle, 






* No. 2300 Series includes 
8 flat top desks, 3 typewrit- 
er desks, telephone cabinet 
costumer and 4 tables. 








For fast, profitable sales this Spring show 
your customers Imperial’s newest creation in 
turned-leg office furniture. 

The handsome turnings of the legs are accented 
by the beautiful center-matched half-round 


Walnut drawer fronts and by the massive metal for fine executive offices, yet moderate enough 
drawer pulls. All corners are well rounded in price for use in general offices. 

There are no rails on the end panels to catch Start building bigger Spring volume with this 
dust. sensational value! Write—teday—for a de- 
Imperial’s No. 2300 Series is distinctive enough seriptive folder and full information! 











IMPERIAL DESK CO. ‘worna® 
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FOSTER & REYNOLDS EQUIPPED THE FIRST NATIONAL BANK OF MIAMI WITH 
LEOPOLD DIRECTORS TABLES... UNEXCELLED FOR QUALITY AND DESIGN AND AT 
MODEST PRICES... BUILT BY THE LEOPOLD COMPANY AT BURLINGTON, IOWA 
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A Dealer expressed his elation, 
"I've hit on the right combination! 
My profits are sweet 

And all sales repeat, 


Fair Trade makes ‘Castell’ a sensation?" 


WORLD'S FINEST DRAWING PENCIL—NONE HIGHER PRICED IN AMERICA 


AW FABER -CASTECC 


We DRAWING PENCIL *%® IN THE METAL BOx 
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Questions May Be the Answer | 


By Frank Farrington 

Two thousand, three hundred and fifty years ago 
there lived an Athenian who found he could sell his 
proposition better with questions than with bald state- 
ments. Socrates was not selling office equipment, but | 
he was selling various theories in which he believed. | 
He found he could convert men to belief in his prop- | 
ositions by asking them questions, when merely telling 
them he was right did not get him anywhere. He led 
his opponents in argument along by clever questions 
until, by their own admissions, they had proved he 
was right. 

There are men selling office appliances and supplies 
today who never heard of Socrates’ method, though 
they are using something like it to get the interest 
and attention of prospective purchasers. 

If we were mind readers and could know just what 
is going on in the mind of the man we want to sell, 
we would know what statements would register best 
with him. Most of us are not psychic enough to read 
buyer’s minds like that. We may have a good selling 
talk and we go ahead with it and Mr. Poker Face sits 
there and lets us run on. We may talk for an hour 
without getting much idea of what he is thinking, if 
he persists in keeping his mouth shut. 

Abraham Lincoln once declared, “There are two 
things even God Almighty doesn’t know; how an Illi- 
nois jury will decide and who a widow will marry.” To 
those might be added, “How a possible purchaser is 
reacting to our selling arguments.” 

Even when a buyer talks freely, it takes keen intel- 
ligence to know what he is really thinking. The pros- 
pect sometimes talks to fool the salesman, sometimes 
to put him off or to get rid of him. Sometimes he 
merely likes to hear himself talk. Plenty of men show 
no mental reactions whether we keep hammering away 
on one point or go yammering about from one thing 
to another, hoping something may bring a response. 

Some of these customers who seem unaffected by 
the most carefully devised selling talk are merely 


dumb. Some are physically present, but mentally ab- | 


sent. Some are thinking, “How can I get rid of this 


bird quickest?” 
What’s On His Mind? 


It is necessary to know what the other fellow has in 


his mind, if we are to convert him to our way of | 


thinking. His face may offer no indication of his 
thoughts, though, if he is interested, he is almost sure 
to show it. 


But ask a man questions and he can usually be 
brought to life. A buyer so sulky as to meet pertinent, 
direct questions with a mere grunt, might as well be 
left to stew in his own juice, if any. 

I’d rather meet a buyer overflowing with objections 
that one who figures he is one of these strong, silent 
men—usually more silent than strong—and mustn’t 
say an unnecessary word. 

A customer may greet me with a complaint that I’ve 
sold him a file the drawers of which bind or the lock 
to which will not work. He may intimate that I am 
the father of all lies and that the manufacturer I 
represent is slower than a toad in a tar-barrel in 
making shipments. I can take all that and more and 
grin, but I’m sure to grow peevish over the customer 
who sits back and says by actions if not by words, 
“You got yourself in here when I didn’t want to see 
you. Talk till you’re run down. You won't get a word 
out of me.” 

It is my business, as a salesman, to meet all objec- 
tions. I ought to know all the answers, but I cannot 
meet complaints that are not offered. I cannot punc- 
ture them “unsight and unseen” by some hit-or-miss, 
needle-in-a-hay-stack process of probing 

I have been on the buying end of business enough 
to know the advantage for the buyer in the silence 
treatment of salesmen he wants to get rid of, though 


Sanymeial 


STEEL COSTUMERS 





Because business men won't stand for 
“tipsy” customers, Sanymetal "Untipp- 
able’ Costumers are more in demand 
than ever before. 


Profit by this demand . . . by the fact 
that Sanymetal Costumers are guaranteed 
to stay upright . . . even when the load 
is all on one hook. Sanymetal Steel Cos- 
tumers never loosen or warp... have no 
rough edges te catch and snag clothes. 
Their graceful lines and enduring wood 
finishes make them ideal appointments 
for modern office environments. 

Write for dealer discounts and descrip- 
tive folder—today. Sanymetal Costumers 
cost no more to handle because they are 
regularly moving items with a larger mar- 
gin of profit. 


List prices f.o.b. Cleveland, Ohio: 


Green or Gray $10.00 
Mahogany, Walnut or Oak — $11.00 
White Enamel $13.50 


PRODUCTS CO., INC. 
Cleveland, Ohio 


THE SANYMETAL 
1681 Urbana Road, 


That Leads in 

Style, perform- 

ance, price and 
quality. 


That will boost 
your sales 
And 
Make friends 
in satisfied 


customers. 


* 
DEALERS: 


If you want real 
sales volume and 
profits — write us 
for dealer propo- 


sition. Ea & C No. 250-P 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 
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A PRECISE TRIMMING BOARD 
with Salable Features 


Board is made of finest seasoned hardwood, 


” ais finished in ebony. 

Blade is made of finest steel properly ground 
to cut from wet tissue paper to heavy paper 
stock. 

Paper Guides for quick trimming of any size 
paper without use of pins or dowels. 


Two Rulers for perfect adjustment on top and 


bottom. 

Available in four sizes, 64,", 842", 1042.” and 
121,” blades. 

A trimming board that will last a lifetime. 


Write for circular describing this Precise Trimming Board that you 
can sell at a reasonable profit to satisfied users. A real Quality 
product at a fair price. 


AMERICAN PHOTO LABORATORIES 


28 N. Loomis St., 


Chicago, Ill. 











AN ENTIRELY NEW DEVICE FOR 
HANDLING PUNCHED SHEETS 


A demonstration proves that FAULT- 
LESS has engineered the faults out of 
the old style ring binder. It prolongs 
the life of sheets—it avoids pinched 
fingers and permits the use of maxi- 
mum capacity. 

Every stationer should be familiar 
with the merits of this binder. 


STATIONERS LOOSE LEAF COMPANY ” 


NEW YORK 


§24 North Broadway ae 
MILWAUKEE CHICAGO £ 
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it is foolish to “get rid of” any salesman without first 
learning what his proposition is. An office appliances 
salesman might be a combination of all the winning 
qualities of Vash Young and Dale Carnegie and still 
get exactly nowhere with one of these dumb-ox fellows 
who thinks he’s a big shot, but is more of the Andrew 
H. Brown type of “big resecutive.” 

But questions of the right sort will almost always 
awaken and bring responses, if not answers, from the 
worst. Salesmen have sold to me when I was in a 
mood to do nothing but sit and wait them out, and 
they have done it by asking questions I could not be so 
discourteous as to ignore. I have myself sold men who 
have sat back with the face of an owl—and the brains 
of a gnat, maybe—until I asked questions that com- 
pelled attention. 

So what? It becomes a question of what questions. 

I don’t think freak questions are valuable. I don’t 
favor using questions too obviously intended just to 
get attention. If I were to ask an office manager, 
“Would you pay a dollar apiece for new typewriters 
for your whole force?” I could be sure he would think, 
“The fool must think he has to pull freak stuff like 
that to get me to listen,” and he probably might ask, 
“What’s this, another one of those trick sales talks?” 
Smart buyers know it when salesmen are trying to be 
smart. 

But there are plenty of questions that have sense 
as well as point and a wise and foxy salesman will 
spend a little time devising them, fitting special ques- 
tions to special hard boiled prospects. 

Questions easily answered by “yes” or “no” do not 
open the way very far. They are disposed of too easily 
and too quickly. Some questions that will always 
arouse interest are to be avoided because they start 
the customer on some long-winded argument on his 
pet controversial topic, or give him an opening to dis- 
cuss his pet hobby. It may be harder in such a case 
to get a man back to business than to start him on 
business at first. 

But there are questions of the right type: 

I got under the shell of a business man who never 
would let me even get started talking office furniture 
to him, by asking him “What will you take for that old 
desk you are using?” Incidentally, I had prepared to 
follow up that question with him by finding where I 
could sell a used desk of that sort. I began back fur- 
ther than the asking of the question. 

Of another man who had never modernized his 
office and who thought he didn’t want to, I asked, 
“What do you think would be the reaction of George 
Banks on looking around your office?” “George Banks” 
stands for a hustling, up to the minute, local business 
man whose business I knew my prospect would like 
to get. 

More Questions 

“What do you figure it costs you per square foot for 
your office floor space?” I asked a man whom I wanted 
to sell a type of files that would give him a maximum 
of filing space per drawer unit. 

“How did you happen to get into this business, Mr. 
Greene?” aroused an apathetic prospect too dispirited, 
but not too busy, to talk. 

Another similar question: “What work would you 
take up if you had to get out of this business?” 

“If you could save an hour a day in office work for 
your two girls, half an hour each, what would that 
be worth to you in a year?” I knew I could add to that 
man’s equipment to save that much time, probably 
more. 

“Good morning, Mr. Greene. Doesn’t your steno- 
grapher find that new type of chair you bought makes 
her day’s work easier?” Some salesmen think it is 
hunting trouble te invite complaints about previous 
purchases. Perhaps it is, but if there is trouble there, 
the soener it is hunted down and slain, the sooner it 
will cease spreading knocks where you would like 
boosts. More than one salesman has got me into a 
talking mood by starting right in to ask about how I 
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In school and out, teachers, students, architects. 
engineers, designers, artists — all whose ideas set 
down in ink contribute to the progress, purpose 
and beauty of life—choose Higgins first. Higgins 
W aterproof Black Drawing Ink flows evenly, freely. 
The resulting uniformity and clarity of line loses 
nothing in the blue-print and brings delight to 
the craftsman heart of every photo-engraver and 
printer. Neither weather, constant exposure to 


the light nor handling will ever fade the perma- 


HIGGINS CHAS. M. HIGGINS & CO., INC. + 271 NINTH STREET, BROOKLYN, W. Y. 








HIGGINS AMERICAN DRAWING INKS 
STAND AT THE TOP OF THEIR CLASS 





nent, jet-black quality of this more than 
half century famous ink. 


In addition to the waterproof and sol- HIGGINS. 


ME RICAN in DIA ! 


uble blacks, Higgins American Drawing 
Inks come in 17 lucid waterproof colors, 
white and neutral tint. Specify Higgins on your next order 

and ask your dealer for one of the new Higgins Color 
Wheels showing Higgins Inks actually applied on drawing 
paper. Send to us, today, for your free copy of the new 


and interesting edition of Higgins Tee hniques. 
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“THE CARBON 
AND THE IDEA 
ARE PERFECT" 


That’s what important 
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CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye 
Its efficiency, cle anlines » long wear and RESISTANCE TO 
CURL make it the seutigan paper preferred by busy users 


Cleangrip combines all the desirable features of good carbor 


papers plus the highly important special features possessed by 
no others 
It is profitable to the dealer as it brings new business and h 
it against competitior 
DPALERS: Don't overlook this business getter W 
sample and price 
When you visit the New York World's I} 
business seiiite ruarters. We shall be ve ease 


CARBON 
PAPERS 
Cleangrip 
Whitedge 
Clean Pull 
Cameo 
Americar 


Reliance 
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HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 


Business—Repeat Business— 





Carbons in all 
weights and | 
finishes j 


To You 


CARBON 
ROLLS 
Tailor’s Marking 
Photo Offset 
Billing Rolls for Elliott- 
Fisher Machines 
Billing Rolls for 
Burroughs Posting 
Machines 
Register Rolls 
Tally Rolls 
Teletype C: 
Rolls 
Rolls for Elliott- 
Addressing Machines 
Special Rolls 


rbonized 


fe isit us and make our offic ‘es your 


i to take care of your mail if you so desire. 





INKED 

RIBBONS 
Stormtex Silk 
Stormtex Cotton 
Cameo 
American 
Reliance 
Ribbonsfor Address 
ograph-Multigraph 
Speedaumat 


Dupligraph, etc. etc. 


H. M. STORMS COMPANY 


Makers of “The 
561 GRAND AVE. 


Complete Line” 


of Carbon Papers and Inked Ribbons 
BROOKLYN, 
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American Automatic Electric Sales Company 


1033 W. Van Buren St., Chicago 


OFFICE 





BURT 


TELEPHONE BRACKETS 


SPECIALTIES 


GOOSENECK LAMPS »* 


COPYHOLDERS 








N. Y. 


Autoliner—$12.50, List 
ZA-13 


CHAIR & DESK PADS 
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liked what I’d bought from him before. That sort of 
opening certainly takes the wind out of the kicker’s 
sails and helps put a kick into the salesman’s sales. 

In the old “sell ’em and leave 'em” days, a salesman 
would cross the street to avoid a man he’d recently 
sold something. Now we know better, we walk right 
in and face the music, if we want to keep a buyer’s 
good will and sell him again. 

There is a type of question that used to sour me 
when-I was on the buying end: “Are you any relation 
to the Mr. Soandso I read about in the papers?” Or 
it might be a query as to whether I was related to 
someone of my name in another city. That sort of 
thing is too obviously an effort to get in right. Such 
questions are in the same category with statements by 
a salesman that he has heard a lot about me or that 
he has heard I am the leading dealer, etc. 

A standardized sales talk is all right when the pros- 
pect will listen to it and respond with the right an- 
Swers all the time. But when it comes to arousing 
interest where such talk does not even get a disagree- 
ment or develop a question, questions are indicated. 


*—-? 
STOTT MODERNIZES ENTIRE STORE 


To fill the need for better equipment that would 
facilitate handling, selling and storing of merchandise, 
and permit better service to customers, Charles G. 
Stott & Company, Washington, D. C., completely mod- 
ernized and renovated their main store, expanded their 
lines and took on several new ones. The remodeling 
was completed in March. 

The third floor was cleared of all stock and the space 
given over to office furniture. 
furniture was only shown in a meager way on the first 
floor balcony. 


accounting machines and devices. 

The first floor is now a model of 
efficiency. 
The side walls are in sea green. The fixtures are in 
the new color, maroon in two shades, (a recent devel- 
opment), trimmed with molding and edged in chrome. 
Merchandise is properly displayed, well illuminated, 
and made inviting to the lady customer. 

A unique arrangement is the front island display, 
which divides traffic automatically as it enters the 
store. The aisle to the right is much wider than the 
one on the left. The psychology of this is that the 
customer is inclined to go to the right. 

Immediately upon entering the store is a spot given 
over to merchandising social stationery which is shown 
in wall cases. On the aisle is a customer’s engraving 
table, specially designed, with two end sections used 
as filing cabinets to house samples, price lists, etc. 
Two lights are on top of the end sections. 

The social stationery department has been enlarged 
and stock is shown behind glass in a large series of 
illuminated cases. Other outstanding displays include 
one for drawing materials (so labelled in gold lettering 
on the maroon fixtures, and which can be seen from 
any point in the store) in the back of the store, back- 
ground done in dark green, open display, highwall 
back, indirectly lighted. Another highlight is the 
filing supply display. 

Among the items displayed are exclusive leathers in 
open stock. Greeting cards have also been added as 
a new department, stocked in a small way in the past. 
Now they use the Hall stock control system and the 
idea is to expand on greeting cards, by adding sea- 
sonal cards. 

Many of the display show cases are combination 
show cases, with utility storage cabinets underneath. 
That is a series of drawers for housing small articles, 
all indexed, for example, under one “typewriter rib- 
bons,” “brushes,” “keys,” “small clips,” “accessories,” 
etc. 

There is a special loose leaf section, properly labelled 
in gold lettering, consisting of a section with two 


merchandising 


| TIVE LITERATURE AND 


Prior to the change, | 


Now this balcony is being devoted to 
the more exclusive purpose of a consulting room for | 


The ceiling is in ivory with indirect lighting. | 


Correct 
Posture 
CHAIRS 


GAYLO 


METAL FOLDING 


Ideal for offices. sales- REMARKABLE 
rooms, schools, church- EFFICIENCY 
AND DUR- 


; ABILITY 
shops, etc. Riveted at all AT LOW 

























es, clubs, lodges, beauty 


joints, made of heavy COST 
COLD ROLLED steel. 
and 


in construction. Opens 


Comfortable rigid 
and closes quietly. Folds 


flat and stacks easily. 


Upholstered wood or all 


metal seat. 


Made by seating special- 
ists with many years of 
successful manufactur- 


ing experience. 


WRITE FOR DESCRIP- 







COLORS: 
Mahogany, Black, Walnut, 
Olive Green, Ivory. 


Cable Address '"GAYLOCO" 


Gaylo Manufactwung (o., Inc. 


820 NORTH MICHIGAN AVENUE 


PRICE LIST 






CHICAGO 








No. F-760 


Lt Pris 


Makes Room for Tomorrow! 


Furniture to help business men keep up with 


the times—ZEPHYR naturally classifies in 
that group. From its beautifully matched wal- 
nut veneer top, providing a true level working 
surface, to the improved open base which 
allows ample room for free turning and for 
slipping in and out of chair without pushing 
back, ZEPHYR offers better service—saving 
time, speeding up detail and increasing ac- 


Feature ZEPHYR in your office fur- 


curacy. 
Full details are in the Jackson 


niture display. 
408 catalog. 


| Jasper Office Furniture Co. 


JASPER INDIANA 
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When your customers need 
FASTENERS 
they ask for 
ACCcoO 


Acco Fasteners are available for all of 


your customers’ requirements. Every 
school and commercial center. Any 
binding capacity. 
A complete line. 
6 
ACCO PRODUCTS, Ine. 
39th Ave. & 24th St. Long Island City. N. ¥. 
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Every Office and Factory 






in Your Community 


Needs A 
HANSON 
GUARANTEED 
POSTAL SCALE 


@ Here's a model that's as 
convenient as it is useful. 


@ Just the right size for'general 
use. 


@ With tempered steel spring, (Go after this special 
tested with standard weights J arket with the low 
for exceptional accuracy. priced guaranteed 

HANSON POSTAL 

SCALE. Write for de- 


tails and prices and ask 


@ Easy to use—with domestic 
and foreign postal tables. 


@ Adjusted to get individual your jobber about Han- 
weights on several packages son’s big 90 Day Trade- 
at once. In Plan. 


HANSON SCALE CO. 


525 N. Ada Street Chicago, Illinois 
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display units (open glass) flanking the linoleum top, 
which is designed for the purpose of showing the 
customer merchandise. Thus there is a definite place 
to bring down a box from the shelves and properly 
display and demonstrate it. 

In addition, there are a series of drawers in front, 
particularly designed for housing the various sizes of 
loose leaf sheets (all steel compartments). Incidentally 
linoleum tops are used throughout the store because 
they will stand a lot of abuse and rough usage and 
when soiled can be quickly washed off with soap 
and water. 

There are also glass display cases, with utility draw- 
ers, of the larger type for housing large flat things 
such as large sheets of specially ruled paper or desk 
pads, accounts ruled pads, etc. 

Along the center aisle, rear, are three flat top dis- 
play tables for the purpose of making mass displays, 
or special displays, or for holding special sales on any 
particular line or item. Each table is equipped with 
shelving on each side. 

A special blotter case, glass fronted with proper 
illumination extended out over the front of the case 
(throwing the light down and in) enables the cus- 
tomer to see and identify the true colors. The stock 
is readily accessible to the clerk from behind, access 
being through closed doors, which make this a virtually 
dust-proof container.—_FEK 


<->? 


SPACKMAN BECOMES LYON DIRECTOR 


H. B. Spackman, vice-president in charge of sales 
for Lyon Metal Products, Inc., Aurora, IIl., last month 
was appointed a director of the company at a meeting 
of the board of directors. 

Although Mr. Spackman has been with the Lyon or- 
ganization only two years he has already become a 











sm 


H. B. SPACKMAN 








well-known figure in the industry. Prior to forming 
that connection he was with the U. S. Gypsum Com- 
pany. 

The Lyon company maintains headquarters and a 
factory in Aurora and another plant in Chicago Heights 
where it manufactures a complete line of steel storage 
equipment and steel store fixtures. 


—-— 


N. C. R. MAKES OKLAHOMA CITY CHANGES 


Allen McWhorter, in charge of the National Cash 
Register Company agency in Oklahoma City, reports 
that this division stood fifth among National Cash 
Register agencies in the United States in sales for the 
first two months of the year. He hopes to hold or 
improve this position when March reports are com- 
pleted. 

H. D. Chumney, from Dayton, Ohio, has succeeded 
T. K. Sunderman as service manager at the Oklahoma 
City agency. Mr. Sunderman was recently transferred 
to Enid, Okla., where Mr. McWhorter recently estab- 
lished an office —EVH 
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INDIANA DESK CO. 
(Cooperation. 





WILL HELP YOU GET THAT 
SCHOOL INSTALLATION ORDER 








School and library furniture orders are now in open season. During the 
many years we have engaged in the manufacture of school furniture, we 
have built up one of the best lines obtainable. Our standard of quality has 
been accepted as the highest by the finest educational institutions in this 
country. Our quality coupled with efficient service and a consistent price 
will enable you to secure a goodly portion of the available business. Get 
in touch with your School Board today for their requirements. Mail us the 
blue prints and specifications and rest assured that you will have our whole- 


hearted cooperation. 


INDIANA DESK C0. Qasper, Indiana 
Sells 


For Only 


"EZ 


SALES 
MULTIPLY 

























New Indiana 
Chair Co. 
No. 7OI 
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featuring 





roomy A Salesman Sold ONE. The office manager bought 

comfort, 31 in 10 weeks and still ordering. Many enjoying 

sturdy the same experience 

structure, Has No Competition. Everyone wants one at this 

dignified startling low cost. Sturdily built. Desk high. 
A moderate price pedestal design. Four swivel casters. Chrome handles. Upper and 






chair in quartered oak, or lower compartments have separate locks and 


birch in walnut or mahogany : 
finish, upholstered in Titetan keys. Standard colors: Olive green, walnut, ma 
crushed grain leather—leg chair to match. Dealers by emphasiz- ‘ "1 1 7: , h 
ing the especial value of this chair can attract much attention hogany, all nara krinkle finish. 


ee a Don’t turn this page without having written to us 
viiiiees : A : : for our Liberal dealer discount 
NEW INDIANA CHAIR CO. EFFICIENCY EQUIPMENT CO,, INC. 


ee ene 360 W. Superior St., Chicago, Illinois 
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AUTOMOBILE 
COMFORT 


IN YOUR 


OFFICE CHAIR 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. 
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OFFICE APPLIANCES 
































A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS. 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 











CATALOGUE ON REQUEST 


Ow Collier-Keyworth Co. 


Gardner, Mass., U.S. A. 
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— 8 PASTEL 

COLORS 
BUFF 

Are you pu j this tast moving number GOLDENROD 
CHERRY 
SALMON 
GREEN 
MANILLA 

BLUE 

WHITE 


GUIDES 
INDEX CARDS 
FOLDERS 


PROTEX 
STICKONS 


MENDING 
TAPE 


WARSHAW MFG. CO., INC. GUMMED 


INDEX TABS 
| MAIN ST BROOKLYN, N. Y 














8160 





For the Executive 


‘Dignity, comfort and up-to-the-minute design 
are features of this attractive Tell City desk. It is 
made in genuine walnut, particularly suited for 
executive and professional offices. Special con- 
veniences included in drawer construction. All 
corners are rounded. 

No. 8160 is typical of Tell City quality. It merits 


your investigation. 


TELL CITY DESK COMPANY 
TELL CITY, INDIANA 
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FATHER’S DAY POINTS UP MID-JUNE VOLUME 

Annual merchandising event par excellent for the 
alert stationery house is Father’s Day,—to be held with 
redoubling of efforts this year on June 18th. And now 
is the time for the stationer to lay plans to have all 


Dads’ sons and daughters give useful presents—gifts 


from his large and miscellaneous stocks,—best gifts of 


all to be within the spirit and letter of Dad’s Day | 


observance. 
Each year retailing grows in importance for the 


merchant promoting this red-letter day by window dis- | 
plays, advertising, inserts and colorful parcel stickers | 


in advance of the occasion. With some stationers the 
day is second only to Christmas volume in such gift 


lines as billfolds, fountain pens, leather novelties, desk | 


articles and other office or personal accessories. 
A great many articles from stationery stocks may be 
offered as Gifts for Dad—for businessmen or private 


individual—if a Second to Christmas Volume is to be | 
won,—for Father’s Day business has to be captured by | 


suggestion,—by having the little folks make presents 
to their Fathers. 

There is early indication that 
many of the lines handled Sy the average stationery 
store will provide national advertising to support the 
stationer in Dad’s Day selling—advertising into which 
the stationer may well shape his own goals and ob- 


jectives—cooperating with reproductions in windows | 


or large portraits or pictures of a good-looking “Dad”. 

Such are perfect Build-Ups for the mid-June occa- 
sion that will place a peak on the volume graph for 
the week immediately preceding Sunday, June 18th. 
Especially the Friday and Saturday sales immediately 
before should be unusually high. 

Father’s Day messages in the characteristic style of 
the stationery house may be issued shortly before the 
day ... during the height of shopping for Dad’s own 
Sunday—the day when the gifts are to be given— 
June 18th. Reminders of Dad’s Day coming up may 
not only be confined to package stickers, but may be 
placed on the statements which are mailed out by the 
stationery house with the turn of June. 

Stationers may or may not be aware that there is 
an active Father’s Day committee covering the coun- 
try, to which an honorary committee of distinguished 
public men, such as governors and Congressmen, stars 
of stage and screen, and radio executives are lending 
yeoman assistance to put over proverbial “Dad” in a 
day of days for the merchant. They also will engage 
in a bigger Build-Up through many channels and 
media influencing the public prior to the event. 

Dad’s Day from many new angles offers a cue to the 
progressive stationer to profit, the event appealing 
strongly to every son and daughter ... yet they must 
be urged or advertisingly coaxed to come to the sta- 
tioner for their presents ...in much the same man- 
ner aS Dad and Mom are advised to come to the sta- 
tionery house in June for graduation gifts for son and 
daughter.—CML 

—- 
“BOOST SALES” 

OFFERED 

Containing a number of valuable hints to dealers 
and salesmen on where to look for new business in 
storage equipment, a new and unusual piece of litera- 
ture has been made available by the Bankers Box 
Company, 536 South Clark street, Chicago. The adver- 
tising piece consists of six sheets, each longer than the 
other with each lower margin in full view. The indi- 
vidual pages show and describe the various Staxon- 
steel and Liberty storage boxes made by the company, 
with a special description of the nature of the business 
to which each is best suited. These include Staxonsteel 
and Liberty units for the use of municipal govern- 
ments, banks, transportation companies, payrolls and 
midyear and annual filing and storage problems of 
every type of business house. Copies of the new ma- 
terial are available to dealers on request. 


BANKERS BOX LITERATURE 
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PAYS TO THE SPENCERIAN (CINE 


Lays ... to sell 


“Properly Selected “ 
Carbons and Ribbons 


You're bound to have satis- 


SELL 










fied customers — and repeat 





orders —if you make it easy 






for yourcustomersto buy the 








right carbons and ribbons 






for their requirements. And 


that is what you can do if you sell the Spencerian 





“Secretary Quality” Line with “Proper Selection 






Chart”. Spencerian Carbons and Ribbons last 






longer, produce better work and build repeat 





business. And they protect you from unscrup- 






ulous price-cutting competition because they are 






sold only through recognized dealers. Write for 






details of our complete merchandising plan. 












SPENCERIAN PEN CO., 434 BROADWAY, DEPT. P.» NEW YORK 
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NAME FOR WRITING 


A THE 








TIRED EYES 


cost you money 


They cost you money in slow speed, errors 
and bad dispositions. It is too much to 
expect unguided eyes of a typist, machine 
operator or proof reader to continuously 
travel along line after line of type, manu- 
seript or figures, and not tire. The Rite- 
Line Copyholder relieves this eye-strain 
by guiding the eye along each line of copy 
and taking advantage of best light condi- 
It therefore pays for itself over 





i touch of the finger moves 
and over again in more and better work. 


up the copy. Takes all sizes 
of sheets and machine tapes 
No installation or maintenance 
required. 


Rite-Line is complete, portable, attractive, 
Price U. S. A. $9.85. 


simple and efficient. 


Some good territories «till available in U. 8S. A. and overseas countries. 


SEND FOR FOLDER 


ITE-LINE 


teg. U. S. Pat. Off. 


CORPORATION 


48 West 48th Street New York City 
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Graffco Viz SIGNALS 











mee ee 


SOTO Cae ae 


es 


t 
f 
¢ 
a 
» 
a 
4 
t 
i 
‘ 
- 
. 
OT 
. 
7 
% 
” 
‘ 


i ee ee 





VITALIZE your cus- 
tomers’ Visible Index 
Systems with these 


popular Signals. 


Made to double the value of any 
‘“visible’’ system, card or sheet. 
They snap out information when the 
user wants it, instantly and accu- 
rately. Viz Signals lie flat; do not 
project to catch on adjoining sheets. 
Made of fine spring steel, in 11 
styles and 12 smart colors. An in- how a simple 
vestment in VIZ Signals makes a Sais ibe oars 


profit for dealer and customer alike. ond 62 Gianais fer 
easy apolication 





Wade by the makers of the famous 
CELLUGRAF SIGNALS 
Write us for detailed information 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge. Mass. 











CHECh THESE 
PREFERENCES FOR 


SHELBYVILLE 


@ Easy to carry a representative showing 
with less capital investment, because the line 


is Well Balanced. 


@ Every sale forms a new standardization for 
repeat business, because there is an assurance 
of satisfactory performance over a period of 


years. 


@ A line that is progressive and keeps in 
touch with the pulse of the trade. 


“There is more to talk about 
when you sell Shelbyville.” 


SHELBYVILLE DESK CO. 


Shelbyville, Indiana 


OFFICE APPLIANCES 


MANY STATES PLAN “BELOW COST” SALE 
LEGISLATION 

Legislation to prohibit below cost sale or advertising 
of retail or wholesale merchandise is reported pending 
in the current legislatures of several states, including 
Kansas, Michigan, New York, North Carolina, Texas, 
Washington, West Virginia and Wisconsin. In three of 
these, Kansas, New York and North Carolina, such bills 
had at this writing received approval of one legislative 
branch. 

This type of legislation, varying in detail but follow- 
ing the same general form, already stands on the 
statute books of some states and in some such in- 
stances, including New Jersey, legislative repealers are 
pending. Known as “fair sales’ bills, “unfair sales” 
bills, “unfair practices” bills and similar titles, the pro- 
posals are backed principally by small independent 
grocers in their efforts to combat chain stores, self- 
service and super markets. But the scope of the meas- 
ure, in the opinion of economic observers, is far reach- 
ing and affecting virtually every type of merchandis- 
ing as well as the food industry. 

Proponents of the bills are very much the same as 
the backers of so-called fair trade legislation, which 
is now operative in all but four states. But, whereas 
the fair trade measures merely authorize voluntary 
minimum price agreements between manufacturers 
and their retailers, the below cost sales ban terms of 
the more recent proposals would be mandatory re- 
gardless of the wishes of either producer or retailer. 
Proponents declare such legislation is necessary to curb 
“loss leader” merchandising, while opponents contend 
the cost definitions are too vague for practicality and 
the measures will only penalize progressive merchan- 
disers at the expense of the consumer. 

The Kansas bill, which would amend existing laws 
on unfair competition and distribution below cost, has 
been approved by the Senate and was at this writing 
awaiting House consideration at Topeka. 

Michigan also already has an existing unfair trade 
act, but it was ruled unconstitutional in part by the 
State Supreme Court. Two new proposals are currently 
pending. One would create a fair trade commission of 
three members and provide for licensing of wholesale 
and retail merchants. Merchants would be prohibited 
from selling below cost, defined as the price paid for 
the merchandise plus a 6 per cent markup for retailers 
and 2 per cent for wholesalers. Principal difference of 
the other pending Michigan measure is that enforce- 
ment would be left to local authorities. 

An unfair sales bill recently passed the New York 
Assembly and was at this writing held in a Senate 
committee. A similar North Carolina bill, banning 
sales below cost plus a 6 per cent markup, has been 
approved by the Senate and sent to the House of that 
legislature. A Texas House committee recently con- 
ducted a hearing on such a bill, but did not imme- 
diately announce its report. A loss leader advertising 
ban bill was reported slated for passage in the Wash- 
ington Legislature. The reception being given similar 
bills in other legislatures had not been indicated at 
this writing. 

Fair trade bills, to authorize minimum price con- 
tracts between manufacturers and retailers, were in- 
troduced in the current legislature of each of the four 
states not already having such laws—Delaware, Mis- 
souri, Texas and Vermont. Similar legislation also is 
pending in the House of Representatives to cover the 
District of Columbia. The Vermont bill was killed by 
the Senate of that state, while the Texas bill has been 
given a favorable House committee report and is re- 
ported likely to pass. Status of the other is regarded 
uncertain. 

A fair trade law repealer was recently introduced in 
the California Legislature and several other states 
NJNS 
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Add to vour ! Sales...make extra profits 


e oe oe With these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 


Quality Products ver riginal Speed-O-Print offers to sta ‘ nd office supply dealers 


and rofitable repeat in every towr ' t rite today for illus- 


business on Speed-O-Print Suppli trated catalogue and { details 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 
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uplicators 
‘-VERYTHING 


DEALERS KNOW 
THEY (CAN SELL 
SPEED-0-PRINT 
DUP -~ awe 


Genji! 


This new achievement in 


hese 
thet have 





duplicating Machines 

Offers Speed, Simplicity 
AUTOMATIC and Convenience such as 
yOu have never known 
before jn any duplicator. 
Check the Speed-O-Priny 
Pointforpointagainstany 
quality - built duplicator 

in the world selling at or 

near its low Price, and 

You will soon see why 

it has become America’s 


fastest selling duplicator. 


THE SPEED-O-CABINET 


For beauty and 


od ae standard : : utility the roomy 
Equi " per Sg for ~ SPEED-O-CABINET 
Simple : 


is the ideal base for 


ed non- 
: ompletely solder 
pa tran oy ea Fomrerindl oF seicinn poner ee 


stencil... parses 
‘ é your duplicator. 
receiving tray . stant. removal o si 
3 simple adjustment igen bate . Adjust. f electric 
abd — impression roller hniebadons roller . . Adjus i le ST a 
te te able area 2 welded steel construction — 
ss oa ‘gael ad NEW side je inking + : b: - ena reinforced am 8 
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STIRLING UTILIZES SPORTS BACKGROUND FOR 
CONTACTS 

A sports background is used by W. E. Stirling, of St. 

John, N. B., in establishing and maintaining contacts 

in behalf of his manufacturer's agency in office equip- 

ment. 

Mr. Stirling has been affiliated with amateur sports 
for 40 years. First, he was active as a long distance 
runner, and won many races at from 3 to 15 miles, at 
various points in the maritime provinces. After retir- 
ing from sports competition, he became physical direc- 
tor of a St. John institution for young people. He has 
served for many years as a promoter and official of 
amateur skating meets at St. John, and has been a 
basketball executive. He had also been interested in 
a minor way in the promotion of amateur ball, and 
boxing. 

For the past 15 years, Mr. Stirling has been in busi- 
ness for himself as sales representative of manufac- 
turers of office appliances. He has covered the pro- 
vinces of New Brunswick, Nova Scotia and Prince 
Edward Island. 

There is hardly a community which he has not vis- 
ited in connection with his affiliation with sports, and 
he finds this alliance, of benefit to him in developing 
and retaining customers. Almost any man can be con- 
tacted with on the common ground of mutual sport 
interest, in the opinion of Mr. Stirling. He is often 
called on for advice and suggestions on the handling 
of events and meets, and the coaching and training of 
young athletes. Incidentally, he has been interested in 
improving the lots of the struggling sports performers, 
individual and collective, and in the young amateur 
athletic organizations. By these contacts, he inserts 
the wedge in favor of his own sales.—WJM 

—- 
EXTRA TAXES LOOM FOR CHAIN STORES 

Bills to impose or increase special taxes against 
chain merchandising organizations are pending in the 
legislature of several states, including Missouri, New 
Mexico, New York, North Carolina, Oklahoma, South 
Carolina and Wisconsin. Chain tax measures also were 
introduced in the Georgia and Kansas legislatures, but 
were reported to have been killed 

The New Mexico Senate passed a chain tax bill im- 
posing license fees varying from $10 to $550 according 
to the number of units. The measure was pending in 
the House at Santa Fe at this writing. A Missouri 
bill with fees ranging up to $550 was reported to have 
received approval of that legislature’s House taxation 
and revenue committee. 

A Wisconsin bill would tax the gross sales of chains, 
in addition to imposing fees on outlets under a scale 
varying from $5 to $100. The House revenue and taxa- 
tion committee of the Oklahoma Legislature was re- 
ported to have approved a chain tax bill with varying 
fees. License fees of from $5 to $550 are provided in 
a pending South Carolina bill. A measure introduced 
in the New York Legislature would impose fees of 
from $50 to $1,000 per chain unit. 

By approving an adverse committee report, the 
Georgia Senate recently killed both a chain and gen- 
eral sales tax proposal. The chain bill proposed a 
sliding fee scale from $10 to $750 per unit, which would 
have replaced that state’s present chain tax with fees 
of from $2 to $200. A Kansas chain tax bill was killed 
by committee action.—_NJNS 

*—- 
DAY GOES TO REMINGTON RAND 

O. O. Day, a former typewriter man, recently with 
the Frigidaire Company, has been placed in charge of 
the retail sales division of the portable division of 
Remington Rand, Inc., in Oklahoma. Mr. Day’s head- 
quarters are in Oklahoma City. Wholesale sales in 
the portable division in this territory are under the 
jurisdiction of H. G. Swenson, whose headquarters 
are in Kansas City —EVH 


PROFIT and PRESTIGE 


The dealer who sells Eaton's famous line of 
BERKSHIRE TYPEWRITER PAPERS 
offers his customers a paper exactly right 
in grade and price for every typewriter use. 
Such a dealer builds a steadily increasing, 
profitable business on the certain return of 
satisfied customers. He adds, also, to the 
prestige of his standing in the community 
by “keeping good company" whenever he 
displays and promotes the famous 
BERKSHIRE TYPEWRITER PAPER 


trademark of traditional excellence. 





For samples and detailed information write 


EATON PAPER CORPORATION 


BERKSHIRE DIVISION 
PITTSFIELD. MASSACHUSETTS 










PROTECTS ! 
PRESERVES! 
PERFECTS! 





cro} 


. 1,989,922 





@NO MORE TYPE-FILLING 
@NO MORE TYPE-CLEANING 
@ NO LOOP-LETTER CUT-OUTS 
@ NO FEED-ROLLER SWELLING 


. . because you type right on the 
Film and it protects! Let us tell you 
about other advantages exclusive with 


Tempo Film . . . hew it improves 


stencil copies, saves time, labor . . . 
and offers other extraordinary fea- 
tures... at mo extra cost. TRY A 


TRIAL QUIRE. MAIL COUPON 
rTODAY FOR AN EARLY START. 


pr MILO HARDING CO., LTD. 


EASTERN DIVISION: 617 Commonwealth Annex, Pittsburgh, Pa. 
Gen. Offices-Factory: 432 W. Pico Blvd., Los Angeles, Calif. 


PLEASE PIN TO YOUR LETTERHEAD 
wrk, LSend us complete details of Tempo Perfectoid Stencil [ | 
emoo 2. Ship us one quire on trial—(returnable if not satisfactory) [| 
$a“ 3. Send Complete Dealer Plan for Tempo Duplicating Supplies [_] 


MAIL TODAY 
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ty The Nos. 1946 and 1946!4 chairs shown above were 

a especially designed for use with the newer “stream- 

Ait lined” Modern desks. Available in finishes that 
qo] match the Walnut, Mahogany or green finishes of 

i the leading wood or metal desk manufacturers. Mod- 

is erately priced to meet today’s sales opportunities! 
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For such an intimate piece of furniture as a chair, 
there is no satisfactory substitute for WOOD. 


* 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 
BEDFORD, OHIO, U. S. A. 


eRe a 














=e 


Gntroducing 


ST. JOHNS NEW TYPEWRITER TABLES 
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*Already among the “best sellers” in the St. Johns 
line of fast moving office tables are the new No. 21 
and No. 23 typewriter tables. Built for comfort and 
utility they more than meet the requirements { 
which they were created. Their simple functional 
i design, durable construction, practical efficiency a 
beautiful finishes make them a welcor addition 





any office 
Write for the new 1939 St. Johns catalog showing these and 
the many other distinctive tables in the St. Johns line. 
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23 Typewriter Table 
Made of specially 
Plain Oak; Office Gold 
ish. Also Schoo] Browr 


21 Typewriter Table 


Made of spe 


specially selected 
Northern Michigan Hard Ma 
ple with same measu 
as number 23 tab! 


or Mahogany fini 














rj ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 


OFFICE APPLIANCES 


LEWIS & NUGENT BUYS COLPITTS COMPANY 

A change in ownership has recently been made in 
one of the senior office appliance distribution entities 
in Canada. R. R. Colpitts & Son, for over sixty years 
wholesalers and retailers in office supplies, at Moncton, 
N. B., have sold their wholesale business to Lewis & 
Nugent, formed specifically, to succeed R. R. Colpitts 
& Son. The old firm is continuing to function at retail 
in Moncton, and at the same base occupied for many 
years. 

John K. Nugent, sales manager for Lewis & Nugent, 
had been on the sales staff of R. R. Colpitts & Son for 
twelve years and on the road through the provinces 
of New Brunswick, Prince Edward Island and Nova 
Scotia in behalf of the Colpitts firm. He will continue 
to travel as well as supervise the sales activities of the 
successor. The sales territory has been enlarged to 
take in eastern Quebec, Newfoundland and the Mag- 
dalen Islands. Also the lines to be carried have been 
increased. 

Victor Lewis, office and warehouse manager for 
Lewis & Nugent, had no affiliation with the sale of 
office appliances prior to joining with Mr. Nugent, al- 
though he had twelve years of contacts with the office 
equipment. For that time he was an accountant, first 
in Moncton and lately in Halifax, N. S., on the staff of 
one of Canada’s two biggest transportation companies. 
He has been active as an amateur baseball hurler, on 
teams representing Moncton and Halifax the past 
fourteen years. R. R. Colpitts & Son will now be one of 
the customers of the firm that replaces the old firm. 
The Colpitts’ wholesale location is being occupied by 
Lewis & Nugent—-WJM 





STATIONERY 





Baltimore, Md.—A new stationery and office supply house has recently 
opened under the name of Stationers Incorporated at 24 East Fayette 
street. In a card of announcement sent out by the new company the 
following were named as members of the staff: Edwin McLaughlin, Jack 
Rutherford, Sophia Allman, Edward I. Rosenberg, Edward A. Tomalovitz 
ind Lloyd Barke 

Bristow, Okla.—A complete new interior decorating job has recently 
een completed at the Lyons Standard Office Supply Company store at 
07 South Main street.—EVH 


Chardon, Ohio.—Snapout Forms Company has awarded the contract for 
$12,000 addition to its printing plant in this city, work on the struc 


ture having begun on April 4.—AK 


Cincinnati, Ohio.—Reliable School Supply Company has been incorporated 
vith $20,000 authorized capital, principals being Ruth Koch, Lester G 


Saeman, Fred A. Burris, and Dawson E. Bradley AK 


Columbus, Ohio.—Central Tablet Manufacturing Company has completed 
mprovements in its building at 442 Woodland avenue, which provide 
1dditional office room and stock room space to accommodate increased 
yusiness of its consolidated supply division. Machinery for printing and 
il-binding notebooks has been installed. The expansion was made pos 
ble by removal of an affiliate, The Ohio Pencil Corporation, to 1184 East 


Main street. AK 


215 Fourth street, has recently moved into newer and larger quarters at 


Des Moines, lowa.—The Iowa Envelope Company, formerly located at 


¢ 


Third street, where considerably more space is available for expansion 


ind additional factory operation, 


El! Paso, Texas.—The Ideal Stationery Company, formerly operating as 
R. Diaz & Company moved to enlarged quarters at 104 E. San Antonio 


Street on March 27, 1939. 


I 
b 


a 


Evanston, til.—The 1627 Sherman avenue stationery store of Alderman 
mmy Airth was moved May 1 o a new location in the Carlson 
lilding, 618 Church street. The new store takes over the space formerly 


cupied by the Colby Furniture Company and is provided with a base 
ent and first-floor salesroom, doubling the space available at the old 
ddress. The stationer operates another store at 1908 Central street. 


New York, N. Y.—New incorporation: Hi-Speed Envelope Company 


Inc., stationery, New York City; $10,000 Agent, Israel G. Seegar, 


Broadway.—NJNS 
Oklahoma City, Okla.—With eleven years’ experience to draw upon, 


Gene Grat has joined the sales staff of Wigger’s, Inc., 403 West Main 


also 


treet Previously he was with the Manley Office Supply Company and 
with Mike Bryan.—EVH 


Oklahoma City, Okla.—Arthur Hallam, sales expert formerly with a 
hicago publishing house, was recently added to the printing department 


staff of Clarence E. Page, 111 Northwest First street. Mr. Hallam will 
specialize in sales promotion work.—EVH 


Cc 





of the D. W. Collins Desk Comp 
Re 


Oklahoma City, Okla.—Don L. Branham, new Secretary of the Oklahoma 
ity Stationers’ Association reports the recent addition to membership 
ny, 204 West Second Street; and 
; 


i 
mington Rand, Inc., 26 N. W. First street.—EVH 


(Stationery Classified—continued on page 149) 
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NATIONAL 
Outside Pocket Brief Case 


One of our fast sellers. Besides the seven inside pockets it 
has an extra zipper pocket on the outside of case. Display 
this popular number and watch sales increase. 


WRITE FOR LATEST CATALOG 


NATIONAL BRIEF CASE MFG. CO. 


512 S. PEORIA ST., 358 FIFTH AVE., 
CHICAGO, ILL. NEW YORK CITY 














Have YOU seen 


A Precision 
Stapling Machine 


® Ease of Operation 

@ Less Noise in Stapling 

@ Adapted to heavy as well as light work 

® Eye Appeal—black wrinkle or mottled 
walnut finish 

® Soft finish eliminates glare 

® Guaranteed 


Send for Demonstrator 


Retails for $4 with a nice profit to you. We will 
gladly send you complete details on our entire 
line of trigger action staplers and tackers 


Fastener Corporation 
General Offices: 111 W. Monroe, Chicago 
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STAINLESS STEEL FILE SIGNALS 








FOR EVERY MODERN NEED 


No matter what your customer does, there is a Cook Signal 
for not merely one, but every phase of his business. A few 
uses are—keeping track of sales, credit and production data, 
promises made on deliveries, past ‘due accounts, delayed ship- 
ments, out-of-stock items, inactive customers, etc. Wherever 
you call, there's the chance of a sale! And remember, signals 
help to sell filing equipment! 

Cook's Signals are made of stainless spring steel, finished 
with brilliant, fast color, non-chipping enamels in a choice of 
12 different colors. They grip securely and are so thin, they 
add little or no bulk. 

(WRITE FOR CATALOG PRICE SHEET 
AND SAMPLE CARD) 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 

















WHEN YOU BUY ON PRICE ALONE 
YOU CAN NEVER BE SURE 





INTERNATIONAL 


8606000060608 


ARE ALWAYS GOOD VALUE 


MUNSON SUPPLY CoO., 348 Huds son St., New York City 
Please send information about the New Key 
New Package oad Counter ‘Display t 
Name 
Address 








City State 
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MARKING DEVICES 


i? 

5 (AA) 
y PRODUCTS 
a 





Success Formula 






1} 

iH Dependable merchandise 

& Dependable service 

Satisfied customers 

Simple arithmetic! You want 
to sell dependable products. 

rf M & W Products are always 

Hf DEPENDABLE. 


When your customers want 
to emboss suggest : 
The “Aluminum” Pocket Seal 
The “Official” Pocket Seal 
Lever seal presses 
Hand embossers 
fo stamp 
Self-inking rubber stamps 
Die-plate daters 
Band stamps 
Rubber printing sets 
Numbering machines 
to protect 


Badges 

Trade checks and coins 

Metal plates and tablets 

Wax seals and sealing machines 


PROMPT and FRIENDLY SERVICE 
FAIR PRICES 


Trade catalogue sent on request 


MEYER & WENTHE, Inc. 


Established 1854 
30 SOUTH JEFFERSON STREET - CHICAGO, ILLINOIS 





eS Eh eT er 


ee weer 











Drawn steel end-caps, Eyelets inserted and 
nickel plated and highly Standard inner _ sections fastened in counter- 
polished — assembled are added to chain-posts sunk holes in top 

to increase capacity. metal after binding 


after binding and fast- 
ened in place by means 





Sn 








SSS eran een 


Trgags 


Tete SE 
Wd Svc ory 








guide 
and 


Thimbles to 
chain-posts in 
out of tube. 





Right-and-left-hand Right - and - left - hand 


blocks te move Serew-rod to move 

chain-posts in and chain-posts in and 

out. Made of rust- out. The threads are Hinge lugs have 

proof metal. produced by rolling, four projections 
which makes smoother which pass thru 


CHAIN 
POST METALS \ 


A New Service for Manufacturing Stationers 
Strength, security, light weight and economy ~ 
recommend this new metal. It is becoming more =f 
and more in demand among bookkeepers and =. 
accountants. It is furnished with protruding or non-protruding 
posts, in eleven stock sizes with % inch posts and seven stock 
inch posts. Special sizes are alsu obtainable. 

We manufacture an extensive line of metals for memo and price 
books, loose leaf catalogs, ledgers, transfer bmders, etc. Stationers 
who operate their own binderies should write for our illustrated 
catalog and price list. 


LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louis, Mo 


holes in tube and 
are very securely 
clinched inside 
the tube 


surfaced and easier 
working threads than 
cut (or chased) ones 














3 hot sales 





OFFICE APPLIANCES i 


Vips 








on these MURPHY Zos7 sellers/ 


H ere are two of our largest selling numbers—a matched chair and 


that dealer. 


a combina- 


table for portable typewriters! And here are three ways 
(1) Imerease portable typewriter sales by 


cash in on them: 


tion offer with one or both pieces. (2) Sell both pieces together as a 
matched set for homes, for students (timely right now), or for small 
offices. (3) Sell either piece separately for any 
number of uses. 

Both pieces are sturdily built of tough pecan 


WRITE 
FOR NEW 
MURPHY 
CATALOG! 


and finished 


in popular streamline design, 
upholstered 


mahogany. Chair has 


wood, 
walnut or 
seat. Their amazing!y low cost will give you sur- 
prising volume with neat profit. Ask for Portable 
Typewriter Table No. 6200; chair No. 6330. 


OWENSBORO, KY. 


CHAIR CO., 


WURPHY 


MURPHY CHAIRS 








| Your Aepedad 
STAPLE SALES mount 


WITH 


RKWELL 


he leaders... 


of the finest and 
most complete line 






























~—S 


Lifetime 
STAPLE-MASTER o 
1939 Displays—Leaflets 


FREE to Markwell Dealers 
Inquiries from Select Dealers invited 


MARKWELL MEG. CO,,inc 


NEW YORK 


So. 





200 HUDSON STREET 
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TYPEWRITERS 





Atlantic City, N. J.—To be known as 





the Atlantic Typewriter Compa 
has been opened at 


ny 


a new achine and sta e! st 1711 
Atlantic avenue by Samuel Cohe Jr ind Elmer W. Start Mr. Cohen 
is the owner of tw retail stores ir he city Mr. Start, who has had 
long experience in the office machine vi be manager of the new 
establishment 

Bellefontaine, Ohio.—C. 0. Le ! if Columbus, has recently 

mpleted arrangements for the opening of a typewriter service and sales 
room at 2 North Detroit street. Mr. Leonard, who will reside in DeGraff 
will handle a complete line of typewrit iding machines. Until re 
ently he operated out of Columbus ir car of the Universal 
[ypewriter Company 

Dawson, Minn. Wilbur Lund I ral engaged here and 

the adjacent territory in selling and servicing adding machines, has 
mopleted ve nts wherelt will work the same district for the 
Roy ype r Compar He v1 ntain headquarters here 





Royal Typewriter Company, I 


the 


Columbus, Ohio.—The branch of the 
at 17 North Fourth street, has increased business 75 per cent above 
volume of any previ th rst quarter, anr need G. C. Kinna 
mon, manage whe é crease argely t the new model 
with “‘Magic Margin.’ AK 

San Francisco, Calif._.H. 0. Harvey inagel Seattle office of 
the Wholesale I'ypewriter Company was recently iz Sar Francisco or 
business, and took occasior he Golden Gate Exposition.—SS 

St. Cloud, Minn. Richard Rausel t ype I I fice in thi 

mmunitv and will represent the R | write ( panv in the if 

I y territory Mr I fori ed ma f the 

j i tativ he 
Youngstown, Ohio.—-The Bi I } used 136 new 
mmercia i has ordered 144 


typewriters for eom 


Id typewriters traded or sold Ak 









PENS AND 


PENCILS 





Los Angeles, Calif.—Oliver R. Pir 
for the Conklin Pen Company, w } 
recently appointed sales manager t 
East on a sales trip with ¢ G. Greg 
Company. They are using Chicag 
ties They already have a sales brar 


San Francisco, with J. E 


upply and at the same time rves 
San Francisco, Calif...(sa B. W 
Company of St. Louis, M has be 
! vith t! npany Pa ( 
> 


Stationery—Continu 


Oklahoma City, Okla. | R 
ipply Compar 


& Office ~ pany Is now 
¢ 


1 new office supply firm it ] { Firs 


formerly Pacif Coast manager 
eadquarters in San Francisco, and 
he Fount-O-Ink Company, has gone 
proprietor of the Fount-O-Ink 
he 1 ting point for their activi 
stablished at 420 Market street 
ge Fount-O-Ink regulates the ink 
} ler SS 
t president t the Wallace Pencil 
g the western trade ir m- 
ntative, Fred F. Beard.—SS 


ed from page 146 


vy with the Western B 
ilesn with the House f W 
National Bank building.—EVH 


ink 


ren 


Oklahoma City, Okla.—Dowling, In 01 North Broadway, recently 
filed an amendment to its state charte creasing the capital steck 
from $25,000 to $50,000 J W Dowling i owner! f this rapidly 
expanding office supply firn which two and a half vears ago was ines 
porated for the first time at $15,000 capital. Mr. Dowling has been 
in business her f 14, starting a i typew r company Last 
December the stvle of the fir e wa inged f Dowling Type 
writer Company. to Dowling, Ir and ¢ it ! i ron 
$15,000 to $25,000, at that time—EVH 

San Francisco, Calif.—Office Engineers, I 444 Mark treet put 
ting it y new Visacopv”’ yvholder } he I ed wher ¢ 

i he needed ss 
San Francisco, Calif..-Ted Ols icceeded L, | da anager 
the stationery department of Hale I t Fifth Marke Mr 
jlsan ha held similar p n the } I it De tment sS ei 
San Frar nd in the Broadwa De irt t Store I Angele aD) 

San Francisco, Calif. st¢ Ss A b 

their stock } | damaged ¢t f f he f sf ies 
eir t g au M t 4 ting sale it 
6M treet ( nt r g t all old 
k an I g t their t th with 

tir tock SS 

San Francisco, Calif.__Th« of the | Barry ¢ par 
epresenting tl Oakville Comp I ~ Manufacturing 
f npa +7 € era ther nt me - eetir it th 
eadquarters, 4 Brannar tree SA F _ er 4 ne atner 
ng ided Arthur 0. Carlson work it from I Angele Leland ¢ 
Adan covering t P Northwest; Ma w.d sor vering the 
San Francisco Bav reg and J Rosman, working out f1 he San 
Francisco ice Ss 

York, Pa.-George H. D t ff Ipp t 
jnetry for sixteen vears. } a] th Georg 
+r + fa g 1 ; g The gal 

u , r t ~ t “ 

’ dic 7 “ 

Mr. Deardorff's establishment tl . and 
$s one f which he may we be Tt shed ir 
attractive knotty pine of a gi row 4 were specially 
built and the highlight is a Mf T g g card display 
heneatl iffused lighting fr wt ams d 1 soft light 
a} wing . tai ) 4 ; ~ Stor a redit 

¢ mar . 


EVERY THREAD 
IS 


7|IMPORTANT 


Tue “life” of inked ribbons de- 
pends largely on their foundation... the 
fabric! 

Each thread in the fabric means 
more ink absorption ... more wear for the 
customer! 

Here at “U. S.” all fabrics undergo 
a rigid inspection before being inked, 
thereby assuring high quality consistently. 

Such a careful procedure results 
in an excellent ribbon... and an excellent 
ribbon for you to sell, Mr. Dealer! 

Look into our interesting propo- 
sition write for details today ... turn 
more profits your way! 


U.S. TYPEWRITER RIBBON 
MFG. CO. 
Filbert at Tenth Street 


Philadelphia 


ESTABLISHED 1895 











The DOPPELT AMBASSADOR 
ALL-PURPOSE Portfolio 


A ner r-qualit ace » eather it trom heavy unlined 


it 
. T e 
k Zipper three sid f kets 1wé + tne 


have fasteners 


ert rina-binder r tile-case 


1 7 paper A sturdy, versatiie, arist 


Send for catalog showing complete 
line of zipper cases. 


UPL 


WE_ LEATHER GOODS 


412 Orleans St. Opposite Merchandise Mart 


The ALL-PURPOSE 
Portfolio 














Sees 


et Be ei ter: 


a na ane ten es Cie Degen oe 





ee ew 
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Sell 
The Stamp Pad That 
Lasts a Lifetime! 


FULTON | 


WwooD BLOCK 


DRI-KWIK 
“ALL WEATHER” | 


Will Not Warp—Pick up 
Dust—Or Become “Loggy.” 
Impressions dry almost in- 
stantly. Cleanly prints 


Get profitable 


even the smallest type. 
details. 


FULTON 
SPECIALTY CoO. 


Factory, Elizabeth, N. J. 





Sales Office 
200 Fifth Avenue 
New York City 


























All in a Narrow Pedestal 


Making possible the popular 42” secretarial. Reducing the 
double pedestal length to 54”; and releasing the top station- 
ery drawer for other use. You will enjoy selling the Secra-Type. 


GRAND 
wns PLGA MICH. 














Grippit's package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean . . . Grippit never wrinkles paper It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable . . . Write 
tor Free Tube and Profit Story to Harriman-Welts Products C 


200 Summer Street, Bi stan, Mas sachusetts 
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RIBBONS AND CARBONS 


Dayton, Ohio.—The Dayton Carbon & Ribbon Works has been incor- 
porated under Ohio laws with authorized capitalization of $25,000. 
D. R. Meyer, M. E. Kuntz and Frank J. O'Connor are the incorporators 








ADDING MACHINES 


Clarksburg, W. Va.—Carl M. Bortz, former district manager for the 

Monroe Calculating Machine Company at Fort Wayne, Ind., has recently 

been transferred here where he will be district manager Mr sortz 

who is well known in the machine and office supply field, was cor 
ted with the Fort Wayne branch for two years.—EB 











OTHER MACHINES 


Columbus, Ohio.—F. A. Nuttall, general manager for the Postage Meter 
Company, has leased new sales and service offices in the Standard build 
ing, Fourth and Long streets, where the firm is taking over a large 
rtion of the fourth floor New offices are being completely remodeled 
organization and service department will be operated.—AK 





po 
Complete sales 


Fort Wayne, Ind.—L. R. Andrew f the Addressograph Company, 
ember of the membership committer f the Fort Wayne chapter of the 
Salescrafters’ Internatior rganized of salesmen and sales 


executives.—AK 


i 








rane Mit eR 


Columbus, Ohio.— George R. Cook, representative of the Murphy Chair 
Company, Owensburg, Ky., has been elected president of the Furniture 


Club of Columbus, composed of salesmen in this territory.—AK 





r the Southerr 


Macon, Ga.—W. W. Blackwelder, Georgia salesman fo 


Desk Company, has been p ited to the position of assistant sales 
manager of that company Following two months spent at the factory 
in Hickory, N. €., Mr. Blackwe vi co to Charlotte, N. C., where 


der \ 
he will be permanently located.—JHR 


New York, N. Y.—The Embassy Office Furniture Company is reported 
to have leased for a long term a building at 62 Pearl street, near Broad 
street, New York City The building, which was leased through Schlang 
Bros. & Company, brokers, is o irt of the site of New York’s first 
City Hall, established in 164 N 





THE INTERSTATE METAL PRODUCTS CATALOGUE 


\ new catalogue illustrating and de g s entire line of cabinets 
ther steel office products has been issued by the Interstate Metal Product 
and easilv-read manner the book 


Interstate Metal Products Company, 4401 West Ogden avenue, Chicago. 





Company Laid out in an interest 
includes a complete line of metal cabinets, tubular chrome chairs, tables 
i is available to dealers on request to the home offices 
In describing th« ibinet line, the catalogue stresses the Interstat 
method of eliminating noise and rattle in these items by a new method 
construction whereby insulating material is placed between the tw 
ste In this manner et rattle is totally impossible 





DEVICES 





Erie, Pa.--Gerald (Gerry Kir é has purchased the Duro Rubber 
Stamp Compan, ¢ 0 Frene} treet where } will give modern service 
stanips, sea ans i g devices. Mr. Kimmel owns 
business at 22 West Eleventh street, which he will continue 
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/PELOUZE 23:25 


Available in a wide variety 
of models to fit every mail- 
ing requirement. Self-com- 
puting dials for all mail 
matter including parcel 
post by zones. 








PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — oe te allvnetion and 
! 





Sold right. Here’s a ribbon “National.” 4 ee 
and carbon proposition you ee a 5 Name durable Gold or Green 
can turn into real profit. You —— = Bronze. 


can always count on our co- 


Dealers supplied 
=] by Leading Whole- 


sale Stationers. 


operation. 


EXCLUSIVELY for | 
DEALERS *” STATIONERS 


Complete details on request 














Catalog of complete line upon 
request. 





. Member of National Stationers 
oe "STANDARD" ee 
ALLEN & COMPANY 2 Ibs. & 4 Ibs. Association 


DEPT. m 
11-13-15 Vandewater St., 


¢ a PSS PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET CHICAGO, ILL. 




















POPULAR 
OFFICE 
CHAIRS 


QUALITY 
CRAFTSMANSHIP 
. MODERN 
STYLING ... 
EXTRA COMFORT 





poly () i\ 


Office furniture 
dealers can 
make greater 
progress and do 








TUBULAR Coin WRAPPERS 


Stationers! It’s your Line. Exclusively! 


more business 
with Jasper Seat- 





ing Co. chairs. 

*“Steel-Strong’’ Products are sold 
through Stationers and Office Supply 
Dealersonly. Wehavenoretail salesmen 
to pirate your customers and cash in 


Keyed up te present day demands in 
points of style, construction and 


comfort, their self evident value often 


_ é k clinches the sale for the entire en- . 
on your missionary work. semble—desk, table, cabinet, ete. 
; : ; Good furniture . . . prompt ship- 
Write for liberal discounts and sales help on: netnads Cendine anil Guill’ a shige. 
Coin Wrappers Lead Seals 
Bill Straps Seal Presses P 
Coin Bags Teller’s Moisteners J o t [ 
Currency Bags Manual Coin Counters asper Pa ing Oo. 
Draw String Bags Currency Racks 
Metal-Clasp Bags Wrapper Cabinets JASPER, INDIANA 
Night Depository Bags Sorting Trays ° 
Linen Shipping Tags Coin Storage Trays 
CHICAGO: L. H. Farber, 529 Se. 


Downey Change Trays 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














TRE CL. DOWNEY CO. = cincinnati o. 
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OFFICE APPLIANCES 





uk Ny 


NEW S 


Our Catalog No. 24! 


Just off the press with many 
new and improved items of 


interest. 
¢ 


Keep an eye open! 


They are being mailed out NOW 


Ring Binders 
Zip-Zip Books 
Price Books 
Vemos 


TRUSSELL MANUFACTURING CO 
Poughkeepsie, a 








=—=)IN 1939 


ares | | Business men will keep more 
| records than ever before! 

TRAVELING EXPENSES to 
be charged off on income 

} and payroll tax returns, as 
well as those allowed on 
| peeres accounts, must be 
| | carefully recorded. 

| 

| 


BEACH'S 


"Common Sense" 


|| EXPENSE BOOKS 


are best. See that your cus 
a | | tomers realize the advantage 

~——_} of using such a complete, 
convenient, durable book. 


BEACH PUBLISHING COMPANY 
7338 WOODWARD AVENUE DETROIT, MICHIGAN 




















{ Complete Line of 

Document and 

Roller Shelf Cases 
PLUS 

The assistance of our 

Engineering Department 

when quoting on special 


sizes and lay-outs. 


Contact us on your next job. 


Browne-Morse Company 
Muskegon, Michigan 

















INVESTIGATE 


the fine qualities of 


DICTATOR DUPLICATING INh 


Send for a sample... . 


Put it to the severest 
tests—so you can see 
how rapidly it dries; how 
perfectly it lies in the 
pad without hardening: 
the sharp, clear, brilliant 
copies it produces, and 
its rich, black tone. This 
outstanding ink is not 
affected by the climate 
and can be used equal- 
ly well on open or 
closed drum machines. 


4 


VLLLLLLA 
MRA 


* * 


Alert dealers everywhere 
are selling Dictator Du- 
plicating Inks. Investi- 
gate its possibilities to- 
day. 


INK SPECIALTIES CO., INC. 


519 S. Laflin Street Chicago 


Fred B. Canode, Pres. 
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WORLD'S GREATEST PEN MAKERS SINCE 1858 


The consumer's prefer- 
ence for Esterbrook quality, 
has given Esterbrook world 


4a leadership in the pen industry 
4 i for over 80 years. 
THE ESTERBROOK PEN CO., 86 Cooper St. 


Camden, New Jersey 
or Brown Bros., Ltd., Toronto, Canada 














The Original ..... . 
AND STILL THE LEADER 


‘ f 
Aico Grip pesgs ear [ns rt [saa he, 
2 % y 
The original tubular edge tabbing, must be 
good. The number of imitators alone 
prove this fact. There is no need to take 


any inferior imitations, genuine Aico Grip costs no 
more. Insist on the original Aico Grip tubular edge 


tab. Write for free sample. 


G. J. AIGNER COMPANY 


503 S. Jefferson St., Dept. R. Chicago, TI. 
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NATIONAL 


SPONGE RUBBER 


CUSHIONS 


ALL COLORS ALL SIZES 
The Complete Quality Line 
at Popular Prices 
ECONOMY LINE — Velvet 

Corduroys—Rich Pile Ve- J 
lours. ae 
CONVERTIBLE LINE—Woven |; 
Cane—Corduroy other side. | 
DE LUXE LINE — Corded & 
Boxed Edges—Upholstered 
with Rich Pile Velour. 


Inquire about our Two 








Goop business gravitates towards the store 

that carries known quality merchandise. 
@ Typists like to deal where 
iii Md they can get Weldon Rob- 
eZozen _opecia erts Erasers. Tri-Ply (No. 
NATIONAL OFFICE 399) is a favorite for cor- 


CUSHION CO. 110 Grand St. New York City recting typing errors, carbon 
smudges, pencil, ink or fin- 


ger marks. Its original, pat- 
ented construction does the 
A V L é trick—a center ply of soft 

GAIN ARAT EADS! gray rubber, two outer lay- 

ers of red pencil eraser. 

@ Let your store display the 
sign of good business—fea- 
ture Weldon Roberts Eras- 














in Student Cases 
and Ring Binders 





ers! 
Mr. Dealer, in the Varat line s 
you will find a wide variety WELDON ROBERTS RUBBERCO. 
of excellent numbers for stu- imerica’s Eraser Specialista 
dent needs. This is a ready 





2 Newark, N. J. | oF 
market for you inRING BIND a 

ERS, PORTFOLIOS and CAR- £ 
RYING CASES VARAT has 





a complete line for you 


fy 
q ‘¢ “, -% 
a) he . 
- 4 ” 4 — » 
No. 653 
Try a sample order of these outstanding numbers today 
and see how easy they sell. 


MURRAY VARAT Co. 27,$, Market St Correct Mistakes in Any Language 


























No. 2004 Desk—74"x42” 





CADO KERAK AND KETAG , 
PATENTED. FIND THE KEY YOU WANT INSTANTLY Th ¢ S U p ¢ rlat LVeé Elegance 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
x of the Georgian Period 
; < 
in Genuine American Walnut 
ALLEN ¢ WALE S . ... combining the rare beauty 
of American Butt Walnut, Ameri- 


can Burl Walnut and Artistic Carv- 











« 
ba 


ings. 


ADDING MACHINE 


CORPORATION J. K. Rishel 


Furniture Company 
515 Madison Avenue NEW YORK CITY WILLIAMSPORT. PA. 
2 
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Sales Ammunition! 


New York City Ie’s as far im advance of the eld fashioned call- 
Richard C. Loesch Co ing card, as the cartridge f d d ball 
Pittsburgh . ° e cartridge from powder and ball. 
leld & Woods (« 








PROFIT . . FIRST and LAST? 


Clarotype makes repeat sales because it 
satishes. It gives a full 50 cent value to 
the user and a good, steady profit tc 
you. The Clarotype dauber is made to 









Chatflele The stationer who insists that his printer or 





engraver uses Wiggins Book Form Card Stock on 






























































last from top to bottom of the bottle _ Cincinnati 
Every decall in the making elk this enna rhe Chatfield Paper ( the business ecard orders from him, is loading up 
ern product is designed to insure ff scaman-POCNS paper co. ptt fre ‘ates Fes thee, in Compact 
| continued profits for you. Order Grand Rapids angen 
a dozen Clarotype today from Carpenter Paper ¢ Tell your printer or engraver to contact any 
| your jobber or direct from us Ls a OE 7 of these paper merchants 
3 a. mse 
‘0-TYPE I y Fine Papers, In “ 
THE MODERN TYPE CLEANER BF = The JohnB. WIQGGIN 
The Best Known—Known as the Best ee ee ae een 
The Clarotype Co., Inc., 16-F Hudson St., N. Y. 
Book Form Cards Compact Binders 
=e age at WCiL ADDING & BOOKKEEPING MACHINE 
a You have tried the rest T Y P E 
i Now try the best IMPROVED FINISH—CLEAR IMPRESSIONS 
Te Over 4 years of successfully manufacturing non- : : 
cellulose stencils for duplicating machines without re ae it 42 Slagle Pte Beg etn Egy meme 
change in our formula is our best recommendation. Stock. 
Guaranteed to Fit and Function Properly. 
Prices sent on request. 
H. L. THORNBURGH & CO cen 
: -o. — -| | CLOYES GEAR WORKS 
8 SOUTH DEARBORN ST., CHICAGO, ILL. 17214 Roseland Road. N. E., Cleveiand, Ohio, U. S. A. 
Cable Address ‘‘CLOYESGEAR” 
Stock { 
—Sfock CERTIFICATES 
eee NEW PRICES 
CORPORATION RECORD d d ° b ° | | ° 
BOOKS a ing + HMiing + 
Goes Stock Certificates are ca: a e 
ried in stoxc k in Regular Litho 0 ° k k e e Pp l n GQ a 
Steel Litho and . S 
~<a calculating machines 
i) signs, lor all classes ager sca ea yest YT TYPEWRITERS CHECKWRITERS 
{ f No. 2 ac order an¢ , 
3 of issues a a T st, be sutifulls designe d.« “q te MIMEOGRAPHS DICTAPHONES 
ni lines of business. lithographed on high grade B. AND OTHER OFFICE DEVICES 
<p ee Records provide forms for com Rough and Rebuilt Write for Latest Price List 
‘iad P ete record of corporation Organization 
e 
Wruetor Cee Sumples ant Deseene Red Poo Fee 1 AR @Mfagbfe rypewniteR & ADDING MACHINE CORP. 
Kerrey sHose PHING COMPANY @ @ 303 W. MONROE ST. CHICAGO, ILL. 
49 West 6let Street, Chicago @ e@ 53 A Park Place, New York 











CEL-U-DEX 
fat 


PROTECTORS 


PAT. PENDING 






Complete Line of Canvas 


il Bags. | 

and Leather Mai 9 4 
eee . 
Descriptive Cir 

poner eat Dealer Discounts. 
Canvas Products Corporation 


ad Leather Specialties 
Conve. O. Box No. ONE 


FOND DU LAC, WISCONSIN 


cular 





« TRANSPARENT © FLEXIBLE 
* REINFORCED EYELETS 


* WATER PROOF 


Cet’ u-Oex core 
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1000 DEALERS 
UN Have Established 
ee 


One Million Users 
TOWN LIST 








Dealer profits are big be- 


cause, sales are for sey eral 





counties or several states, 
not just one map. The 


price ten cents. 


Send for sample and sales 


LOOSELEAF ” 
THE HEVENOR MAP COMPANY 
Buffalo, N. Y. 


Lincoln Building 





DARNELL CASTERS AND GLIDES 


be ee age 

















“ THE DAWN MANUFACTURING CORPORATION 


eves °" HALL-WELTER ‘°c’ 


1.181 ST. PAUL STREET, ROCHESTER, NEW YORK 









DARNELL CORPORATION, Lto 


BOX 4027, STA. B, LONG BEACH, CALIF 
ey Ge 16@), B00 14 20m Gs | @ te Om al 
24 E. 22nd STREET, NEW YORK, 'N. Y 


These Smartly Styled 


VUL-COT waste saskets 


Make Sales For You! 


You can meet every business requirement 
with the four, attractive standard VUL- 
COT Shapes .. . and make steady, profitable 
sales! There are three standard colors, and 
three wood grain finishes to match furniture 
and room decorations. 

VUL-COT vulcanized fibre baskets have 
been famous for years—for their durability 
and efficiency National advertising has 
made the |} UL-COT name stand fcr “the 
National Waste Basket!’’—the waste basket 
that you can sell with profit. Make sure 
you are stocking VUL-COTS! 

Write today for colorful descriptive litera- 
ture and generous discounts. Dept. A 


NATIONAL VULCANIZED FIBRE CO 


WILMINGTON, DELAWARE 














TYPEWRITER 
RIBBONS AND 
CARBONS 


. ( er exce ile 1 ™ Wake your own tests at our ex pense 
W rite us. 
CODO MANUFACTURING CORP. 
509 S. Franklin St 270 Lafayette St 
Chicago New York 














Does paper drilling jobs 


—low cost, high speed! 


ae oo 





Hollow steel drill cuts 
wiftly down through a 
half inch of paper 
Choice of four hole sizes 


4, 9/32, 11/32, 13/32 inch, 
and one, two or three 
hole series, listing at 
$2.50, $7.50 and $12.50 


respectively. Descriptive 
folder and details on re- 
1est 

MITCHELL BINDER CO. 


108 Bower Ave. Hagerstown, Md. 























Factory Coraopolis, Penna. 
JUST CUSHIONS AT ST PRICES 








CONVERTIBLE Fillers used in 
A Fast Moving PERFECT 
item, Reasonably CUSHIONS 


Priced are of one 
piece sponge 

e rubber, cov- 
ered with 

The fine grades 
PERFECT of soft ma- 


terials to 
prevent shine on 
clothes. Write for 
particulars 


Sponge Rubber 
Chair Cushions 
A Wide and Varied Line 


THE PERFECT RUBBER SEAT CUSHION CO. 


1412 UNITY ST PHILADELPHIA, PA, 











AMERICAN VISIBLE 


NUMBERING MACHINES 





Model G) 3 Movement 


Model Qi) Lever 
Movement 


Model @]) 9 Movement 


WRITE FOR DISCOUNTS 


pate AMERICAN NUMBERING MACHINE CO. 
’ BROOKLYN, NEW YORK 
6 Jd 4 ” ad l 
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Card-cases, any size; loese-ieat envelopes, punched: 
menu covers; factory record protectors, ag holders, 
bill-fold envelopes, stamp containers, etc. Made of 
ecetete (slow-burning) transparen‘ cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S, Recine Ave Chicago, U.S A. 











OFFICE APPLIANCI 








g 

o 

>FREE & A x D 
g 

2 Reg. U. S. Pat. Off. 

s It Can’t Slip Out Until 

i You Release It. That’s the 

& Free Hand binder—a handy 

8 little device, requiring only 

& one hand. Papers are held 

& securely until wanted, then 

& released at a touch. The 

o Free Hand is_ thoroughly 

© practical and needed in 

2 every office. Ask for de- 

o scriptive price list and sizes. 

& 

é FREE HAND BINDER COMPANY 


, | 


43 FULTON STREET, NEW YORK, N. Y. 


cate 
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~ 
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CRORE 
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MASTER SPEED KEYS 


Ww) “ 
Spring The 
Cushion Stenographers’ 
Typewriter Ideal 
Keys Keys 





Super quality keys merchandised on a one price basis. 
Long Wear—Permanent cleanliness and _ legibility— 
Guaranteed 3 years. 

One dealer in a territory—Write for sample & prices 


SPEED KEY MFG. CO. 


32 COLUMBUS PLACE BROOKLYN, N. Y. 








ARCDEFGH 
a bcde ghijklmn 


Gillies Gothic Lettering Guide 


AMBER COLOR, MADE in 3/16”, 14”, 34”, 16”. 
56” and 34”. invited to write for 


illustrated circular showing prices. 


THE TECHNYGRAPH, [echny, Illinois 


Dealers are 






















































: DEALERS = ersprcator 
+ WANTED ‘ “€HATR TR CUSHION y 
x x 
; . bi altel : ; FORCED ( RTABLE 
es Exclusive Distribution. V4 ee anon hm pe . 
* / Quality Products. % . 
i v s 
+ TYPEWRITER RIBBONS for all machines. * 
z CARBON PAPERS for all purposes. * 
4. cs 
* Send for samples and full particulars. 3 
> ae L. M. BICKETT 
4 CROWN RIBBON & CARBON MFG. CO. 4 Vf : or COMPANY 
KH Rochester, New York, U.S. A. : aie Ty Wis 
he a SA. 
Joshochoshocfoctonfoctoctectectecfectecectectocfectoctocfectoctecloclosfoatoatoatectoctecfecfeclosfecfociecfectoctects 
- cocoon, 
GET DEALER PROPOSITION |: 
t 
~ \. The ELLIOTT ENVELOPE SEALER ; 
is the fastest office appliance in the { 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 
~ average thickness of 
a > contents. It was greatly 
“4 , changed and im- 
proved in 1937 
Si | | and is a desirable points your way to TOP PROFITS on 
4 4 =F éiitem for station- ‘ Addressographs, Mimeographs, Multi- 
“| ery stores. ' a” graphs, etc. 
THE ELLIOTT ADDRESSING MACHINE CO. cameriage, Mass. | Write Pruitt, 41 Pruitt Bldg., Chicag 
rs a 
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OEP ee 
PRACTICAL 
) \7 SERVICEABLE 
: ATTRACTIVE 








Metal Furniture Which Meets the 
Growing Trend in Modern Offices 


The only complete line of modern chrome furniture for equip- 
ment of executive, professional and general offices. Ideal also 
for vestibule, lounge and recreation room. A line that offers 
substantial profit possibilities. 


Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-59 Troy, Ohio 
BER ERE SSS OSES 8 ee 








The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. 





Fo) 
PATENTED 
PED. 17,1920 JAM. 11, 1025 
MOV. 6, 1923 


Eight Sizes 
inside Diameters: 


No. 00, % in. No. 2, 1% in. a 
No. 0, % In. Ne.3,2 In. sheets to lie flat when open at any 

+ os point. The enlarged joint, nicely | 
we. 68, = 6 om. rounded and smoothed, keeps ring 
Ne. t,i%ele. We 6,3 In. right side up in position to be in- | 


stantly unlocked. 
Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


856! So. Chicago Ave., 


Ceme alse boxed assorted 
in seven sizes. 


! 
Allows binder or | 











All you ® 
all-metal dis 


order for 72 


-ushl 


| Henry T- Adams Mig. c Bo Hie ittinels 



















The Two Star 
ERADICATOR 


For removing Ink 


from paper = and 


white clothing. 


For Sale at 
An absolute neces- 


Leading Stationers 


sity wherever ink 

is used. 

H. as INK ERADICATOR co. 
Cable: ERADICATOR 1707 Zerega Ave., New York, N. Y. 
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A 
Chair 
for 
Every 
Seated 
Worker 





Stenographic Executive 
Exclusive Dealers Wanted 
Limited Territories Available—Write Dept. ¢ 
Cramer Air-Flow All Steel Posture Chairs 
1417 McGee Street Kansas City, Missouri 
Fastest Growing Chair Factory in U.S.A. 














Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 









SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 





keys to punch. No tedi- < 

ous figuring. No errors. 

Just copy the answers 

tabulated in convenient < 

form. Sold on 10 day roe 
free trial basis. Nation- ° \ 
ally advertised! Write Simply tip = 
for details now! po = 


3468 N. Clark St. 


Meilicke. Systems, Inc. chicago, iil. 











| pease UP PROFITS FOR YOU 


No. 2479 Double Ball Bearing Caster is in 
, use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 
N Wlog and facts about this profit-earning line. 

FAULTLESS CASTER CORPORATION 


Evansville, Indiana 





















aultless ng - reakable Rockite 

3 OT Sq uare 

left Faull $ siet C ushion Chair 
wes are Mm ensed f n live rubber. 


(a above 





FAULTLESS CASTERS 
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“It’s Tops” 


Our 1800 


Suspension 


FILE 


All regulation sizes 
and inserts available. 

ATTRACTIVE Ap- 
pearance and QUALITY Construction assures 
years of SERVICE. 

Sold to Dealers Only. 
Write for descriptive literature and price lists. 


ANDERSON-HICKEY COMPANY, Inc. 


Geneva, Illinois 














AN OUTSTANDING 
DEVELOPMENT 





TYPE 
Ns WRITER RIBBON 


Y 


PLEAR PRINT 
PROUQUCTS 


WARRANT YOUR INVESTIGATION 


Samples free to Responsible Dealers. 


PHILLIPS PROCESS CO, Inc. 


194 Mill Street Rochester, New York 


EASTERN DISTRIBUTORS: Macintosh and Sheridan, 
1206 18th Street N. W. Washington, D. C. 








IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 

Include “METHODES” in your ad- 


vertising appropriation: It pays. 
Send for free copy today. 





‘“*METHODES"”’ 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 

DL hGaveedebins sses6ebes ees apeee 50 Francs 
Countries adhering to the Stockholm Con- 

AC penGbesdascnees ae eeaoea eee 55 Francs 
Countries not adhering to the Stockholm 

Convention (including the U.S.)....... 60 Francs 

















METHODES 


27 rue des Petites Ecuries 


Paris X° France 
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Are You 


interested in 
trade doings in 


| GREAT 
BRITAIN 


" 





If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


BRITISH 
OTATIONER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are urique for news, instruction, orig- 


inality and general interest. 


=<====—-— SEND US THIS COUPON --~---=- 


To the Proprietors THE BRITISH STATIONER. 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of 
British Stationer’’ for examination. 


The 


Name 
(Please attach your business card or letter-head) 


Address 


Date 
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Are Your Customers 


“STAMP PAD WISE?" 


When all the claims and 
counter-claims are counted 
SPEED-MO still re- 
mains the market's best- 
selling Stamp Pad. 


up, 


For satisfaction, good will, 
and profit . . . tell your 
customers WHY this pad is 
standard equipment in the 





world’s largest organiza- 
tions. 
are 
DUST PROOF SWEAT PROOF SAG PROOF 
LINT PROOF SILENT 


They give clean, sharp impressions and full, rich inkings. Huge 
frequent re-inking. A light touch (no 
The sponge rubber filler is tough as 
Yet it is soft as velvet to make 


ink capacity eliminates 
pounding!) inks the stamp. 
rawhide for long hard service. 
the stamps last longer. 


rhere are no finer Stamp Pads than SPEED-MO. 


Write us today for complete details and attractive dealer offer 


RIVET-O MFG. COMPANY 
74 JASON STREET ORANGE, MASS. 
LOUIS MELIND CO., Western Rep., 362 W. Chicago Ave., Chicago, Ill. 














New Improved AIRMAIL 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 


Model 





Capacity I lb. x Y% ox. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X 


SCALE & MFG. CO. 


2714 W. 21st St. Chicago, Ill. 




















it / 


fr3 


COUNT YOUR 


PROFITS 


BUT FIRST MAKE SURE the merchandise is 
right! Otherwise profits are few! 
Furthermore, unless the profits are right— 
there is little left after bills are paid. 
Actually—and you know it from experience 
—profits, sure, continuing profits, come 
only from the sale of merchandise you'd 
buy to use yourself. 

Honest values—fair prices—that is Royal’s 
policy! 

It is the reason why the Royal Portable is 
a quality portable—why each model is a 
leader in its price class—a square deal for 


OFFICE APPLIANCES 


dealer and customer! 


And it is the reason, too, why Royal has 
always stood squarely back of the dealer 
—helping him with advertising, national 
and local, that brings profits to his store— 
with point-of-sale material which actually 
builds business! 

Study Royal’s progress over the years. You 
will see why so many dealers say that it 
pays to... 

Link to Leadership! 


ROYAL TYPEWRITER COMPANY, Inc. 
2 Park Avenue, New York City 


ROYAL PORTABLE TYPEWRITERS 











LETTERGRAPH 


N 
MODEL 










SELLS ITSELF! 


full size... automatic feed 
Big Production Duplicator 
offers every essential fea- 
ture of expensive machines 


ie 








Prints 
CLEAR, SHARP COPIES 
OF ANYTHING WRITTEN 
TYPED OR DRAWN... 
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